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Branch Factories: ST. LOUIS CORDAGE MILLS, ST. LOUIS, MO. - 
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From the advantageously located mills of 
American Manufacturing Company, 
"AMERICAN BRAND" ROPE and TWINE 
and OAKUM and PACKING are shipped 
to every part of the nation to serve farm- 
ers and ranchers . . . the marine and fishing 
trades . . . the oil producers . . . and all 
of industry. 
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LINE OF CORDAGE 
COMPLETE COVERAGE FROM 3 MODERN 


MILLS 


There is one attribute characteristic of all 
"AMERICAN" CORDAGE PRODUCTS. 
That one thing is “quality.” Only the very 
best of available materials go into the 
manufacture of "AMERICAN" ROPE, 
TWINE, OAKUM, and PACKING. Re- 
gardless of grade, the standards of work- 
manship are never compromised. 


AMERICAN MANUFACTURING COMPANY, BROOKLYN 22, N. Y. 


DELAWARE RIVER JUTE MILLS, PHILADELPHIA 48, PA. 


Sales Offices: BALTIMORE ¢ BOSTON © CHICAGO © HOUSTON © NEW ORLEANS « PHILADELPHIA 
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THE HOUR OF 


TRIUMPH 


“Every cloud has an Aluminum lining’ was a con- 
soling thought back in 1941 when production of 


Aluminum for civilian use was restricted. For years 





Aluminum ware had been accepted by homemakers 





as the standard for cooking efficiency because of 





its easy cleaning and quick, even heating — its 





modern styling and shining beauty blending with any 





color scheme. The wartime restrictions and the con- 





tinued scarcity of Aluminum have brought about 





an even greater realization of the desirability of 





products made of this precious metal. This is especially 





true of Aluminum ware with quality you can recom- 
mend. With COMET already back and VIKO on the 


way in the not too distant future, truly this is “The 







Hour of Triumph"’ for dealers and consumers alike. 


ASK 
, YOUR 
JOBBER! 





ALUMINUM GOODS MANUFACTURING COMPANY e MANITOWOC, WIS. 
200 Fifth Avenue, New York 10 © Merchandise Mart, Chicago 54 
WORLD'S LARGEST MANUFACTURER OF ALUMINUM COOKING UTENSILS 





































THE “BIG 3” ARE READY 





















.. to help you make 1946 a great year! 





This is the year for making 
good on promises. So the 
Yale Moving Men are bringing QUALITY REPUTATION PROMOTION 
back to you the quality, reputation 

and promotion that have always 

made Yale & Towne products top iii baie 
profit-makers for you. 

There are still reconversion problems to YALE PUTS 3 BIG SALES MOVERS 
be ironed out — but just as soon as we can INTO YOUR BUSINESS 

set delivery dates with absolute certainty, complete 


: ; : : : THE NAME YALE HELPS MAKE THE SALE 
information will be made public. The Yale & Towne 


Hardware Age, published every other Thursday by Chilton Co. (Inc.). Entered as seconi-class matter March 24, 1938, at the Post Office at Philadelphia under the Act of 
March 8, 1879 ( Printed in U. 8. A.) $1.00 per year. Single copies, 25¢ each. Vol. 157, No. 5. 
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NUTONE’S 
smart styling... 


ooo MASS- 
merchandising 





Smart door-chime styling—the kind 
that makes sales for you—is what 
your customers are seeing in NuTone’s 
current national advertising cam- 
paign. Compelling ads are scheduled 
to help you sell in March Better Homes 
& Gardens and April American Home. 
The NuTone Skyline, Mount Vernon, 
“Whatnot” door-chimes,-and the 
Continental are featured. Watch for 
these ads! 


NuTone now, as always, uses mass-mer- 
chandising methods to help you sell more 
easily, with greater profit! Brilliant, traffic- 
stopping displays are again at your service. 
And, later this month, the Skyline and 
Mount Vernon models will be packed in 
handsome, sales-making gift boxes! 





...and sound engineering 
help YOU sell! 


Here’s engineering you'd hardly expect to find 
in moderately priced door chimes! Standard on 
six NuTone models, this new power unit on 
which U. S. and foreign patents are pending has 
these exclusive selling features: 


SELF-CONTAINED—no parts to go astray, 
anintegralunitthat’s ‘all there” —all the time! 


COMPLETELY SEALED—prevents entrance 
of dirt and dust into moving parts, the 
greatest single cause of operating failure. 


EASILY REMOVABLE—loosen two screws 
and unit lifts off—chime stays on wall. Al- 
though ready repair is thus made possible, 
the need for service is improbable . . . the 
unit on test having been operated per- 
fectly 392,000 times—almost 180 years of 
average six-time-a-day home use! 

























For styling, mass-merchandising, and engi- 
neering, look to NuTone for the best in door 
chimes. NuTone, Incorporated, National Sales 
Headquarters, Merchandise Mart, Chicago 54, Ill. 
e 
Eastern Sales Headquarters 
200 Fifth Ave., New York 10, N. Y. 


WORLD'S LARGEST MAKER 


Poci 
acific Coast Headquarters OF DOOR CHIMES 


931 E. 31st St., Los Angeles 11, Calif. 
+ HARDWARE AGE 
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SATURDAY EVENING POST 


AMERICAN HOME 

ETTER HOMES & GARDENS 
BRIDE'S 
HOUSE & GARDEN 


SUNSET 
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Easy to read black grad- 
uations and large nu- 
merals. 12 inspections 
and tests assure top 
quality. 
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Selected rock maple 

sticks — tough and flex- 

ible. Sealed against 
| moisture. 





Stainless joints and 
strike plates — rustproof 
— long wearing. 










Stanley “Zig-Zag” Rules — accurate — easy- 
to-read — handy-to-use. Along with the fa- 
mous Rule No. 106 the line includes Brick 
Masons’, Engineers’, Extension and Vertical 
Marked Rules. Look for the Green Ends. 









Stanley Baked Lacquer 
Enamel Finish with two 
protective coats of clear 
lacquer. 
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“A HEAD OF THE TIMES” 
Any Reed & Prince Screw Driver or Bit fits 
any size or style of Reed & Prince Recessed 





MANUFACTURING 
Recessed and Slotted 


Wood Screws Sheet Metal Screws Head screws or bolts and assures 


Machine Screws , Stove Bolts 
Also 
Cap Screw Set Scre 
ap Screws nik QUICKER TURNOVER . . . GREATER PROFITS 
Rivets and Burrs Rods 


Screw Drivers and Bits 
Specialties 


NO STOCKING OF SLOW MOVING SIZES 


oOo 


SATISFIED CUSTOMERS . , . REPEAT SALES 


Available in several sizes for your 
convenience. Sturdily constructed of high 
grade alloy steel, firmly set in hardwood or 
plastic handles, a Reed & Prince Driver will 
work overtime inany man’s kit. Bits are avail- 

.able for all makes of Hand or Power Drivers. 


REED & PRINCE MFG. CO. 


A * WORCESTER, MASS. - CHICAGO, ILL. 


| 
This attractive counter display — a sure-fire sales 
j help — featuring the Reed & Prince Screw Driver in five 
popular sizes, will be sent to you with your initial order. | 
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Made by the 
World's largest 
Padlock Producer 


One look at the husky, solid case of a Slaymaker 
800 or Slaymaker 900 padlock shows—it's built- 
for-protection. The one-piece, seamless case of 
Zamak special high-strength alloy—is tough and 
strong. Slaymaker 800 and 900 cases thrive on 


punishment .. . and the toughest weather con- 


ditions because they are carefully inspected and 
tested during manufacture to make certain they 
have no weakness. They’re tops in corrosion 
resistance, too... and absolutely rustproof. Cus- 
tomers everywhere are “going” for this strong, 











solid, one-piece case with its eye-appealing, 
scratch-proof finish. 

Slaymaker 800’s and 900’s rugged, attractive 
case plus their famous pin tumbler mechanism 
make them the kind of padlocks you’ll be proud 
to recommend and sell. Each dozen shipped in a 
metal edge, solid fiber display carton. Each lock 
in an individual metal edge box. Order yours 
from your jobber today. 


SLAYMAKER LOCK COMPANY 


LANCASTER, PENNSYLVANIA 
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The Reed & Prince Recessed Head Screws with their 
close tolerance, easier application and steady bite for any size 





driver, represent a superior type of production screw — built 






for assembly line speed — selling on sight. 





To get this screw driver and a supply of assorted 





screws into the hands of the production man, Reed & Prince 






depend on the Mason MailMaster — that sturdy, lightweight 






container which is America’s number one mailing box. Perhaps 






your product needs sampling — why not investigate possibilities 






with Mason MailMasters. Write today for the new catalogue 






showing the entire line of Mason MailMasters. Write The Mason 
Box Company, Dept. (20), Attleboro Falls, Massachusetts. 
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NO. 1090 LEGGINGS 
Medium weight, waterproof 
a for trousers and legs. 
revents liquids from running 
into shoe to Practical for in- 
dustrial a ‘outdoor workers. 
Made of black synthetic rubber 
coating on sheeting with white 
back. Ful ully cemented seams, 
rivets at points of tension. 
pueeees with belt, adjustable 
straps and — © oe 
Sizes: small, medium, larg 





NO. 1080 HEAVY DUTY 
RUBBER SURFACE SUIT 


_ For mining, commercial fish- 
ing, sewerage disposal, all acid 
operations and wherever resis- 
tance to corrosion and abrasion 
is necessary. Either part of suit 
serviceable alone. acket has 
thick layer of black synthetic 
rubber on strong fabric surface, 
friction anchored on inside. 
Fully cemented seams, corduroy 
edge stand collar, entire unit 
vulcanized after makin Over- 
alls rubberized like jac et, have 
high bib front and are strongly 
reinforced. Sizes: small, medium, 
large. 














type 








Size: 
























NO. 3062 WADERS 


Sturdy, comfortable waders for dock 
workers, construction laborers. water- 
works employees and others who work 
in — places. Surface is syn- 
thetic 
fabric. Seams, crotch and inseam 
reinforced. Sturdy black rubber boots 
with cleated - as molded heel. Sus- 
ler straps with buckles; 
ib front for ome |  & Color: black. 


inclusive. 







NO. 7100 
Strong black industrial apene. 
made of sheeting, each side 
coated with hetic rubber. 
Will resist dilute acids and 
abrasion. Heavy service patch in 
front. Metal grommets with re- 
inforcing patches. Fully ce- 
mented and vulcanized as a unit 
= ane. Size: 33” x =: 
lo apron made especially 
\ for acid protection. Same as No. 
7100 but with SF strap around 
| entire hem and grommet patches 
| to cover all exposed edges. 





















© coated on strong jersey 


Regular only. Shoe size: 8-11 


























Hodgman industrial garments are constructed to pro- 
vide complete protection in specific occupations . . . 
to guard against water, mud, acids, caustics, abrasives, 
greases, oils, and other harmful agents. 

The wide use of high quality Hodgman protective 
clothing is a result of the thorough research by 
Hodgman engineers into the hazards connected with 
a specific job. The garments are designed not only 
to afford maximum protection against these dangers, 


10 


Send for catalogue sheets C451A ( Industrial Aprons); 
C455 (Industrial Clothing); C456 (Rubber Surface Clothing). 


FRAMINGHAM, MASSACHUSETTS 


Protectiou — WHEN AND WHERE NEEDED MOST 


but also to allow the worker the utmost comfort and 
freedom of movement. 


All garments are reinforced in proper places to 
stand up under the most severe service conditions. 
Fabrics are coated in our own plant. 


For maximum protection, safety and economy, 
specify Hodgman 
protective clothing. 





261 Fifth Avenue 173 W. Madison Street 121 Second Street 
New York 16, New York Chicago 2, IIlinois San Francisco 5, California 
Philadelphia Atlanta Pittsburgh Dallas Los Angeles Milwaukee St. Paul 
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A Constant 
Increasing Demand! 


SPECIAL 
NEW Features 


MERRY WIDOW 


Special joint design gives 
it Life Action that stirs 
the big fellows. It darts 
and wobbles, and hooks 
"em — no short strikes. 
Price $1.10 each. 






























HOLY COMET 


The “‘Hole-in-Head' causes 
a vivacious shimmy and 
wiggle unmatched by the 
best fish getters, and catch 
es fish where others fail. 

Price $1.10 each. 


THE LUCKY FOUR 


We say LUCKY, because these four baits have 
become famous almost overnight. Made by a 
practical fisherman—they have been tested in 
streams before offering them to the public or 
trade. And when Bill Makinen turns out a lure, 


you can rest assured it’s a proven fish getter. 


We do not manufacture every kind of item for 
the fisherman, but we do SPECIALIZE exclu- 
sively in Casting and Trolling Lures. Our Salt 









Water Lures will shortly be announced. 


“WRITE FOR CIRCULAR" 


MAKILURE 


The bucking bronco of the deep. 
The faster you troll or reel, the 
deeper it rides. The open jaw gives 
WADDLE BUG it unique action. Price $1.10 each. 
A leading surface bait, it 
splashes and struggles in 
water like a wounded duck. 
Ideal for Bass, Pike, Rain- 
bows, small and large. 
Price $1.10 each. 






MAKINEN Baits come in 
eight beautiful color pat- 
terns and are packed 
twelve in a beautiful 
counter display carton. 
Each bait is individually 
boxed with cellophane 
top. Selections of 12 as- 
sorted or of any one 
style. Order NOW! Most 
jobbers carry complete 
line—if not, order direct. 
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Exhibited for the first time at this year’s National Sporting Goods 
Show, Springfield golf clubs featuring the newly patented 2 Action 
(ACT-2-ION) shafts plus many other improvements in club con- 
struction are the latest addition to the famous Springfield line of 
products being manufactured by Sporting Goods, Inc. 


Careful attention to details of construction, use of the best ma- 
terials available, plus our expert craftsmen with “Know How” in 
golf club construction are your guarantee of a quality product with 
sales appeal. 


We predict that the numerous advantages and perfect balance of 
these clubs will result in an enthusiastic demand for Springfield 
clubs, by players everywhere. 


Distribuled by 
MUNRO SALES, INC. 
209 S. State St. 751 State St. 230 Fifth Ave. 
Chicago Utica, N. Y. New York City 


Po, 


‘65 SPORTING GOODS, INCE. 


‘nc-? $8 BIRNIE AVENUE. SPRINGFIELD 7. MASSACHUSETTS 
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This ECLIPSE“ Sex-Dero” 
all Plastic Spice and Utility Rack 


Here’s a useful, fast-selling item for your Plastics De- 















partment — something that will make an instant hit with Conveniont in the Kitchen 
all homemakers . . . An all-plastic Spice and Utility Rack - 

that installs easily on pantry wall or kitchen door to hold [ 
spices and condiments. Or it is equally useful in the 
bathroom as a Utility Rack for holding combs, bottles, 
and other toilet articles. Each rack individually’ cartoned 


(individual spice containers not included.) Made in red, 





blue, and white. 


Handy in the Bathroom 


S YOUR JOBBER about this fast-selling new 
““San-DURO”’ Plastic Utility Rack — or 


write us for completé information and prices. 


rot clipse Moulded Produch Ee. 


Plastic Div. of General American Transportation Corp. 
5154 N. 32nd Street, Milwaukee 9, Wisconsin 


MANUFACTURERS OF SAN-DURO BRAND PLASTIC PRODUCTS AND PRODUCERS OF PLASTIC ITEMS CUSTOM-MOULDED 


GS 
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To All Those Who Paid 
Kromex Such High Tribute at the 


C hicago Housewares Show 


—OUR SINCERE THANKS 


To the Throngs 17 
Were Forced to Neglect Through 


Sheer Lack of Facilities —QOUR HUMBLE APOLOGIES 


“Snowed under” is the best way we whom it was impossible to accommo- 


know to express the enthusiastic ova- date will understand. 


tion given the new streamlined Kromex 
Ware unveiled at our Chicago House- 
wares Show exhibit. 

Confident as we were that we had 
a “Hit Parade” of new eye and buy 
appeal, we were unprepared for the 
crowds that literally swamped our 
space. We sincerely appreciate this 


acclaim, and earnestly hope those 


4 


To the last precise detail, these new 
pace-setting Kromex creations are 
styled in the sales-exciting, improved 
manner an innovation-hungry public 
has been waiting for. 

And now these “Stars of the Show” 
are in production. One after another, 
“premiere” on 


they'll be ready to 


Zelibameelenicaes 


“ 


If you are not now being serviced with Kromex Ware, write 


to us for name of your nearest Kromex distributor. 


Kromex 


} a a De OFS Sp Ot Cae Oe | 


BEAUTIFUL 


CLEVELAND 15, OHIO 
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Quick turnover, good profit from only 1% sq. ft. of your counter space! 
Although not a second line, these grinding wheels are economically priced 
to meet competition. One top quality of manufacture is the big sales com- 
pelling advantage of these Simonds assortments of superior grinding 
wheels. Precision manufactured from selected abrasive grains, Simonds 
industrial quality wheels bring exact economical grinding efficiency to 
every type of trade, home workshops, repair shops and farms. The iden- 
tifying blotter on the wheel is your assurance of customer confidence. 
Simonds can also supply you with Borolon* (aluminum oxide) and Elec- 
trolon* (silicon carbide) sharpening stones, oil stones, knife sharpeners, 


scythe-stones and other fast moving specialties for household and farm use. 
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Sail j 
from small counter/space 


ASSORTMENT 
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* Time-honored Borolon and 
Electrolon products are now 
-SIMONDS:; distinguished by the name 


ye ABRASIVE co. > Simonds Steel Mills and 





Ceuta 









BY Simonds Abrasive Company 
° is a division of 
5 GRINDING WHEELS) Simonds Saw and Steel Co. 
4 Cther affiliated companies are 
$ Simonds Steel Mills and 
2 Simonds Canada Saw Co., Ltd. 
3 

e 
4 


eon... 


ABRASIVE CO. 


ail en 


GRINDING WHEELS 






ASSORTMENT HA (see left hand page). 40 Wheels—2 each of 20 
items. 60 Sets, Assorted Size, Bushings Free. Overall-dimensions of 
base 20” x 9’. Display face 18” square. Shelf space for stock at 
back included. Exactly as illustrated. 7 items (2 wheels each) 
mounted. 26 individually boxed wheels for shelf. Dealer cost $34.69. 
Can resell for $52.08. Your Profit $17.39. 


ASSORTMENT S (upper panel). Overall dimensions 13/2” wide, 8” 
deep, 19” high. Contains 12 wheels—20 sets assorted sizes, bushings 
free. 


ASSORTMENT R (lower panel). Overall dimensions 17” wide, 11” 
deep, 2412” high. Contains 36 wheels (2 each of 18 numbers); 60 
sets, assorted sizes, bushings free. 


Mail this coupon NOW 


SIMONDS ABRASIVE COMPANY 
SIMONDS Tacony & Fraley Sts., Philadelphia 37, Pa. 
ee t Please send catalog for the Hardware Trade. 


A sa 
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Sentine! ... 
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PROFITS! 


Sentinel radios are designed and built to sell 
faster—to assure prompt, instant “I'll buy” deci- 
sions! Lovely cabinets, both classicaland modern, 
in colors and materials to please every taste—set 
the stage for a sales-clinching demonstration... 
Because Sentinels’ beauty is equalled only by 
their remarkable performance—flawless recep- 
tion! And there will be a Sentinel for everyone: 
battery or electric, FM or AM, table or port- 
able, console or radio-phonograph. 


Make Sentinel your line—the direct line to 


7 
sentinel?) 


2020 RIDGE AVENUE, EVANSTON, ILLINOIS 
18 HARDWARE AGE 
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GLASBAKE »o RANGETEL 


OVEN WARE egw TOP-OF-STOVE WARE ae. 1m 


Many changes in glass making, great improvements 
in manufacturing facilities and products have been 
experienced in the 93 years that McKee has been 
making quality glassware. 


Today, as never before, we are at work enlarging 
our plant, installing the latest and finest equip- 
ment to meet the great demand for McKee Glas- 
bake oven ware and Range-tec top-of-stove ware 
by housewives of America. 


There is a precious quality in McKee cooking 
utensils beyond the soundly engineered machinery 
and first class materials used in fabricating these 
products. That is the knowledge, the “know how” 
of 93 years of successful glass making. It is a plus 
factor—which will be greatly to your benefit 
when, in the near future, we can again supply you 
with more and more millions of desirable items. 


McKEE GLASS COMPANY 
Established 1853 
JEANNETTE, PENNSYLVANIA 














How can you stay in the driver's seat 7 


ieee when experts said there'd be a postwar 


market for 114 million waffle irons alone? 


Today, you've seen that market explode into a boom. 
Waffle irons, toasters, broilers—you can sell them all. Any 


make, any model. You're really in the driver’s seat. 


But what about tomorrow? Will you be begging the 
ladies to ride with you again? Or will the appliances you 
sell today give long, carefree, quality service — bring 


customers back without coaxing? 


They will if they’re Manning-Bowman’s famous line 
of quality appliances, like the Smokeless Table Broiler 
above—leading a busy parade of dependable M-B appli- 
ances out of every store that sells them. To millions of 


people Manning-Bowman means best. 


If you sold Manning-Bowman before the war, you 


know it also means more business. If you didn’t—now is 


- a good time to stock Manning-Bowman for the profitable 


years ahead. 


Manning Bowman Means Best 


MERIDEN, CONNECTICUT 


~ 


Twin-O-Matic Long-Last 
Waffle Baker Percolator 








Toaster-with- 
its-Tail the-Tester 


lron-that-Wags- 


THE LINE THAT'S ALWAYS IN DEMAND 
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C= is sending these millions of printed 
salesmen to live and work in the homes of 
prospects, demonstrating Crosley Radio-Phono- 
graph Combinations. (Note pictures and cap- 
tions to the right). 


These prospects are urged to come to my store 
and YOUR STORE to hear actual demonstra- 
tions of the Crosley Floating Jewel* Tone Sys- 


tem and Master Tone Control to prove that 
*‘Hearing is Believing.” 

The 1946 Crosley line of 19 Radios and Record- 
Playing Combinations, from newly designed 
modern table sets to de luxe combinations that 
have everything, tops all previous standards in 
beauty of design, quality of materials and me- 
chanical excellence. 

Crosley has it! Wise and alert dealers know it! 


ON ONE RECORD! —an actual demonstra- 
tion of the Crosley Floating Jewel* Tone 
System and the Master Tone Control. 
Hearing is believing—and you can hear 
thie record at your nearby Crosley 
dealer's store. 


NO MORE NEEDLES TO BUY — or change — 
or hear! Floating Jewel* Tone System 
uses a permanent sapphire stylus on 
delicately balanced tone arm. It plays 
on the sides of the record groove—can- 
not dig in (like sharp metal needles) to 
cguse scratching. hissing or chattering. 


| 


THIS Crosley Combination Radio-Phono- 
graph, table model, is one of nineteen 
new Crosley instruments. It is an elec- 
tronic achievement, a mechanical mas- 
terpiece, in a high-styled cabinet. 
Equipped with Floating Jewel* Tone 
System. *Patented 


GROSLEY 


THE CROSLEY CORPORATION, CINCINNATI 25, OHIO. 


KITCHEN SINKS REFRIGERATORS . HOME FREEZERS ~ KITCHEN SINKS AND CABINETS . RANGES + LAUNDRY SQUIPMENT 
AND CABINETS RADIOS . RADIO PHONOGRAPHS - FM ~ TELEVISION + SHORT WAVE + ELECTRONICS + RADAR 
HOME OF WLW—“THE NATION'S STATION’ 
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REFRIGERATORS HOME FREEZERS 


LAUNDRY 
EQUIPMENT 
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t: Special TIMKEN 
Thrust Roller 
Heavy 5/16” Steel Bearing for easy 


Top — turning under 
x: > heavy load 








Long Jack Handle 
Extra a Jack ZA — Turning 
rew e 
— Tease « on 
lifting screw 
Steel Support 
Collar 
Top Tube of 
Special Steel 








Adjustment Holes 
Two 3/4” Steel 
a Adjustment Pins 
Range of held by cotters - 
Ad is 200% extra 
4 feet - from 4°10” Bearing Strength 
to 8°10" 
Bottom tube of 
Special Steel 
Anti-Rust Paint 
inside and out ~~ 
Heavy 5/16” Steel 
Bottom Plate 








PAT. PEND. 








PERMA-JACK CORPORATION 


12500 Berea Road 


eileen 











"4 


Sis. 
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Powerful Steel Jack-and-Post 
that Levels Sagging Floors 


You find a surprising demand for Perma-Jacks from owners of 
homes, commercial and farm buildings wanting a low-cost per- 
manent cure for floors or beams that slant or sag. When they see a 
Perma-Jack in your store, they know it’s the answer—and they buy. 


Perma-Jack is a top-quality product, modernly engineered. 
Check the features in the illustration. Its rated capacity is 8 tons 
and it’s load-tested to 12 tons — that’s more than needed. Range 


of height adjustment is a full 4 feet. 


It's easy to install. The load rides on a Timken thrust roller 


bearing, so anyone can turn it up by hand. 


Perma-Jacks are Profitable Extra Business for You! 


Perma-Jack is a new idea to fill a big need 
and is selling and repeating in volume over a 
large part of the country. Superior quality in 
design, materials and finish, it retails at the 
popular low price of $10.95, with full whole- 
sale and retail profit. Through wholesalers 
only — on a strict price policy that protects 
you. Don’t miss the extra profits of Perma- 
Jack — order from your wholesaler today, or 


write us for complete information. 





Cleveland 11, Ohio 


Anyone can install Perma- 
Jack himself, saving 2/3 to 
3/4 of usual cost of calling 
in a contractor. He assem- 
bles it under sagging beam, 
per instructions with each 
device, jacks it up to proper 
level, leaves it there, a per- 
manent post. 
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New Paint Profits for You— 
with SUPERIOR 365 


Your customers have been waiting for this amaz- 
ing product, finally developed after many years 
of laboratory research and actual in-the-field 
testing. 

SUPERIOR 365, the perfected wall paint, 
containing DDT, covers every square foot of 
surface with 200 milligrams of DDT in its most 
potent form...remains an active insect-killer 
up to one year. 


Actual tests prove that even after 16 months, 
SUPERIOR 365 paralyzes and kills houseflies 
in 30 minutes, after only 7 seconds exposure! 
Stock and sell SUPERIOR 365. It’s ready for 
immediate sales! 


PACKED IN DURABLE 


25-LB. CONTAINERS 
TO RETAIL AT “440 


*Subject to O.P.A. approval. 
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THE NEW, INEXPENSIVE WHITE 

















WALL PAINT CONTAINING INSECT-KILLING DDT 


SUPERIOR 565 with DDT 


(Pat. Pend. Trade Mark) ' 


A water-thinned base paint for interiors 


Works Two Ways at Once! 
@ efficiently covers interiors with a sanitary coating 
@ effectively kills most insects at slightest contact 


Yet—SUPERIOR 365—the modern miracle wall-coating is 
@ Safe—because it’s non-toxic..:except when taken 
in large doses internally. 

e@ Economical—reduces in water...25 lbs. make ap- 
proximately 5 gallons of paint. 


@ Practical — provides long-lasting, two-way protection 
as a sanitary white wall coating and insecticide. 


For interiors of barns, poultry houses, dairy houses, factories, 
warehouses, food plants, basements, garages, outhouses, packing 
plants, general farm uses. 


EXTENSIVE NATIONAL ADVERTISING IN FARM PUBLICATIONS 





Here’s the Random Leaf, one of 
the 22 new patterns and typical of 
the style authority and design ex- 
cellence in the entire Armorlite 
line. Distinctly modern, yet adapt- 
able to period furnishings as well, 
the Random Leaf is available in 
warm background colors of Rose 


Red 6205 and Golden Tan 6201. 





° In buying enamel surface floor coverings, the homemaker 
looks first for beauty. And that’s just what she finds in the new Bird Armorlite 


line —a line unsurpassed for beauty of’ design, color, pattern. 


And every design, every color, every pattern is pre-tested for consumer prefer- 
ences. What’s more, the line is backed by the quality tradition of Bird, the pioneer 
enamel surface producer. No wonder more and more volume-seeking dealers 
are featuring Bird rugs and yard goods. If you’d like to get in on a good thing, 
write us for the name of your nearest distributor. Bird & Son, inc., Dept. 132, 
East Walpole, Mass. 


“For Style Superiority” 


BIRD ARMORLITE 


ENAMEL SURFACE RUGS AND YARD GOODS 








BIRD & SON, inc., East Walpole, Mass.; 295 5th Ave., New York; 13-118 Merchandise Mart, Chicago 
24 HARDWARE AGE 
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Sook! > insecticides with DDT 









that you can sell with confidence! 


This complete line offers you a bigger profit opportunity 
than you’ve ever had before from the bug business 


Now you can tap the tremendous market 
for DDT insecticides by stocking and 
displaying one line . . . the new Gulf 
Insecticides. 

There are three of them, each made 
with the new wonder insect killer, DDT! 

DDT is the most talked-about insect 
killer ever developed. It’s the one insecti- 
cide ingredient that all your customers 
have heard about . . . and the one they 
want tc try! 

With Gulf’s BIG 3 in your store, you 
can offer your customers more complete 
household-insect control than ever be- 
fore thought possible. 


Here they are: 





Lye 








Quick-Action Gulfspray 


Pyrethrins plus one quarter of one per 
cent DDT make this new Gulf “space 
spray” a contact insecticide that really 
lives up to’its name, Quick-Action 
Gulfspray. 

Quick-Action Gulfspray is for spray- 
ing into the air to knock down and kill 
flies, mosquitoes, moths, gnats. It also 
quickly kills many crawling insects... 
ants, bedbugs, fleas. It’s particularly 


For profits from bugs, go 


effective against roaches. 

Pyrethrins alone are the fastest bug- 
killing agent known. Pyrethrins are com- 
bined with DDT in Quick-Action Gulf- 
spray to make the surest killing, quick- 
action spray that Gulf has ever made. 











Trak Insect Surficide 


Trak contains 6% DDT, makes use of 
this wonder-working ingredient in a dif- 
ferent way. 

You spray or brush Trak on screens, 
walls, porch ceilings, and other surfaces 
where insects alight or crawl. A thor- 
ough application of Trak leaves a DDT 
residue that, unless removed, kills flies, 
mosquitoes, moths, ants, fleas, silverfish, 
and many roaches for weeks and 
months. 

Sell Trak in combination with Quick- 
Action Gulfspray. Used together, they 
provide fast and prolonged effective- 
ness against practically all insects that 
plague the household. Trak and Quick- 
Action Gulfspray are the ideal insect-kill- 
ing team! 



























Tag Bedbug Killer 


Tag is Gulf’s brand-new bedbug killer 
with 5% DDT plus organic thiocyanates. 

Tag is for spraying on mattresses, 
springs, and in crevices where bedbugs 
lurk. The organic thiocyanates in Tag 
kill all bedbugs that are wet by the 
spray. And Tag’s DDT leaves a residue 
that is deadly to new arrivals. One appli- 
cation of Tag, made as directed, is effec- 
tive for as long as six months! 

Tag is the bedbug-killing product that 
retailers in thickly populated neighbor- 
hoods have long been looking for. 


Big Advertising 
Backs These Products 


Quick-Action Gulfspray and Trak will 
be promoted by a big-audience, twice-a- 
week radio program. 

Tag will be promoted by extensive 
newspaper advertising. 

All three are priced for quick turnover. 
Advertised retail prices: Quick-Action 
Gulfspray . . . pints 25¢, quarts 45¢; 
Trak . . - pints 25¢, quarts 45¢; Tag... 
pints 35¢, quarts 59¢. 

Ask your jobber about them. Or write 
or phone your nearest Gulf Sales Office. 


GULF OIL CORPORATION - GULF REFINING COMPANY . 


Petroleum Specialties Division 
Gulf Bidg., Pittsburgh 30, Pa. 
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THERE'S NO FINER FLAT WALL FINISH! 





NOW EVEN BETTER 


Thanks to Wartime Research /. 


Continuous research in the world’s biggest paint labora- 
tories—where Kem-Tone was created—has kept Kem-Tone 
“first in paint.” Today. a better scientific blend of pigments, 
resins and oils, increased hiding power and durability 
make Kem-Tone a more remarkable finish than ever before! 


Ordinary 


Q\ SYNTHETIC RESIN AND OIL-BASE FLAT WALL 
4 O'L WALL FINISH FINISH 


| 


Solid Content | Solid Content 
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... AND NOW BACKED BY THE 


i 
PIGMENT = ||| PIGMENT GREATEST KEM-TONE NATIONAL 
| ! 
Liquid Content Liquid Content ADVERTISING CAMPAIGN! 
z killer sities aie More than 158,000,000 
anates. Sales Messages in these 
nase EMULSIFYING @aarlam MINERAL J National M * . 
oe AGENT SPIRITS 4 ational Magazines: 
———aee 
in Tag American Home Holland’s 
Ao Better Homes & Gardens Household 
esidue ) 
 appli- Look at the two cans above. One is a can of Kem-Tone. The other— Saturday Evening Post Parents 
3 effec- oil-base flat wall paint. Note that each can contains pigment, American Magazine Redbook 
color, oil and resin. Cosmopolitan Woman’s Day 
The only difference in the contents of these two cans is the ‘ ° , 
t that emulsifying agent used in Kem-Tone and the mineral spirits in Liberty House Beautiful 
ghbor- the oil-base paint. As you well know, the purpose of these mineral Good Housekeeping House & Garden 
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spirits is to thin the paint, make it brushable. As the paint dries, 
the mineral spirits evaporate. 

The emulsifying agent used in Kem-Tone serves a different 
purpose. It makes possibie the mixing of Kem-Tone’s oil and resin 
with water. This water, added “on the job,” makes Kem-Tone 
brushable. Furthermore, it gives you up to 11% gallons of paint 
ready-to-apply, for every gallon of Kem-Tone paste. 

Obviously, neither mineral spirits nor water have anything to 
do with the beauty or durability of either oil-base paint or 
Kem-Tone. The way both paints look and how they wear depend 
upon their PIGMENT, COLOR, OIL and RESIN. 

That is why we say “There’s no finer flat wall finish than 
Kem-Tone.” Kem-Tone materials are absolute tops in quality. 
They are scientifically blended with highest skill. Kem-Tone 
brings you everything offered by the highest quality oil-base 
flat wall paint! 

More than that, Kem-Tone gives you extra speed and ease 
of application, quicker-drying, freedom from odor of paint thinners. 
And—unlike the average oil-base flat wall paint, which dries with 
a sheen—Kem-Tone dries to a perfectly flat matte finish. That’s 
a feature decorators for years have wanted in a durable, washable 
wall finish! 





Ladies Home Journal True Story 
McCalls Successful Farming 
Sunset : Farm Journal 


Family Circle Country Gentleman 


Plus more than 433,000,000 News- 
paper Messages in 329 Cities Coast- 
to-Coast! 


UTED BY: 


Eis DISTRIB wt 
Detroit, Mich. 
Color Wks. 

vt & Co. Pittsburgh Pa 
thers Co-. Dayton a 

1 Co. Chicag? Il 
Philadelphia. Pa. 
c., Detroit, Mich 
Cleveland, Ohio 


KEM-T ON 

white L 

nae W. Lawren 

The Lowe Bro 

The iain Se : 

John Lucas o. a 
Rogers Paint Products. 

The Sherwin-Williams Co., 


Quality, SALES, PRoFITs 











of Tervice 


a ht 


’ 3 ) Michacl and Robert Bolle Geleboale 


N October 13, 1945, Michael and Robert Bolda, 
eden their 50th anniversary in the service of 
Detroit Lubricator Company, rounding out 100 years 
of service between them, having started with Detroit 
Lubricator Company in the Fall of 1895. 


Mike is superintendent of the foundry, and Bob is 
forernan of the core room. Their work has been with 
the foundry for the entire time, and they have seen 
non-ferrous foundry methods develop from the rule of 
thumb control and hand labor of 1895, to the modern 
mechanized operation and exact scientific control of 
modern instruments as used today. 


Mike’s first job was mixing core sand. He had to 
“riddle” (sift) it by hand, and mix in the oil and other 
ingredients by hand shoveling. Then he had to carry 
it by hand, in boxes, to the core making benches. In 
1902 he was given charge of the core room, and in 
1910 was made assistant foundry superintendent. In 
1916 he became foundry superintendent and began his 
work of exact control which has made Detroit Lubri- 
cator castings noted for high quality. He did it by 
making exact records of the best conditions for casting 
each type of piece—by constant experiment to improve 
castings. 


In the early days such instruments as pyrometers were 
unknown. Metal temperature had to be judged by 
color and by “vibration” when a rod was immersed in 
the ladle of molten metal. Very hot metal will vibrate 
the rod, cool metal will not. A skilled man can check 
his eye judgment in this way. “Modern pyrometers are 
much better, however,” Mike says, “because eye judg- 
ment at its best can ony come within 10 degrees or 
so of the correct temperature, and then only under the 
most favorable conditions.” 


Detroit Lusricator Company “Detroit’” Heating ond Retrigeration Controls » Engine 


v 


S0lh buniversary as Cmfployecs of 
Detooil Lubstcatox Company 


Careful control of metal temperatures, molding and 
casting conditions, as well as metal mix, has always 
been of first importance to Detroit Lubricator Com- 
pany. Beginning with their early products, pressure 
and other type lubricators, and continuing through 
automobile carburetors to the present line of refrigera- 
tion and heating valves, their products have always 
required castings of perfect soundness, impervious un- 
der pressure test. When Mike took charge of the 
foundry, scrap losses were high and too many castings 
had to be remelted because they were not suitable for 
use. His control methods have since cut losses to a frac- 
tion of what they were. 


While Mike was pursuing losses in the foundry proper, 
Bob was doing similar service in making cores. Cores 
are baked sand shapes placed in the mold to make 
hollow places in castings. They are made of various 
kinds of sand plus some binder such as linseed oil or 
stale beer (in early days); or these days, scientifically 
mixed core oil. Making them looks as simple as whip- 
ping up mud pies, but foundrymen will tell you they 
are tricky. They can skyrocket scrap losses if they fail 
to behave properly when the hot metal flows around 
them in the mold. 


Mike and Bob have found Detroit Lubricator Com- 
pany a good place to work. So have their sons. Mike 
has three sons and one daughter living. One son works 
at Detroit Lubricator Company and the other two are 
in the armed services. Two of Bob’s sons work at 
Detroit Lubricator Company and two are in the army. 
Bob also has a daughter. 


The Boldas are, in many ways, typical of Detroit 
Lubricator Company people. They stay with the com- 
pany, contributing their skill and experience toward 
making the products better as the years go by. 





Safety Controls + Safety Float Volves and Oil Burner 








Conedion Reprovestetives — RAILWAY AND ENGINEERING SPECIALTIES LIMITED, MONTREAL, TORONTO, WINNIPEG 


& Generol Offices: 5900 TRUMBULL AVENUE, DETROIT 8, MICHIGAN Accessories * “‘Detroit’’ Exponsion Valves ond Refrigero- 
Division ot Amsmew Rapustos & Stasdard Sanitary conrossrion tion Accessories * Stationary and Locomotive Lubricators i 
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A NEW SOURCE OF PROFIT — gare 
TO THE HARDWARE DEALER... iti 
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10,000,000 BICYCLES NEED THIS@ Eee ence 
LOW COST BICYCLE LIGHT GENERATOR | 


MAKE-A-LITE 


‘ 2 Automatic Voltage 
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State and Municipal laws throughout 
the nation compel the use of ade- 
quately lighted head and tail lamps 
on all bicycles. The MAKE-A-LITE 
Generator provides the most effec- 
tive answer. 
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a packaged unit for 
fast, easy sales 


MAKE-A-LITE has already proved to be a “hot” 
seller in bicycle, automotive and electric stores. 
Every bicycle rider is a prospect for this revolu- 
tionary bike light generator. 10,000,000 bicycles 
now in use offer a wonderful market for the wide- 4 
awake dealer. P a 


MAKE-A-LITE provides? oe 
tricity free of cost for the bril- 
liant lighting of ,Wicycle head 
and tail lamps? It can also be 
i. Bh used to geherate current for 


a ee old battery lighted lamps. 
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, Equif new bikes with complete 
p&ckaged Generator, Head- 

im 4’ lamp and Tail Lamp sets. 

bs vy’ Equip old bikes with complete 
ls sets, or with Generators only. 


1" Whether or not you now sell MAKE-A-LITE HEADLAMPS and TAIL LAMPS 
gy bicycle accessories, MAKE-A- Now available . . . designed for maximum lighting efficiency. 

4 ‘ Lamps for easy sales. 

— 


LITE will “pep-up” your cules. Complete packaged sets of Generators with Head and Tail 
; AKE iy L] TE DIVISI @) Chefford Master Mfg. Co. 
| M a Fairfield, Illinois 
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ORDER FROM YOUR JOBBER 
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SELL CAPACITY that’s Ample 


A MESSAGE TO MYERS DEALERS: 


For many months Myers has featured “Ample Capacity” in national 
advertising in leading farm and home magazines. Consumer 
response to this repeated message has proved beyond question that 
prospects for water systems want plenty of water under pressure. 
Many have indicated that they will replace old, inadequate systems 
with bigger and more dependable Myers equipment. Many are 
ready for additional Myers Systems to take care of increased needs. 





Never before has “capacity” been so important as a selling 
point. Successful Myers Dealers are taking full advantage of the 
trend. They are recommending and installing Myers Water Systems 
that will do more than an adequate job. Profits per sale are showing 
nice increases. 





THE F. E. MYERS & BRO. COMPANY F 
Dept. F-14, Ashland, Ohio 








Water Systems * Pumps °¢ Sprayers * Hay Unloading Tools 
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MILK FILTER DISCS 
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Natural finish, single cloth-faced and 
double cloth-faced. All standard 
sizes. 
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There’s Profit in Perfection 


Steady profits and repeat sales assured. Greatest sales vol- 


ume record in twenty-five years. 


PERFECTION Milk Filter discs are a daily necessity to every 


farmer milking cows. | 











Sea HERS Cts a BE 9 


Amazingly fast in action, strong and efficient, PERFECTION 


discs filter large volumes of milk easily and safely. 





t 
2 A natural tie-in item with other dairy farm supplies . . . strainer | 
_ bowls, milk and cream cans, pails, brushes. Make the most | 
of a great Opportunity . . . Stock and display PERFECTION 
Milk Filter Discs. | 
Order Today from Your WHOLESALE HARDWARE JOBBER 
we NATIONALLY 


ADVERTISED 
Hoard’s Dairyman 
Successful Farming 
Country Gentleman 
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...if you can 
meet these 
qualifications 


Delta offers you 
If your store has these qualifications: 


« Location in a city of 5000 or more. 


- Satisfactory financial rating. 


1 

2 

3. Desirable location, 

4. Adequate store traffic. 
5 


. Facilities for display. 


Never in history has there been such wide- 
spread and intensive interest in hobbies. And 
one of the most popular hobbies — a hobby 
which has a tremendous profit potential for 
the alert hardware dealer — is woodwork- 
ing, calling for the use of light power tools. 













Delta, as the world’s largest maker of this 
type of equipment, is in a position to evalu- 
ate the tremendous interest that exists. 
Through intensive market research, plus re- 
turns in a shop-planning contest, plus the 
flood of requests that followed an offer of 
a free booklet, we have discovered that count- 
less Americans are today making plans to 
enter into or expand their activity in wood- 
working. We have also found that many of 
them know and want Delta Homecraft Power 
Tools. 


What Delta Offers You 


As a qualified dealer, Delta offers you a line 
that is known and recognized. A line that 






HD-11 


6. A stock of hand tools. 
7. Ability to reach logical prospects: wood- 


8. Freedom from conflict with any established 


working hobbyists, upholsterers, cabinet 
makers, etc. 


dealer. 


bears the foremost name in its field. Delta 


offers you the assurance of quality — tools 
you can be proud to offer the most critical 
hobbyists. 


This quality — expressed in accuracy, de- 
pendability, and safety — means long-run 
satisfaction to your customer. It has been 
proved in countless home shops, schools, 
and industrial plants. 


What Delta Does For You 


Delta prepares the way for your selling story, 
arouses interest and desire, with widespread 
advertising—in mass magazines like Parade 
and This Week — in “mechanical” publica- 
tions like Popular Science and Popular 
Mechanics—with colorful display materials, 
booklets and dealer helps—through the dis- 
tribution of books, plans and projects. 


This combination of superior products and 
advertising makes the Delta franchise valu- 





: a these opportunities: 


1. Good profit on a large unit of sale. 
2. High rate of turnover. 
3. Continued repeat business. 


4. Large volume of sales of accessor- 
ies and related items. 


5. Creation of additional store traffic. 


able to you. Delta permits only a limited 
number of dealers in each general trad- 
ing area, refers inquiries and direct orders 
to dealers, and never sells direct. 

If your store measures up to the eight 
points listed above, you can enjoy a prof- 
itable and satisfying business in Delta 
Homecraft Power Tools. 


Write us today for full details. 
THE DELTA MANUFACTURING CO. 


7538 E. Vienna Avenue, Milwaukee 1, Wisconsin 


DELTA 


MILWAUKEE: 


HOMECRAFT: 
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CARRIAGE—BLACK 
S.F., 4" x %" up to %" x 12”, 
MACHINE—BLACK 
S.F.S.N., %6 x %" up to 1%" x 12”. 
MACHINE—BLACK 
A.F.R.S.F., hex head, 4%” x %” up to 14” 
x 18”. 
MACHINE—GALVANIZED OR CADMIUM 
A.S.R., hex head, 4” x %" up to 1%" x 7”. 
MACHINE—STEEL 
A.S.R., square head, 4” x 1%" up to 154” 
“7's 
MACHINE—BRONZE 
hex head, unfinished, 4 x 2’ and up. 
(All of the above available in various type threads) 


STOVE BOLTS—STEEL 

F.H. and RH., %4 x %” up to %” x 6”. 
STUD BOLTS—STEEL 

milled U.S.S., 4" x 1” up to 1” x 6”. 
SHOULDER-EYE BOLTS 

black or galvanized, %” x 4" up to 1%" x 3”. 
DROP BOLTS—BRONZE 

hex head with wing nuts, %” x 4". 
LAG BOLTS—STEEL 

black—square head, 5/4” x m%". 








gerewe 


SCREWS—CAP 

H.H.U.S.S., % x 1” up to 4" x 24%”. 
SCREWS—CAP—STEEL 

U.S.S., socket head, %” x 44” up to 1” x 4”. 
DRIVE SCREWS 

Parker-Kalan—,” up to %”. 
LAG SCREWS 

%" x 2” up to 4%" x 12”, 
MACHINE SCREWS—BRASS 

F.H. and R.H., 4” up to 2”, 
MACHINE SCREWS—BRASS 

F.H. and R.H., 44 x %” up to %” x 14”. 
MACHINE SCREWS—STEEL 

F.H. and R.H., 4” up to 3”. 
MACHINE SCREWS—FILLISTER HEAD 

%" up to 2”. 
SET SCREWS—SOCKET TYPE 

x," x ye up to ad x 3”. 
SET SCREWS 

S.H.C.P., %" x %" up to 1%" x 4”. 
WOOD SCREWS—STEEL 

F.H. and R.H., 4%“ No. 0 to 4” No. 24. 
ALLEN-HEAD SCREWS 

black, 3/4" x %’“up to No. 10-32 x 4”. 
SHEET METAL SCREWS 

self-tapping, binding head, various sizes. 


ATTENTION! Quantity Users and Buyers 


This stock is offered for sale at 30 percent less than Calship’s cost. Here is an opportunity to build 
up your war-depleted stocks of fastenings or create new stocks for peace time production at prices 
that will mean more profits for you. There is no red tape. All inquiries will receive prompt attention. 





Industrial 


Write or Wire 


Equipment Company 


Care of California Shipbuilding Corporation, P.O. Box 966, Wilmington, Calif. 
Exclusive Sales Representatives for 


CALIFORNIA SHIPBUILDING CORPORATION 
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YOU MAKE MORE SALES 
WHEN YOU DISPLAY 


WARREN HEAVY HAND TOOLS 


Warren Tool manufactures heavy 
hand tools exclusively for the hard- 
ware trade. The Warren-teed line in- 
cludes mattocks, sledges, mauls, bars, 
and picks. Made of selected steel, 
Warren-teed tools have sharp cutting 
edges, uniform bevels, true striking 
faces, and excellent balance. 





—A YEAR LATER Mr. Jensen says this: 


“Although I have been in 
the hardware business for 
a good many years, I never 
ee displaying heavy hand 
tools . . . sledges, mauls, mattocks, 
bars, and picks. Then a Warren 
Tool representative asked me to 
arrange a display for picture pur- 
poses. You see the result above. 


“I placed several sledges and 
other Warren Heavy Hand Tools 


in my regular carpenter and me- 
chanic tool display. Afterwards, I 
decided to keep the tools in place 
as a sales test. 


“Believe it or not, as a result of 
this display, my Warren Heavy 
Hand Tool sales have doubled in 
the past year. I sincerely recom- 
mend to all my hardware friends 
..- Display ’em— it pays off in 
extra sales.” 





* Ask Your Jobber About Warren-teed Tools made by Warren Tool Corporation 


WARREN TOOL CORPORATION 


GENERAL SALES OFFICES . 105 W. ADAMS ST., CHICAGO 


PLANT. 


WARREN, OHIO 
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Meeting March 11-14, Atlantic City, N. J. 
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DIETZ No. 2 ‘’D-LITE”’ 
STREAMLINE LANTERN 


During the one hundred and five 
years that DIETZ LANTERNS have 
been marketed, there has been no 
period in this company’s history quite 
as trying from a merchandising 
standpoint, as during the war just 
closed. 


Through peace and prosperity, wars 
and depressions, the marketing of 
DIETZ LANTERNS through regular 
trade outlets, continued even when 
hands and materials were scarce, 
transportation uncertain. 


The demands of war exceeded the 
production facilities many times 
over. Material substitutions, limited 
models, shipments direct to the war 


*Output sold exclusively through the reg- 
ular jobbing trade—no private brands 


DIETZ ‘‘LITTLE WIZARD” 
STREAMLINE LANTERN 





DIETZ LANTERNS are on the Way 





DIETZ ‘““MONARCH”’ 
STREAMLINE LANTERN 


management, sometimes left jobber 
and dealer with empty shelves. 


We are grateful for the patient atti- 
tude of our dealers. We are grateful 
to the contractors and farmers who 
went without lanterns, even though 
“unused” lanterns hung in air raid 
shelters “just in case.” 


At this time, we wish to express our 
gratitude and sincere thanks to our 
customers for this patience and co- 
operation. We are on our way back 
to normal condition. We do not need 
to re-establish our sales policy,—it 
has remained unchanged.“ 


R. E. DIETZ COMPANY, NEW YORK 


Look for this DIETZ trade mark on every lan- 
tern—your guarantee of quality since 1840 


DIETZ LANTERNS 




















CLEAN CUTTING PLIERS 
oe that build sales 





It’s “Just What the 
Wire Doctor Ordered” 





NEW DIAGONAL 


WIRE CUTTING PLIERS 





Anyone who goes about "doctoring" any kind of small 
r gauge wiring systems finds these new, handy cutting 
pliers A-1 tools for faster work. The diagonal head, 
with keen cutting edges, gets the wire severed with a 


i- minimum of effort—and what clean cuts! 

1 Specially designed handles give a comfortable grip, 

7 with extra powerful leverage. Made of special analy- 
sis tool steel, drop forged and carefully hardened, 

h Barcalo Diagonal Cutting Pliers are built to take 

1 it—come what may. Ideal for close-quarters work. 


Play up these new Barcalo Tools along with the popu- 
lar Barcalo drop-forged line. You'll win a real profit 


r pay-out. Full details by writing Dept. HA. 
r 

- a . gi, - ose” 

. ( 

( SOLsEN i ) 


MANUFACTURING COMPANY 
BUFFALO 4, N. Y. 
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PLASTIC SIX SHOOTER 


HARMLESS .38-CALIBER PLASTIC SIX-SHOOTER 


All the fine detailing of an actual .38 
caliber pistol is authentically dupli- 
cated in this safe, harmless toy. Ham- 
mer goes back and bullet chamber 
turns when trigger is pulled. Ideal for 
playing “Cowboys and Indians” or 
“Cops and Robbers.” Individually 
packed in full color display box. . 


PLASTIC TOY TELEPHONE 





THEY’RE MADE BY 


THE WORLD’S LARGEST 
PLASTIC TOY MANUFACTURER 





The World’s largest selling toy at $2.00— now 
destined to break all sales records at this sensation- 
ally new low price. Same idéntical telephone with 
all features of clicking revolving dial that comes 
back; easy reading numbers—all plastic through- 
out. Practically unbreakable. World beating value! 
Individually boxed. 











ideal Novelty & Toy Co. 
200 Fifth Ave., New York 10, N. Y. 


Date 








Please ship Via.......sccecseeseessenecerensnssnsesesnernrnesessnnsasceneres 


eoeeed doz. SIX SHOOTERS . . . to retail at $1.19 
eesces doz. TELEPHONES . . . . to retail at $1.19 


STORE NAME’ J... ..cccccsssceessesceceeeesceeeesenenenee 
DGETORB 22. ccrccccccecccccccccersccsescsccasscsocescccccceesccseoesessesesssessssssoescose 


Buyer's Signature ........ ‘ stinaladessaneeniiiteduamianienil Dept. 






















YOUNG AMERICA SAYS: 

ve 
Im waiting for a 
Columbia Bicycle!” 


“Just any bike won’t do for me. I want the 
real thing—a genuine, honest-to-goodness 
CoLuMBIA. Dad and Mom are backing me 
up, too. They know COLUMBIA is the best 
buy in bicycles! That’s why I’d rather wait 
my turn and get a new COLUMBIA.” 

That’s what thousands of youngsters wait- 
ing for new bicycles are saying today. 

This is your opportunity. A huge pent-up 
demand ...a definite and widespread pref- 
erence for COLUMBIAS...a great new 
COLUMBIA line...an old and famous name 
... backed by a sure-fire merchandising 
policy. Plan to “‘cash-in” NOw—the postwar 
COLUMBIAS are going to town and can soon 
be in YOUR store! 


THE WESTFIELD MANUFACTURING CO. 
WESTFIELD, MASS. 










AMERICA’S FIRST 
BICYCLE SINCE 1877 


HARDWARE AGE 









“WOW! WHAT A ROLLER 
SKATE!”’ said all’ Young America 


“WOW! WHAT A — 


ITEM!” said the Trade! 


new, amazinc 16 DISC WHEEL * & 
MULTI-KWIK ROLLER SKATE “<\~ 


FOR BOYS AND GIRLS 3 TO 7 YEARS OF AGE 































Here's the new, 16-DISC WHEEL, ALL-STEEL ROLLER 
SKATE that is setting new sales records throughout the 
U.S.A. Safe for the tiniest beginner — and fast and easy 
rolling for that boy or girl who has already learned to 
skate — it's FULLY ADJUSTABLE for ages 3 to 7. 

*Sorry we couldn't fill all orders in 1945 — but we prom- 
ise to take care of EVERYBODY in 1946. Place your 








! 99 orders early for America’s finest beginner's skate. 

- . 
| 
. 
t 
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P A FEW OF THE AMAZING FEATURES OF THE 
g NEW MULTI-KWIK ROLLER SKATE 
; ADJUSTABLE ...3 TO 7 YEARS OF AGE 


1. NO KEY 2. NO CLAMPS 3. RUST PROOF 4. LIGHTER 
5. EVEN WEAR 6. WELDED STEEL 7. NO RIVETS 
8. SELF-CLEANING 9. STEEL AXLES 10. NO BALL 
BEARINGS 11. PRESSED STEEL CHASSIS 

PLUS 16 DISC WHEELS! 


NOTE TO THE TRADE : 


ORDER TODAY FROM YOUR 
NEAREST JOBBER. EASTERN 
TRADE WILL BE SUPPLIED FROM OUR PHILADELPHIA 


—— 





4 PLANT, WESTERN TRADE FROM THE PACIFIC COAST. _ = 
si MULTI-KWIK COMPANY A Division of Radiobar Company of America 
877 11163 MISSOURI AVENUE e WEST LOS ANGELES 25 e CALIFORNIA 
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CAMPER’S Hunting - Camping - Fishing 
KIT 


en ee 5" hollow ground blade — 
dra straight back. 51/4" and 61/4" 

by I!/," Oil tempered steel 
blade. Thong ring locks handle. 















Bottle top opener. Blade ex- 
tends full length of knife. Genu- 
ine leather sheaths. 







NO. 287 LV—6'/4" blade . . . $2.75 List 


DEALERS AND JOBBERS INQUIRIES SOLICITED 


E. G. WATERMAN & CO. No. 287 LVS 


LIST $2.00 List 25 BLEECKER ST. NEW YORK, N. Y. $3.00 
Combination Kit with Sheath and No. 187 Knife, LIST 


100 CK 













































It’s unanimous! Every woman demands that 
the brushes she uses in her home or on her 
person be well made. Thus she knows that, 
no matter what she pays, that brush will 
give her long wear, satisfactory service. 






















That is why we urge you—think twice before 
you offer your customers brushes of doubtful 
origin or quality. When you stock Empire you 
can be sure that you are selling a line of brushes 
that will pay you back many times over in satis- 
fied customers — repeat sales — greater profits. 
Keep in mind Empire’s 37 years devoted to the 
manufacture of brushes —and brushes alone. 
These years of experience assure you depend- 
able, quality brushes in every price range, in 
a wide variety of types and styles. Ask your 
jobber about the Empire brush line today. 


JOBBERS! Sell the Em- 
pire Brush Line. You'll 
find it a real profit 
maker for you. P wdPAr 9 


Ih brush works 





Manufacturers of Household, Maintenance and Personal Brushes since 1909 


HARDWARE AGE 
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ANNOUNCING THE MILTON REYNOLDS 


$33,500.00 


play contest 
REYNOLDS PEN 


window dis 
Featuring the 


“| cordially invite every dealer handling Reynolds International Pens 
to enter this great Cash Prize Window Display Contest. In our experience 
of the past few months we have seen hundreds of thousands of Reynolds 
Pens sold through forceful window displays. And now Reynolds offers 
this extra incentive of cash prizes and gift pens to help you build extra 
sales and profits. | hope you will join us in this great contest.” 

Milton Reynolds, Chairman of Board 

Reynolds International Pen Co. 


ERE’S an opportunity to win big cash prizes—bring 
hundreds of new customers into your store. To 
hardware dealers looking for attractive new merchandise 
to sell, the Reynolds International Pen is a “natural.” 
Demonstrate your skill at building an attractive window 
display around the Reynolds Pen—the famous pen 
that’s guaranteed to write two years without refilling. 
Display managers all over the country already know the 
tremendous pulling power of the Reynolds Pen. Over a 
million-and-a-half Reynolds Pens have been sold in three 
months... it’s the pen everybody talks about and wants 
to see. But with a spectacular window display of the 
Reynolds Pen, sales possibilities are multiplied. 





790 CASH AWARDS 


First Award: $10,000 in cash 1, 000 cami for 


the 10 best windows. . . $10, 000 
Second Award: $5,000 in cash ($500 iit 

for the next 10 winning windows. . .. . 5,000 
Third Award: $1,000 in cash ($100 each) for 

the next 10 winning windows. ..... 1,000 


Honorable Mention: $7,500 ($10.00 
each) to 750 ‘“‘Honorable Mention” windows 
Distributors’ Salesmen Special 


Award: $10,000 in cash ($1,000 each) to the 
distributors’ salesmen sending in greatest 
number of — blanks for Window Contest 


entry . a i ake 10,000 
GRAND TOTAL . ur eo " , $33,500 


In the event of a tie, duplicate prizes will be awarded! 


EVERY ENTRY WINS A REYNOLDS PEN 


Every dealer who enters this contest, winner or not, will receive a 
$12.50 Reynolds International Pen with the compliments of Milton 
Reynolds. All you have to do is send us a photograph of your 
Reynolds Window Display and your pen will be on the way to you. 


7,500 








| RULES ARE SIMPLE—HERE’S ALL YOU DO 





DON’T DELAY! MAKE 
YOUR ENTRY NOW! 


Here are rules of contest: 

1. Dates—March 1, 1946 to April 1, 1946. Your 
contest-display window must appear some- 
time between these dates. 

2. Obtain entry blank from your local Reynolds 
Pen Distributor. 

3. Dealer mails entry blank to the Reynolds 
International Pen Co., 1550 North Fre- 
mont Street, Chicago 22, Illinois. 

4. Entry blank will give information on amount 
of space to be devoted to display. 


5. Dealer will photograph window and submit 
directly tothe Reynolds International PenCo., 
1550 North Fremont St., Chicago 22, IMinois. 


6. Photograph of window must be in office of 
Reynolds International Pen Company not 
later than April 1, 1946. 


7. Committee of five judges will decide awards 
on or before April 15, 1946. 


Judges of Contest: Five nationally known 
merchandising experts will act as judges. Names 
to be announced later. 


Every live dealer will want 
to take part in this country- 
wide window display contest, 
featuring the fastest-selling 
pen in history. Call your local 
Reynolds Pen distributor to- 
day or fill in coupon below 
for full instructions on how 
to enter this great contest. 


$ 12 90 Including desk stand and modern stream- 





— — 
Secs an 
i 
i 
| 
i 


REYNOLDS | 








lined gift package. FAIR TRADE PRICE. &_ 
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Reynolds International Pen Co., Dept. HA-3 
1550 North Fremont Street, Chicago 22, Illinois 


Gentlemen: I’d like to enter the Milton Reynolds $33,500 
Window Display Contest. Please have your representative call on 
me with entry blank and display material. 


Name_ 
Address__ 


City ea 


Pat. D143508 Patents applied for. Copr. Reynolds International Pen Company, 1946 




















Remind your customers about this 
much needed household item... 
and ring up extra sales! EZY-TACH 
is a complete toilet seat repair kit, 
containing two long, white rubber, 
nail-imbedded bumpers and two 
white rubber tack bumpers. For fast 


counter- action, order EZY-TACH 


from your Jobber today. 





24 individual boxes 
packed in the 
“help-yourself”’ 
counter display. 
Shipping weight 2 lbs. 


LUCKY STRIKE 





Lavelle Rubber Company: Chicago 
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@ Fast-working, 
grease - dissolving 
Soilax turns over 
quick... because it's 
used often for scores 
of cleaning jobs. You 
make more new 
sales, more repeat 
sales, and more profit 
on your stock invest- 
ment! 









Get Soilax 
from Your 
‘obber 






ECONOMICS LABORATORY, INC., ST. PAUL, MINN. 








HARDWARE AGE 
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NEW DESIGN 


The post-war Zippo Windproof Lighter is offered in 
the silver-like finish, each edge and corner more 

rounded than ever. They have many improvements in 
\ beauty and design. They will fit snugger in pocket or 
3 urse, and you can’t mistake a new Zippo—it’s beyond 
imitation. 


NO INCREASE IN PRICE 


This new post-war model, while it looks like a five 
dollar number, remains priced at $2.50. Facsimile 
signature or monogram (three initials) inlaid in your 
favorite color is $1 extra. 


WATCH YOUR STOCK 


The quality of the Zippo line—the beauty—the dollar 
and cents turnover value—will be so apparent (and 
we are not exaggerating, you will agree) are so sell- 
able, so much in demand that we suggest you unload 
as quickly as possible those other brands that you 


ZIPPO 


Vis 





N. f FLINTS 
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thought were made by Zippo but were flimsy imita- 
tions that capitalized on Zippo’s record at your expense. 


ADVERTISING 


In the near future every account handling Zippo 
lighters will receive periodically a schedule of Zippo 
eating which will call for more space in national 
magazines than Zippo has ever used before, plus in- 
creased space in newspapers, as well as radio broad- 
casts throughout the country. We are now having 
designed most attractive displays to be used in point 
of sale. They will help make Zippo one.of the most 
profitable items you have ever handled. 


LIFETIME GUARANTEE 


The Zippo unconditional guarantee, for many, many 
years known as the fairest of its kind, is your assurance 
that Zippo backs you up in every sale. No one ever 
paid a cent to repair a Zippo. 


Make Your Stock Order Now 


ZIPPO MFG. CO. BRADFORD, PA. 


HA 
Attach to letterhéad and mail. 


ZIPPO: 


Please send price list of post-war ZIPPO Windproof 
/ 2 LIGHTERS. 
L 4? 2 0-07 [ | “4 T EF R (_] Stock order attached. 


D ae a ane ee ee 











Your reputation is at stake selling a prod- 
uct like a micrometer. So you prefer to 
handle a line commonly acknowledged 
to be top rank. 

How do you feel about bolts and nuts 
in this respect? Your reputation is just 
as much at stake perhaps even more 
so. Because if you compare bolts and nuts 
with other products you carry — in fre- 


quency of sale and annual dollar volume 
— you'll probably find they constitute 
a major item in your business. As such, 
they present more opportunity than 
many so-called “specialties” either to 
please the customer or cause dissat- 
isfaction. 

That’s why so many distributors put real 
selling emphasis on bolts and nuts— hand- 


in Portland, Me., and Portland, Ore. 
. +. the identical quality 
Select at random any RB&W EMPIRE Bolt from a distribu- 


tor’s stock. You can depend on that bolt being identical with 


one of similar specifications obtained from any RB&W dealer’s 


stock. Clean-cut head; accurate, well-finished barrel; perfect 
threads — every one the result of hundreds of thousands of 
dollars invested in research and development work. 


customers. 


ling a quality line, RB&W EMPIRE, 
and merchandising that line, not as 
a commodity, but as a source of extra 
values in a vital manufacturing operation. 
Such distributors are getting the re- 
peat business, and are strengthening that 
intangible, but very real, bond between 
customer and supplier that always re- 
sults from satisfactory performance. 


A Name Associated with Extra Values 


Purpose of this advertising is to make the name RB& W 
EMPIRE mean extra value to your prospects and 


LITP AD? LOL ofS SCELI EP . 


Russell, Burdsall & Ward Bolt and Nut Company. Factories af Port Chester, New York, Coraopolis, Pa., Rock Falls, Ill. 
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THE COMPLETE QUALITY LINE 


PIRE, 
not as 
' extra 
ration. 
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5, Wl. Offices at Philadelphia, Detroit, Chicago, Chattanooga, Los Angeles, Portland 
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McKINNEY’S 


1946 STORY OF QUALITY HARDWARE 
AN TER REACHES 
Conger? We 
Sunberneee | . ¢ Guile? : 
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McKinney’s 1946 advertising is reaching your logical cus- 
tomers and those who influence the selection and buying of 
hardware . . . 27,000 contractors and builders . . . over 500 
hardware consultants, 6,000 architects and 300,000 home 
building prospects in all parts of this country. 

Regularly, month after month during this active year of 
more and more home building McKinney will be urging: 
1. adequate hardware (at least 2% of the contract price for 
hardware) 2. early selection (within a week after the contract 
is awarded) 3. three hinges to a door (good building practice) 
4. good hardware (the meaning of quality hardware as a basic 
construction item and its importance to the permanent beauty 
of the home). All of this ies acceptance for McKinney 
Hardware, the standard of quality since 1865. 

Thus McKinney will aid hardware dealers to build increas- 
ingly bigger and more profitable hardware business in 1946 
and years ahead. 


Write for a copy of the 


new booklet “Details 
and Data on Hinges.” 


McKINNEY 


SINCE 1865 
) MANUFACTURING 





COMPANY 
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More Glove Profits 








~ 


when you offer them 
the sensational new 





i Satinized Inside — 
Extra Easy-on 








Real Non-Slip Finish 


Curved Fingers 
for Gripping Comfort 






Short Fingers Fit Every 
Hand Snug to Tips 


The One Housekeeping Glove 
with the 4 improvements 
women have long wanted... 


@ Even women who don’t like “rubber gloves” 
are delighted with Ebonettes — regular glove 
users are more than enthusiastic. This means 
morecustomersand more 
profitable sales of gloves 
than you’ve ever enjoyed 
before, all year round — 
if you feature those re- 
markable bare-hand-effi- 
ciency Ebonettes. Order 
now from your job- 
ber—and insist 





Only three sizes to stock, 
small, medium, large — 
fit all hands. Full pro- 
fit. Fair trade 49c, OPA 
ceiling 6lc. Attractive 
display carton. 


‘ ° OI ULy~ 

on nationally advertised Fovarohoed o> 
Good Housekeeping 

Ebonettes. Sa ne as 


THE PIONEER RUBBER COMPANY 


306 Tiffin Road, Willard, Ohio « New York e Los Angeles 
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Better be ready with ample stocks of 
Tavern Waxes, Cleaners and Polishes!” 


With Spring Cleaning just ahead, get ready to cash 
in! Set up a special Spring Cleaning display of Tavern = 
Home Products. Remember, every Tavern Home 
Product is pre-sold by consistent national adver- 4m 
tising. Every one:is backed by Socony-Vacuum Re- ™. 
search Laboratories. And every Tavern Home Prod- 
uct is so outstandingly good, it creates a demand for 
the complete line! 

Stock up on Tavern Home Products! Order today 
from your nearest Socony-Vacuum office or from the West Coast from General Petroleum Corporation 
26 Broadway, New York 4, N. Y. In the Southwest, of California. Socony-Vacuum’s great distribution 
order from Magnolia Petroleum Company, and on _ system extends from Coast to Coast! 


Feature Tavern Waxes! 


Here are “naturals” for Spring Cleaning Sales! 
Famous Tavern Non-Rub Floor Wax . 

Tavern Liquid Wax . . . Tavern Paste Wax. 
There’s a right wax to put a protective lustre 
on everything from floors to picture frames! 







Play up Tavern Cleaners! 
Put Tavern Paint Cleaner out in 
front . . . Back it up with Tavern 
Window Cleaner . . . Tavern Rug 
Cleaner . . . Tavern Dry Cleaner. 





NATIONALLY ADVERTISED! PUBLIC ACCEPTED! PRICED TO PLEASE! 


oem ett RR ec ere 


TAVERN HOME PRODUCTS | 


S | Tavern Liquid Wax « Tavern Paste Wax » Tavern Non-Rub Floor Wax 

Sig Tavern Window Cleaner « Tavern Candles + Tavern Electric Motor Oil 

Tavern Lustre Cloth »- Tavern Parowax or Paraseal Wax « Tavern Rug Cleaner 
Tavern Dry Cleaner - Tavern Furniture Gloss « Tavern Paint Cleaner 


S cnethaaemicaataae oamaeeis 





FEBRUARY 28, 1946 47 














Sh ceria 
ks < 
We ue Se 

















Sak Pa 
a 


eat 


If you know any out-of-a-job magician 
who thinks he can pull FEDERAL Prac- 
tical HOUSEWARES out of a hat...send 
him over! We've tried...and tried ...and 
are still trying. All we can possibly ask is 
for you to accept our word that an impar- 
tial order-filling practice motivates us... 
and that we keep your interest in front of 
© us at all times. You know...as we do... 
that production wheels are not yet run- re 
ning smoothly, and may not be for some 
months to come. But you can count on 
Federal to keep on trying... doing its best. 











| EN 
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FEDERAL TOOL CORP., 400 N. LEAVITT ST., CHICAGO 12, ILL. 


200 FIFTH AVENUE, NEW YORK + TERMINAL SALES BLDG., SEATTLE, WASH. 
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~suine-kUAy’s 
DISC WHEEL 


CUTTER 


ELIMINATES ALL 
METAL SHAVINGS 














Just Fasten SWING-A-WAY to the Wall 











Swings flat 
against the 


—_—_ 
PEO SZ 
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SWING-A-WAY'S specially designed, self- 
| sharpening disc wheel cutter produces a 
smooth, splinterless cutting edge every 
time. Product research has proven con- 








ne | ¢lusively that ONLY those Can Openers 
co 200 with disc wheel knife construction protect 
against metal shavings in the food. Point 
out this SWING-A-WAY point of superiority 
($2.25 in Far West) 


to your customers. 












FRANK McCABE 
anys P| iG 
“See SWING-A-WAY'S la — . 
Big National Advertising . 4 
Cam paign—over j 
15,000,000 readers each . Syncro-Mesh-Geared 


es A CAN OPENERS 


SWING-A-WAY STEEL PRODUCTS 
1439 Merchandise Mart, Chicago 54, Ill. 
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Styled for NORRIS by NORBERT SHAEFFER, 


: famousyindustrial designer — only IN THERMIC-RAY STAINLESS STEEL 
¢ Theme \d/ embodies all these features COOKWARE THE HEAT DISTRIBUTION 


* Heavy Copper Bottoms atomically bonded to OF COPPER IS INFALLIBLY PERFECT 
stainless steel — designed for even heat distribution FOR LOW WATER COOKING — DUE TO i 


* Vapor Seal designed for the ultimate in health NEW MODERN DESIGNING 
cooking. Helps make food more delicious 











* Diameters in proportion to height of each utensil 
—designed for best results in low water cooking 


* Air-Cooled Bakelite Handles designed to bring 


© If your store caters to quality 
hi pan to hand—no slipping away 


trade, Thermic Ray is ao must for 
your Housewares Department... 


* Bakelite Cover Knobs designed for easy use from Fer Fashion, for Prestige, for Profit 


all angles ... even when hands are wet and soapy 





a 6 Ue RISER cS 


exelusive national sales representatives 


THE ¢c. S. REATING ASSOCIATES | 
General Sales Office & 222 NORTH BANK DRIVE, CHICAGO 54, ILLINOIS 

Midwest Sales Office & C.S. KEATING, ROOM 1464 MERCHANDISE MART ¢ CHICAGO 54, ILLINOIS 
Western Sales Office x E. L. ECKENRODE, 405 SOUTH HILL STREET » LOS ANGELES 13, CALIFORNIA 
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Wears 51/2 times longer than 


“brush of a lifetime”! 








Nylons lay down a film that is 
finest hog bristle brushes! 





Says Rubberset” 





brushes! In a scientific wear test (by independent 
laboratory) hog bristle’s wear was 11/16 of an inch 
after 1,000,000 strokes. In identical test, Rubberset 
Nylon wear was only 2/16 of an inch. Truly, the 


mn | | HARSy 


Lays down smoother film. Note harsh end of ordi- 
nary nylon filament at right. Now contrast soft, fine 
tip in Rubberset filament at left, result of exclusive 
auto-grind tapering process. That’s why Rubberset 


**The Man Who Knows 


a 











Picks up more paint than any brush you ever saw, 
thanks to exclusive “permanent wave’’. For series of 
crimps are scientifically placed in Rubberset filament 
(A) to provide much greater pick-up than straight 
bristle of ordinary nylon (B)... greater, too, than 
slight natural curve of hog bristle (C)! 


pre-war hog-bristle 





Cuts a cleaner, sharper line. Naturally. Because 
nylon filaments, being man-made, are made uniform 
and lie more evenly. Result: Paint is released evenly 
and uniformly. There are no: stragglers to trail 
furrows in the film. Another reason for waiting for 
this great new brush! 


Kusserset 


THE BRUSH WITH THE PERMANEN? 


NYLON BRUSHES 


Rubberset Company— Established 1873—56 Ferry Street, Newark 5, New Jersey 
Factories: Newark, N. J., Gravenhurst, Ont., Canada + Branches: Los Angeles, Cal., St. Louis, Mo. 


smoother even than 








*Patent Applied For 
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| you had to 





break in the brush 7 


ELL, THOSE DAYS are going, going, practically 
gone... as more and more Rubberset Nylon 
Brushes become available. 
Because this is’ the great new brush that comes to 
you already broken in! 
Thanks to its patented “chisel tip”, the Rubberset 
Nylon Brush is the perfect painting tool from the 


moment you get it! 


And you will get this wonder brush—in quantity, we 





What a difference the tip makes! Ordinary nylon brush on the right has conventional square 
tip. Only after weeks of wear and use will it look like the brush on the left—a new, unused 
Rubberset Nylon. Rubberset’s “chisel tip” is the reason—a patented feature that enables 
painters to do a better job faster and easier without having to break in the brush, a wonder 


brush any way you look at it! 
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mean—soon. As soon as the nylon filament situation 
eases up, your own experience with Rubberset Nylon 
will confirm what we’ ve been saying all these months: 
The brush with the ‘permanent wave” does a better 
job faster and easier than any brush you ever handled 
—finest hog bristle included! 


"Wonder brush'did we say? 
We did / 
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SPONGE RUBBER 
FLOATING — —* 


Delightfully soft rubber 
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“HOT” COUNTER ITEMS 























— and you Dealers are waiting for 


WORD FROM UNION 


when New-line Leaders 
can be released... 


ECONVERSION to Sporting Goods and Tools 
means more than resumption of output of our 
prewar lines. For Union has been developing Ideas, 
—perfecting old lines with new sales-features to win 
customers. Soon you'll see the results of our wartime 


planning—new skills and facilities in ACTION—mak- 


ing more business for you. You'll see proof that we 


have been working for you while you’ve been waiting 
for us. 


All the items in which UNtIon excels will sell faster 
than ever by their new-feature appeals plus accumu- 
lated demand for UNIon 


ROLLER & ICE SKATES, FISHING TACKLE, 
CHISELS AND SCREWDRIVERS, HACK 
SAW FRAMES, GUN IMPLEMENTS. 


HARDWARE COMPANY 
aw EWE aw EY 


TORRINGTON. CONN, 


NEW YORK OFFICE ISI CHAMBERS 
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LIGHTS ARE ON AGAIN! 


Gay, twinkling NOMA Color Lights 
are adding new life and sparkle to 
parties, weddings and special occasions 
from coast-to-coast... Noma Lights 


are a bright seller all year ’round! 
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“WONDER SEAL’ a 
FIRST OF THE NEW S 
PLAY-TESTED TOYS ; 
|... DEVELOPED BY * 

THE $50,000 NOMA 

TOY-DESIGN FUND! 


A remarkable performing 
Seal that balances a bright 
colored ball as it walks — 
play-tested in Noma’s “Play- 
house Laboratory” by lead- 
ing educators and children. 
It’s typical of the sensa- 
tional new line of NOMA 
TOYS for 1946! Look for 
more and more Noma win- 
ners like this from NOMA’S 
renewed $50,000 search for 
toy ideas. And watch for 
Noma’s new e xciting group 


of educational toys! 
vey) 
%@ 


ey, NOMA TOY FAVORITES 
ARE BIGGER THAN EVER! 


The all-time favorite Kewpie Doll, the amazing 
Walking Dog, Walky Ducky and Farm 'Trac- 
tor are piling up unprecedented sales records 
.. They’re on every child’s most-wanted list 
--on every Noma dealers Best-seller list! And 
this year, watch how the rest of the popular 


NOMA Toy line “crowds” the leaders! 








Greatest Name 


in Christmas Lighting 


and fast becoming the 








Profit makers every one! Because they're built rug- 


ged, reinforced at every point of strain. And the 


sturdy bicycle baskets, are depending on you to sell 
market! More cyclists than ever before need 


‘em an Androck. We're working at top speed to fill 
orders, using all available materials and manpower. 
THE WASHBURN COMPANY 


WORCESTER 8, MASSACHUSETTS 
ROCKFORD, 


ILLINOES 
ASSOCIATED COMPANY: MICHIGAN WIRE GOODS COMPANY, NILES, MICHIGAN 


awe * 


No. 641 — Medium size. Short 


clamps. Fastens easily to any 
bicycle. 


ae 


No. 243—Giant size for 
extra-heavy loads. Leather- 
lined “bulldog” clamps. 
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America’s fastest-selling iron is the 


oe bid The Fabric" ron 


Know the iron that moves fastest from your counters —_fully automatic new G-E model—by over 2 to 1! 





to your customers? Just scan the preference picture . . . 
and instantly you'll see General Electric “Dial The 





They find it cuts ironing time by as much as one 
third. They like it for its famous G-E “light that says 
when.” They go for its light weight . . . its splendid 








Fabric” Irons are America’s quickest movers. 






Why? Because surveys show that women prefer this balance . . . its over-all G-E ironing efficiency. 














And don't you forget—for the women don't— 
that it’s the only iron with all these features: 














Exclusive Calrod Unit heats up 
faster. Cast in a big 27-square- 
inch aluminum sole plate that 


~ | helps speed up ironing! 
















G-E “Dial The Fabric” Control 
selects and keeps the right heat 
for every fabric! 






ONCE 










Double Button Nooks make it 
easy to iron around and under 
— buttons! 


; 






Se eee TT ee tee 












:% Built-in Thumb Rest relieves | 
muscle strain; molded handle { 
stays cool! 
























Millions hear the story every month! 


G-E promotion with sales-pull plus is pushing this automatic iron in every corner of the 
United States. 






It’s a story that can’t miss with appliance-hungry housewives today . . . a story that 
reaches millions of women every month in top-circulation magazines. And remember, G-E is 
the only appliance manufacturer that promotes sales of Irons, and other products, with a 
5-days-a-week radio program—“The G-E House Party” with Art Linkletter, over CBS at 
4P. M., E.S.T., Monday through Friday. 







Now’s your chance to add your voice to selling these sales features of the G-E automatic 
iron... and capitalize on that already-vast market eager to buy it! General Electric 
Company, Appliance and Merchandise Department, Bridgeport, Conn. 











Everything electrical for better living in your home 


GENERAL @ ELECTRIC 
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rw HE NOW FAMOUS HYDRACTOR, created by Blackstone, 49mbines 
] effective cleansing with gentle action. Scientifically desigyed to 
prevent clothes tangling, the Hydractor performs the three di¥inct 
and essential cleansing operations illustrated. It utilizes the sade 
principle which particular women use in laundering their most de, 
cate lingerie. The Blackstone Hydractor effectively handles heavier 
loads than ordinary agitators. Only Blackstone offers Hydractor action. 


And only Blackstone offers a host of other profit-producing essentials 
for the dealer who wants to sell quality in a 
complete home laundry line. Investigate 

the Blackstone franchise now. 


me 


Division of J Metal E: Co., Inc. 2 eaocoucr of 
aMeaiCas OLOEST WASHER ManuUsaCcCTURER 











‘ 
es 


= lad 
Ocsl BLACKSTONES OUct INCLUDE: WRINGER WASHERS * PORTABLE 
IRONERS * CABINET IRONERS * AUTOMATIC WASHERS * AUTOMATIC DRYERS * AND THE BLACKSTONE Combination LAUNDRY 
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Designed for 

Lifetime Service... 
SEALCO Shower Heads and Accesories are 
ready NOW! The quality of these superior 
products is immediately apparent — Solid brass, 
nickle and chromium plated and buffed to a 
mirror finish for lifetime service. Precision ma- 
chined to close tolerances, SEALCO Shower 
Heads are fully adjustable and easily cleaned 
with a twist of the wrist. 

SEALCO Shower Head Accessories include 
the six-inch, chrome-plated bent arm and 
chromed flange. 

ALL SEALCO Products are sold exclusively 
through jobbers. They are priced to assure ac- 
ceptance on a competitive basis. For full de- 
tails and prices for immediate delivery, write 


GLENN C. HALL 
General Sales Agent 
541 South Spring Street 
Los Angeles 13, California 


MANUFACTURED BY 
SEALCO PRODUCTS 
5330 Alhambra Avenue 

Los Angeles 32, California 


SALES REPRESENTATIVES 


James M. Anderson George A. Bourne Wallace L. Taylor Cornelius C. Apffel Peter Dioogatch 
38 Duriand Road Ww. . P.O. Box 1087 6309 North Oakley Ave. 


Los Angeles 13, Calif. St. Paul 3, Minnesota Indianapolis, Indiana Miami 35, Florida New Orleans 4, Louisiana nee tetra 
F. Porter Heflin William J. Hebenstreit a Sue. M. H. Wilson aa _ c n 
ssocia 
327 North Central 3122 Coleman Road 572 Riverside Avenue P. 0. Box 1946 124 E. 3rd St. re ie a cates 
Glendale, Arizona Kansas City 2, Missouri Jacksonville 4, Florida Atlanta, Georgia Charlotte 2, North Carolina Grosse Pointe 5 


Hall & Mullin A. C. Schutze 
541 South Spring St. 393 West Central Avenue 3444 North Pennsylvania St. 
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Modefnistic Towel Fixtures are 
Cfuaranteed against rust or tarnish. 
Most metals will take a chromium plating. 


However ferrous metals will rust when 
the plating wears off. 





The modernisti¢ line is chromium plated 
on Brass. This is a must for bathroom 
accessories according to all plumbing 
standards. 





TB2 and TB3 (Patent Pending) are the 
newest creation in towel bars on the 
market today. They are designed to 











Beauly. , ave Space in your bathroom 


\ 1 yy { \ iy 
WODERVISTIC FIN 
in \ d 
i? - S } -eg ° N ew 


on axe) me > 


Uhh 00. 


Bigg os) ot 


FEBRUARY 28, 1946 








SPRING HINGES and 


“VEILSO 17 MAIL BOXES 


TRADE MARK 


NOW 
TOGETHER 





Bommer welcomes to its family of products 
the well known "KEILSON” line of Govern- 
ment approved Mail Boxes. Since 1876 the 
manufacturers of both BOMMER Spring 
Hinges and "KEILSON" Mail Boxes sepa- 
rately were winning the approval of the trade. 
Now, fogether as Bommer Products they will 


endeavor to render an ever wider service. l é , i 
BOMMER PRODUCTS ARE THE BEST. 
RING HINGE CO. INC., BROOKLYN 5, N. Y. 


OFFICE: No. 180 N. WACKER DRIVE, ZONE 6 








Letter Weigher 
Ruler 
Magnifying Glass 
French Curve 
Compass 
sdaohigelaols 

Level 

Mitre 
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Bruno Hole Cutter 
quickly cuts through 
studs or floors. 

* 
Door jams, junction 
boxes are easy to cut 
with Bruno. 


Each No. 4800 Deal contains six No. 790 

Hole Cutter Kits packed in a convenient 
carton. Shipping weight 6 pounds. 

LIST PRICE $48.00 

YOuR COST 32.00 

YOUR PROFIT $16.00 


Radio technicians find Bruno Bruno saves time for auto 
best for cutting chassis and @ mechanic installing heaters 
plastic panels. and other accessories. 


Advertising Material —1 or 2 column newspaper mats (60 line 
screen) picturing new Bruno Power Cutter Kit 
are available from your jobber, or write direct. 

Department HA-2 


9330 Santa Monica Boulevard « Beverly Hills, California 
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GROOVE 


Because Puritan Sash Cord is designed 
for extra long life it “stays on the job” 
year after year . . . delivering dependable 
service to the user and building good 
will and confidence for the dealer. 
Blistering summer heat and winter’s icy 
blasts have no effect on Puritan quality, 


for Puritan cord is woven and treated to 


PURITAN CORDAGE MILLS, 


manufacturers of sash cord, clothes line 
and braided and twisted cotton cords 


take the punishment its life of ups and 
downs requires of it. Unravel an end and 
see the solid braiding that resists wear 
and strain. In terms of service, Puritan 
is the most economical sash cord obtain- 
able. Protect your reputation and your 
customer’s satisfaction by selling Puritan. 
There is no substitute for quality. 


INC., LOUISVILLE, KY. 
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A SURE-FIRE 


_ SELLER 
EED-NO-MORE 


Magic Weed Killer 


WEED-NO-MORE! The product millions of homeowners 


have been waiting for! 


Contains Kills ugly weeds but won’t harm common lawn grasses! 
an ester of n When used as directed, it won’t injure soil, won’t stain hands 


2, 4-Dichloro- or clothing! 
phenoxyacetic «st os The 8-ounce can treats 1600 square feet—enough for the 
acid ‘ average lawn—and retails at only $1.00! So the average home- 


owner can have a beautiful weed-free lawn—easily, safely, 
economically! It’s a sure-fire seller —WEED-NO-MORE! 


89,282,359 SALES MESSAGES... 
58 ADS IN 13 MAGAZINES ALL 
THROUGH THE GROWING SEASON 
SELLING WEED-NO-MORE! 


WEED - NO- MO RE! This amazing new weed-killer is made by people who 
know how to promote good products! For complete information on how you can cash in on this 
sure-fire seller, contact your distributor. 


Made by THE SHERWIN-WILLIAMS Co. 


DISTRIBUTED BY: 
Acme White Lead & Color Works, Detroit, Michigan; Rogers Paint Products, Inc., Detroit, Michigan; W. W. Lawrence & Company, Pittsburgh, 
Pa.; The Lowe Brothers Company, Dayton, Ohio; John Lucas & Company, Inc., Philadelphia, Pa.; The Martin-Senour Company, Chicago, 
Minois; The Sherwin-Williams Company, Cleveland, Ohio. 
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HOW a WytTeFAcE* Steel Tape. Your customer 


will take it every time. Show him how easy 
to read the jet black markings on the white back- 
ground are—in the brightest glare or in hardly 
any light at all. You can assure him that WYTEFACE 
Steel Tapes are easy to keep clean, are rust-resist- 
ing and hard to kink. Ask your jobber about 
WytTeFAce Steel Tapes and Steel Tape Rules. 


*Trade Mark. Wyterace Steel Tapes and Tape Rules are protected 
by U.S. Pat. 2,089,209 


FAVORITE* WYTEFACE 
STEEL TAPES 
For carpenters, masons, builders, electricians, 
plumbers, steamfitters, contractors, architects. For 
the farm, store or home. % inch width. With or 
without “K & E End Fastener for one man measure- 
ments”. Hard-wearing black leatherite case with 
nickel plated mountings. Four lengths —25, 50, 
75 and 100 feet. *Reg. U. S. Pat. Off. 
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KEUFFEL & ESSER CO. 


EST. 1967 
NEW YORK - HOBOKEN, N. J. 


CHICAGO « ST. LOUIS + DETROIT « SAN FRANCISCO 
LOS ANGELES - MONTREAL 
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“You can't beat 


STEEL 


itt 
ll 


| 
] 


for Toughness” 
_..especially LAMINATED steel! 


@ Exceptionally tough to start with, steel’s 
full capacity for strength is multiplied 
when it is laminated. That is why Master, 
intent on producing the world's toughest 
padiock, pioneered cases of steel . . . lam- 
inated! And through the years, Master has 
continued to perfect the intricate, highly 
efficient processes of manufacture which 


enable this costlier construction to be made 
available at moderate price. © This same 
high level of extra’ toughness .. . extra 
protection ... extra value ... is plainly 
apparent in every other part and detail of 
a Master padiock — shackles, cylinders, 
levers, tumblers, springs. @ Keep in touch 
with your jobber for more Master padlocks! 








WES OBES 


EVERY ONE AN OUTSTANDING VALUE 


Master Jock Company, Milwaukee. Wis:e Worlds Leading Padlock Manufacturers 
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ELECTRIC APPLIANCES—IMMEDIATE DELIVERY 


ELECTRIC HEATER 


RETAIL $6.95 EACH. IN LOTS OF 6 NET $4.66 


¢ Constructed of Heavy Gauge Steel 
© Stainless Steel Reflector 

© Beautiful Streamlined Design 

© Finished in Brown Baked Enamel 

© Engineered for Maximum Efficiency 


Here it is! A completely new electric heater for the home 
or commercial use incorporating all of the latest features of 
desigr and construction. Has no moving parts—nothing to 
wear out. It’s a radiating type unit and throws a surpris- 
ing amount of heat that warms up the average size room 
quickly. The new Steadi-Glo Heater is well constructed 
with durable underwriter approved parts for long, efficient 
operation. It’s compactly built for convenience and comes 
complete with cord, 





2 BURNER ELECTRIC TABLE STOVE 

COMPLETE RANGE OF 6 COOKING HEATS 

High, Medium and Low on Both Burners 

RETAIL $17.60 EACH. IN LOTS OF 6 NET $11.60 

A smartly styled, highly efficient unit combining cooking capacities of commercial electric 
ranges with domestic requirements, 


This stove is handsomely finished in black and white baked enamel, streamlined designed, 
constructed with the best available material. Underwriter Approved Parts for excellent 
performance. 


Each unit has a complete range of 6 cooking heats for fast dependable service—from 
brewing coffee to cooking complete meals—from simmering low to keep food at serving 
temperatures, to excess high for pan broiling and frying. 


TERMS: 2% Discount Check with Order or C.O.D. Railway Express. Net—F.O.B. Chicago 


INTERSTATE ELECTRIC SUPPLY CO. 


4754 N. Clark Street Chicago 40, Illinois 














¥%& = When the first Priscilla alum- 
inum cooking utensils were manu- 


factured —- many years ago — 

pro that makers Highest Quality was the standard. 
eee This same standard has always 
/ been maintained; it is never re- 

pends: laxed under any circumstances. It 

is the same today as it was be- 


This triple-duty cooker (double 
boiler, sauce pan’ and cas- 
serole) is typical of Pris- 
cilla Ware quality. It is a 
product of modern design 
and superior workmanship. 


fore the war. 


Priscilla Ware production sched- 
ules are being stepped up rapidly. 
Soon, these aluminum cooking uten- 
sils that make and hold friends 
. . . for you and for us .. . will 
be available in greater quantities. 


LEYSE ALUMINUM COMPANY 


KEWAUNEE ° WISCONSIN 
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UNCONDITIONALLY GUARANTEED 
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NEWS 


An Amazing Thing Has Happened !! 


“A Public Awakening has doubled the demand for MASONRY WATERPROOFING 


All because 


of a wild flurry of erroneous publicity, all in National publications, 


Ask for our bulletins followed by claims, counter-claims, investigations and retractions, a vast number 
and copies ofaccumu- of people have become alert to the need of water-proofing their basement-walls 


lating reports, from 
time-to-time, 











The Kay-Tite Deal 
RETAIL . . . . . . $34.80 


12-10 lb. cans, each $2.90 


YOUR INVESTMENT . $20.88 
® YOUR PROFIT. . . $13.92 





and masonry of every type. 


ALMOST OVER - NIGHT, throughout the nation—KAY-TITE 
DEALERS are doubling and redoubling their sales . . . for it is the 
KAY-TITE DEALERS that can furnish a product to meet the 
exacting standards, and to do a successful and enduring job of 
water-proofing masonry. 


However, this great fanfare of publicity has expanded this enor- 
mous market over-night—and KAY-TITE dealers will do an ex- 
cellent job of selling—to make more sales and gain new customers. 


KAY-TITE 


has stood every test for many years 


Millions of square feet of masonry surfaces stand out as monuments, 
as evidence of the everlasting qualities of KAY-TITE . . . It does 
the one best job of water-proofing basement walls, piers, pools, 
ponds, cisterns, coping, flashings, and all masonry surfaces. 


It’s easy to brush KAY-TITE on and work it in—low in cost, and 
produces a clean, attractive, washable surface—in White or Gray. 


Become a KAY-TITE DEALER TODAY:- 


Fill in the coupon and mail at once. Be sure to give name of your 
jobber. .? 


Every KAY-TITE sale makes a KAY-TITE BOOSTER—and he 


brings an added customer to your store. 





Colors: GRAY and WHITE yy — oe es oe FILL IN THIS COUPON AND MAIL=e== see: aun eee oe 


In Powder Form 


101b. can sufficient 
to do 100 to 150 l 
sq. ft. of water- ] 
proofing. 


RETAIL PRICE | 


$2.90 I 


6 10lb. CANS I 
packed in case 


Deal calls for one case of GRAY and one case of { 
WHITE--with liberal supply of advertising material. § 
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KAY-TITE CO., West Orange, N. J. 
Please send the $20.88 KAY-TITE deol - FOB our store 


NAME 

ADDRESS 

JOBBER'S NAME 
ATTRACTIVE COUNTER DISPLAY--Circulars, Envelope Stuffers 


If you desire newspaper mats, or want other types of promotion 
material, please write us. 











FOR 








CROSS-THE-COUNTER 
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BUSHMAN 





Asx YOUR JOBBER OR WRITE 
TO US FOR FULL INFORMATION 
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Y, INC. 
oO 39, ILL. 

















COMING 
SOON: 


THE 


3 in ] GARDEN TOOL 


PATENTED 









] »« HOES 


2+ DIGS 


3 ¢ CULTIVATES 


* NICKEL PLATED SHANK AND 
FERRULE. 


* RED ENAMELED BLADE. 
* HARDWOOD HANDLE. 


* SHANK WELDED TO BLADE. 





THE 


ATLAS-ANSONIA CO. 


NORTH HAVEN, CONN. 
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HARDWARE AGE 


THE NATIONAL 


HARDWARE 
NOW 


Hardware, one of America’s truly great 
industries, with 1944 retail sales in excess 
of a Billion Dollars, will parade its prod- 
ucts before both domestic and foreign 
buyers—in the world’s greatest showcase 
—the GRAND CENTRAL PALACE! ‘ 


The eyes of the world are on 
America for Hardware and Hard 
Goods. The NATIONAL HARD- 
WARE SHOW, September 16th 
thru the 21st, at GRAND CEN- 
TRAL PALACE, NEW YORK—the 
exposition capital of the world— 
is your first opportunity to show 
your products and tell your mer- 
chandising story to this audience 
of international buyers. Plan now 
to exhibit at this all-encompassing 
NATIONAL HARDWARE SHOW 
—exclusively for the hardware 
trade. 


Send. for Complete Information 
and Floor Plans 
NATIONAL HARDWARE SHOW, INC. 


331 MADISON AVE. NEW YORK 17, N.Y. 
SUITE 1103 Phone Murray Hill 2-4802 
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No. 71 Automatic Cellar Window Set 


for years! 


HIS is an endorsement worthy 

of consideration when the 
question arises as to the brand 
of hardware to recommend. 


Many years of fine, dependable 
service in the trade have won 
well-deserved recognition for 
National Builders’ Hardware. 


The wide assortment of products 
included in this extensive line 
embraces practically all require- 
ments for builders’ hardware. 


National winoow sets 


No. 70 Cellar Window Set. Stoutly constructed of the best ma- 
terials. Set contains an all-steel sash lock. All parts are heavily 
cadmium plated, to prevent rust. 


No. 71 Automatic Cellar Window Set. Lock automatically forces 
window either shut or open. Patented feature holds window in either 


partial or full open position. 


No. 72 Cellar Window Set. Complete in every detail. Set in- 
cludes 2x2-inch tight-pin hinges, sash lock and hook 
and eye. Rust-resistant finish. 


No. 73 Cellar Window Set. This set contains the 
extra wide 24-inch light, narrow hinges, hook and eye 
and turn-button fastener. Complete hardware for a 
first-class installation. 


NATIONAL MANUFACTURING CO. 
STERLING * « + ILLINOIS 
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wl | OR YEARS, the Red, White and Blue surface markers have identified 
—_ i COLUMBIAN Pure Manila Rope. For years, those markers have been 
avily evidence of quality .. . of proved performance . . . of complete dependability. 
«ae Wherever men used Rope in hazardous work . . . wherever the success of an 
r operation, or life itself, depended upon Rope—COLUMBIAN Pure Manila 
rees ‘3 was always a favorite! 
ther The choicest fibres were selected, bought, graded, and packed , 
F —in the Philippines—by our own organization. War has 
ravaged our facilities—dispersed our personnel. Yet the nu- 
cleus of our organization has set to work to rebuild. Soon 
P 4] now, our facilities will be better than ever before. Soon the 
100k men who know Rope will again be able to specify COLUM- 
‘ BIAN Tape-marked Pure Manila and get it! Because it is 
vital to our industrial structure here at home, rope fibre will 
the i 7 be one of the first cargoes to leave the Islands. As always— 
the best is worth waiting for. We believe that the day of 4 
production is at hand. COLUMBIAN Pure Manila Rope 


. will serve you again—and very soon! 


t in- 


eye 
yr a 


400-70 Genesee St., Auburn, ‘The Cordage City,”’ N. Y 


0. bs. ’ q 
|  \. COLUMBIAN ROPE COMPANY 
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THIS 1S OUR RECORD - 


& 


43 YEARS EXPERIENCE IN MANUFAC- 
TURING QUALITY WIRE CLOTH. 


%% 


43 YEARS OF PROVIDING MAXIMUM 
PROTECTION AGAINST INSECTS IN ANY 
AND ALL CLIMATES. 


% 


43 YEARS OF ACCUMULATED 
“KNOW-HOW.” 


> 


43 YEARS OF MAKING DELIVERIES 
- - - ON TIME. 


H AN O V ER 


WIRE CLOTH COMPANY 
HANOVER, PENNSYLVANIA 
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DOU BLE vour BRUSH SALES 


WITH THIS KELLOGG VISUAL MERCHANDISER 









FAC- ~ |< or 









Here is the NEW IDEA by Kellogg 
that will make more and easier brush 


AUM 
ANY 






sales for you. If you are using any 
other display, discard it! Put one 
of these Kellogg Visual Merchan- 
disers to work right away. Then, 









customers will see each Kellogg 
Quality Brush clearly pictured in 
actual use — a constant reminder 
of their needs. It’s the easy way 








ED 





to double your brush sales! 














This Visual Merchandiser 
FREE 






with assortment 
#3450 

15 fast-selling numbers with a 

total quantity of 914 dozen. 
Your Profit — 3714% 


Order through your wholesaler 
today 








RIES 

















Zuality BRUSHES 


Jumbo size Metal Scouring Mops with Kellogrip handle 






Offer 41050 






4 doz. Kellogg Quality Scouring Mops in display shipper 
Your Profit — 37'2% 








KELLOGG BRUSH MFG. CO., WESTFIELD, MASS. 
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GIANTS 
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MIDGETS” 


vVACO 


offers you @ 
line that’s 
COMPLETE 


As a hardware jobber or dealer, 
this is important to you . . . to be 
able to select from one line of 
known dependability, the exact 
type of screw drivers your trade 
has a need for. 


VACO AMBERYL 


Break-Proof and 
Shock-Proof Screw Drivers 


These drivers and small tools 
cover every home, factory, lab- 
oratory, office and industrial need. 
From the big giant types that 
look like a young crowbar, to the 
midget model shown above, 
there’s a VACO screw driver for 
every purpose. 

You will find, as hundreds of 
other hardware outlets do, that 
it pays to handle and push VACO 
screw drivers. 


Write for catalog. 


173 TYPES 











317 E. Ontario St., Chicago 11, Hil. 
in Canada: 560 King St. W., Toronto 2, Ont. 





You'll like 
to do business 


with MID-STATES 


* The famous Mid-States line of fence and other 
steel products is a favorite with dealers every- 
where. 

And no wonder. For years Mid-States has 
built an enviable reputation for quality goods, 
sound policies and aggressive merchandising 
. . . for taking good care of its dealers... 
for giving the best possible service under all 
conditions . . . for consistently holding to its 
cardinal policy of square dealing. 

Mid-States sells only through dealers—no di- 
rect orders are accepted—and increasing pro- 
duction is being distributed as fairly as possible. 

Mid-States enjoys the good will of thousands 
upon thousands of American farmers, too. . 
good will firmly based on many years of fence 
satisfaction. Effective advertising in leading 
farm publications continually keeps the -Mid- 
States name before your customers. 

Any way you look at it, Mid-States is the line 


for tomorrow’s greater sales opportunities. 


MID-STATES STEEL AND WIRE COMPANY 
Crawfordsville, Indiana 


Barbed Wire + Steel Posts + Steel Trussed Gates 
Blue Ribbon Bale Ties and other steel products for the farm. 
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From the skies came better,-roofing.. 
Allee fllamipium 


Maybe you’ve already seen some. Becatise it didn’t take long after V-J 
Day for the big mills that made strghg aluminum sheet for war planes 
to switch over to making farm roofing. 

But they can’t make it fast enough to keep up with demand. Farm 
owners were quick to see the great advantages of Alcoa Roofing Sheet. 
For those who’ve been lucky enough to get some, roofing troubles are 
over for years and years. 





Yours can be, too. No more rusting. You won’t have to paint alumi- 10 reasons why 
num roofing. No worrying about sparks setting roofs on fire . . . nor Alcoa Roofing Sheet 


lightning, if the roof is properly grounded. 


You'll hear more good news when you talk to your roofing dealer. is in demand: 


When you learn the price, then figure how cheaply you can put on this . 
easy -to-handle aluminum, and think of the trouble-free years of service m 

“9 ’ 9 ° ae Ea . Needs no paint 
you'll get . . . then’s when you'll realize how economical it is to buy 

? . . Light to handle 

Alcoa Roofing Sheet. 

Look for that name . .. ALCOA ROOFING SHEET . . . embossed Spee es 
right on the metal. If your dealer doesn’t have it yet, it’s worth waiting 
for. ALUMINUM COMPANY OF AMERICA, 1726 Gulf Bldg., Pittsburgh 19, Pa. 





6 
7 
8 
9 


. Good looking 
. Light roof load 
. Pure drainage 


. Economical cost 


. Cooler buildings 10. Good siding, too — 








ALCOR ®oor!ne sueet 
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Offer Ever Made! 


Self-Selling Counter Display Box 
with Extra Large Full Color Packets 


75c Value to Retail for 10c! 


Backed by Full-Color National Advertising in Ameri- 
¢an Home, Better Homes & Gardens, House & Garden, 
House Beautiful, Flower Grower, Ladies’ Home Jour- 
nal, McCalls, Country Gentleman, Farm Journal, etc. 
Not Ordinary Packets—extra large size, with beautiful natural color 
pictures 4!/2 x 6 in., printed with sales copy to make every customer 
want several packets. (Cost 6¢, you sell for 10¢.) 
Not Ordinary Seeds—Burpee's Big Zinnias and Burpee's Big Mari- 
golds, the finest selections and best colors, exclusive Burpee introduc- 
tions, each packet a real 75¢ value for 10¢! Easy to grow anywhere. 


SPECIAL! forzier, tor Cgariets,.wth,100, Paster $6.00 Eq. 
TRRMS—60 davs net, or less 2% cash discownt for payment within 


10 days from date of invoice to those with established credit. 


This compact, Order from this Ad, or Write for More Information 
attractive 3-color dis- Seed 


play box takes only 10 in. of 
counter space—ideal for island selling and special W. Atlee Burpee Co. Growers 
as in various locations, as well as in the 


gerden seed department. Philadelphia 32, Pa. - Sanford, Florida - Clinton, lowa 
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A "Best Seller” 


THIS SEASON! 


BOUND TO BE 
GOOD FROM 
NOW ON 








Nationally advertised to 

circulation of about 18,- 

000,000 every month in the 

year. Sales have grown 

steadily. Our “check plan” 

helps new dealers intro- 

duce the product. Get your 

share of the business we 

are developing. Reproduced 
from label 


on Toxite 
Can. 


_ Lloxite 


REGISTERED VU, S, PATENT OFFICE 


S—= MILLS S83 Sie 


ked, it i te. 
ni a dag BLUE BUGS + FLEAS + TICKS * CATTLE LICE 
I i al TERMITES - ANTS > ROACHES > SIMILAR PESTS 
Toxite, it will pay you to GERM KILLER AND CONTROL 


investigate. FOR COCCIDIOSIS, BRONCHITIS AND MANGE 


Write * 
TOXITE LABORATORIES » BOXB + CHESTERTOWN, MARYLAND 
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Postnve 


ROOFING 
—. 


ts equipment. SOLDINE 
Feature the Removers WITH aie See Saas 


with brush or spray gun. QUICK 


preferred by PAINTERS | MAAQU Ea to pry. 


, P Positively waterproof—notmerely 
You can’t go wrong when you fea- 0 LD j x water repellent. Will not wash out. 
ture and recommend items which ONE THIN APPLICATION does 


are the leaders in their field the job PERMANENTLY, POSI- 


* rank TIVELY. WHEN properly applied 
Lingerwett, Wonder-Paste and No- V-110 leaves fabric FLEXIBLE. 
Wash are America’s largest-selling e FOR AWNINGS—SOLDINE V-110 
paint removers. They're again avail- protects both fabric and colors from 


; weather. One application gives 
able, and se made to prema jue lasting waterproofing. 


mulas. So order your supply today, 





and get your share of extra profits ¢ 
and increased customer good-will. . 


LINGERWETT 


An all-purpose liquid remover that has been 
the painter's favorite for over 35 years. Deep- 





cutting, it penetrates any number of coats, 
reducing even the oldest finish to a soft, but- Other Soldine Products 
tery pulp. Remains wet 6 to 8 hours, enabling SOLDINE SEALING COM- 
the user to cover a large area with Lingerwett POUND to seal truck, trailer, 
car and roof moulding joints 
against water, oil and sun. 

For general use—to seal 


window casements, structural 
WONDER-PASTE cracks, etc., against water 
| and air. Ideal for sealing 


This thick, paste-like solvent adheres uniformly ee aaa STIC 


to completely vertical areas, and is, therefore, | PUTTY for car, truck and 


the perfect remover for use on exteriors and | trailer windows—to with- “4 
upright surfaces. Wonder-Paste is more effec- | Stand jolt, jar and weather. “ 
Will not harden or crack! 


tive than a torch, and does a cleaner job. NS; 

Leaves no raised grain or charred surface to | There’s a Wide Market 

be sanded. fdol 120) 7 Vile) 
| for Soldine V-110 


| IN THE OUTDOOR FIELD FOR: Trailer covers, tents and tent 
Mt - N = A s furniture, sleeping bags, hunting coats and game bags, lawn um- 
= meld brellas and furniture, ponchos and minnow buckets, convertible 


\ “re . . P car tops, scout and trail packs, duffel bags and carry-alls, outboard 
| API RIAL Here’s a comparatively recent preparation that motor covers, airplane tarps, canvas tubs and basins, racket, golf 
= has already won thousands of boosters in every and gun cases. 

y part of the country. No-Wash is a powerful IN THE MARINE FIELD FOR: Hatch covers, lifeboat covers, 
remover that is equally effective on any type storage tarps, canopy and side curtains, canvas life preservers, 
of Gnish. vet recuir h weather-cloths, sail-boots and storage tops, deck and deck awn- 

> ¢ quires no wash-up. ings, deck furniture, canoe canvas and bridge canvas. 
V-110 bas passed salt spray tests. 





before starting to strip. 





If you are not handling these removers at 
present, forward the attached coupon to us BEB EERE E REESE BEEBE EEE 
for complete information. 
SOLDINE CORPORATION 
9224 Ewing Avenue, Evanston, Illinois 
Gentlemen: Please send us complete information on: 
SOLDINE V-110 0 SOLDINE Waterproofing Compound 
] SOLDINE Sealing Compound © SOLDINE Plastic Putty 


Wilson-Imperial Co., Dept. H-26, 115 Chestnut St., Newark 5, N. J. 


Please send me complete information on 


Name 


Sea eaaeeeaqge er, 


Street 


& 
e 
& 
| ingerwett ] Wonder Paste C) No-Wash & 
a 
a 


BERBER REERREEEEREEES 
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ALUMINUM 
METAL AND 
MASONRY 


revue 
ALUMINUM 

HOUSE 

PAINT 


You'll no longer have to stock a 
shelf full of aluminum paints to 
have the right kind for every 
customer. Metal, brick, plaster, 
wood, interiors, hot surfaces—all 
these needs and many others can 
be met right with “3 Aluminum 
Paints for 3 Uses” . . . with the 
assurance that your customer 
will be satisfied! 

The supplier who will offer 
you these “3 Aluminum Paints for 
3 Uses” will tell you how they 
are formulated for top perform- 
ance on three types of work and 
identified with the Alcoa Albron 
trademark as another evidence 
of quality. 


ALUMINUM PAINTS 
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H¢ysrt 


ALUMINUM 
ENAMEL 


ALUMINUM METAL AND MASONRY PAINT 
This type dries to a hard, durable 
finish. Useful everywhere except on 
exterior wood or heated pea ay 


ALUMINUM HOUSE PAINT 
The aluminum paint that’s spe- 
cially formulated for one purpose 
as a flexible, wood-hugging protec- 
tive layer for weather-exposed farm 
buildings, other outdoor struc- 
tures; and to provide the ideal 
first coat or primer under high- 
grade top coats for new homes. 


ALUMINUM ENAMEL 
Satin-smooth, .chrome-like finish. 
Highly decorative for all interior 
applications, also heat resistant 


for furnaces, ducts, water heaters 
and piping. 

Dominant national advertising 
in home, farm and painter maga- 
zines’ is telling your customers 
about “3 for 3” now! Your sup- 
plier will be offering “3 for 3” to 
you soon! ALUMINUM COMPANY OF 
America, 1984 Gulf Building, 
Pittsburgh 19, Pennsylvania. Sales 
offices in leading cities. 








QUICK PROFIT 
BIG VOLUME! 


ELELTRILE 
CHURN 


Rapid increase in number of electrified 
farms creates big and growing market 
for Gem Dandy Electric Churns. Gem 
Dandy is nationally advertised in farm 
journals, has strong popular appeal, fea- 
tures that reduce farm-home drudgery. 
Slow-tpeed, long-life motor. Sanitary 
aluminum base, shaft and dasher. Neo- 
prene covered supports and electric 
cord. Easy to operate, easy to clean, 
produces 15°/, more butter in 15 minutes. 


Retail Price 
Standard Model 
$14.32 
Deluxe Model 
$17.32 


Ask Your Hardware Jobber 
or Write To — 


ALABAMA MANUFACTURING CO. 


1801 First Ave. N. Birmingham, Alabamo 

















is the Answer! 


. . . because Sav-U-time is available for 
immediate delivery. Sav-U-time is the re- 
mote control system that converts ordi- 
nary “side-arm” gas water heaters into 
automatic units—efficiently, economically. 
Sav-U-time is easy to sell—easy to install! 
Requires little or no servicing. A real 





volume producer and profit maker. Sav- 
U-time is the original system—and leader 
for 25 years. 


DEALERSHIPS NOW OPEN! 


Every hame, new or old, is a prospect for money-saving 
Sav-U-time. Cash in on this “ready-made” market. Write 
today for complete details of Sav-U-time Selling Plan. 


SAV-U-TIME Sales Company 
50 MANHATTAN STREET » ROCHESTER 2, NEW YORK 




















Sntroducing — 


Neg 


DURALITH 


Permanent and indestructible as the pyramids— 
DURALITH withstands indoor and outside conditions in- 
definitely—in heat, cold, or stormy weather. 

HOUSE NUMBERS ROOM DOOR NUMBERS 
UTILITY NUMBERS RECTANGULAR KEY TAGS 
APARTMENT NUMBERS ROUND KEY TAGS 

PUSH PLATES & KICK PLATES 

Stock these items now in modern, unbreakable DURALITH 
which lasts forever—it's a must for both new and old houses, 
apartments, office buildings, and hotels. 


Send today for DURALITH samples and prices. Orders 
placed early will get immediate delivery. 
JOHN L. LINDSTROM & ASSOCIATES 
2929 CONNECTICUT AVENUE 


WASHINGTON 8, D. C. 
MANUFACTURERS’ AGENTS WANTED 




















SEND US YOUR ORDER 
TODAY 
HEMMED BRONZE WEATHERSTRIP 


SADDLES, SILLS and THRESHOLDS 
ALUMINUM or BRASS 


BRASS and FELT DOOR SWEEPS 
METAL INSECT SCREENS 
BRASS BINDING and EDGING 
METAL LINOLEUM TRIMS 


Catalogs Are Available 
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FINISHES 


A POST-WAR PRODUCT 


For consumer use, now, for the first time . . . these exceptional finishes! 





Created by one of America’s largest manufacturers, supplying makers of 
Refrigerators, Radios, Surgical Instruments and other products requiring 


a beautiful and lasting finish. 


: 


ie 
COLOR FINISH ee 

Qik : 
HE 4 
Bs ar 

y < y Fe 





DISTRIBUTORS, INVESTIGATE ——— Approved by Underwriters Laboratories 


PLICOTE INC., PITTSBURGH, PA. * SALES OFFICE: 664 N. MICHIGAN, CHICAGO 
88 
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NO OTHER NAME 
MEANS SO MUCH 


meEMCO 


PORCELAIN 
ENAMELED 


WARE 


Homemakers want lasting beauty combined with 

easier cleaning in cooking utensils. 
MEMCO—zlass on steel—enameled ware is the answer. The striking 
beauty of this quality merchandise will highlight the attractiveness of 
her kitchen, and everlastingly retain its original appearance with no 
more care than her china ware. 
Furthermore, Mr. Dealer: 

¢ MEMCO distinctiveness is traffic stopping! 

* MEMCO in your store is a traffic creator! 

* MEMCO means new customers, repeat business and greater profits! 
MEMCO is a name that has always been favorably accepted—and it 


has a still greater future! 
246 























THE MOORE 
ENAMELING & MFG, CO. 


WEST LAFAYETTE: OHO 
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Production and promotional “Know How’ is destined to make 


* 


THE NEW CAMFIELD 


AMERICA’S NO. 1 TOASTER 


The men behind the New Camfield Automatic 
Toaster have long been individually successful 
in the toaster and small appliance field. Now they 
have joined Camfield, teamed up and pledged 
themselves to manufacture and promote their 
idea of America’s No. 1 Toaster. 


The production “know how” gained through 
years of experience has resulted in what you 
see above—the New Camfield Automatic Toaster. 
Aside from all its glistening beauty and custom- 
built quality, the New Camfie!d has every fea- 
ture of a fine automatic toaster—plus Camfield’s 
exclusive “Equa-Therm.” * 

There will be a lot of talk about the name 
“Camfield” in the months to come. Promotional 
“know how” will get in its work through spar- 


CAMFIELD MANUFACTURING COMPANY es 


FEBRUARY 28, 1946 


kling merchandising help and advertising in 
national magazines and in trade publications. 
America is going to know about Camfield—and 
want Camfield. 

Price? The New Camfield Automatic Toaster is 
top-flight merchandise. It will be priced in line 
with other top quality toasters. 

Here is a truly great toaster—with a major 
sales promotion program behind it, backed by 
men who “know how.” It adds up to: GREATER 
TOASTER SALES FOR YOU—with CAMFIELD. 


* No difficulties with current drag or overload. ‘Equa- 
Therm” guards against fluctuations. Provides even, 
constant “toast-right” heat for uniformity of brownness, 
slice after slice, day after day. ‘“‘Equa-Therm” is exclu- 


cive with Camfield! 


GRAND HAVEN, MICHIGAN 
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NOW AVAILABLE 
CHAMPION | HAND GARDEN CULTIVATOR 


SCREEN AND STORM SASH HANGERS 
Heavy Duty, All Pur- 


Home owners will soon be hanging Bee Ty peso, Mendy Grane 


screens again. Be prepared with eo ae Lapse “| Cultivator. Sturdily 
: : ; --| constructed, yet light 
CHAMPION wrought Steel Screen | Z creep ag tg ti a 
Hangers which are made right and iT! | by women. The two 
longer front prongs can 
be used independently 


Here illustrated is CHAMPION No. | by lowering position 
4 when in use. 

358—a great favorite with customers. bs ‘“ A x 

Neat, durable, practical — equally In one piece with ferrule attached from 10 gauge steel with 

suitable for hanging either window hardwood 1"x48" long handle. 


screens or storm sash. Hold sash SPECIFICATIONS 

dn etialiiaias i at 10 Gauge Carbon Steel throughout; One piece spe- 
ee a cial feature of Prongs and Ferrule; 3 Rear Tines 3" 
Conveniently packed 1 doz. in a box Long; 2 Front Tines 334" Long; wesw oes o of 
: No. 358 Tines 6"; Green Enamel Finish; Attractively labeled; 
OAD ENS 0 Sh, Cen pen Natural Hardwood Handle |!" Stock 48" Long; Fer- 
member CHAMPION quality wins and holds them. rule Riveted to Handle. 


Nearly all hardware jobbers handle certain prod- eae eager ta pote may one sd wa 
ucts in the big, fast selling CHAMPION line. If your order. Consult Your Jobber 


jobber doesn’t—then please write to us. RETAILS AT $1 15 
J 





stay 60. 





McROBE T R 
THE CHAMPION HARDWARE COMPANY | eon er ee 

















; DEMAND «< 


ew As the Easier, Safer hi 
* EASY TO USE LAWN EDGER Way to Destroy Trash 


* TRIMS NEATLY WITH THE PLUS 
* CUTS TWO WAYSH-Y.V i S-ar-V 3-7 7-8 


AVAILABLE NOW! dae a? 
Here is California's contribution’ to hes 4 ow es 4 
“better lawns” throughout the nation sen : eo? 
... areal high-quality, tempered steel — 

. “ZIPPER TOP” Rubbish Burners 


Thepumebensaun.cw lawn edge trimmer that will give More 


vex, cutter blade,of cempered / years of satisfying service. on the Way Order Now 
steel; and the patented “V™ ‘ ‘ 
shaped shear which trims Dealers everywhere will sell this 


both ways. are exclusive Cas = amazingly easy-to-use tool by the fe 





cade features. Every home, store, factory, institu- 


Bross... why not order a supply (0 =| tion, park needs handy “ZIPPER TOP” NAY XV 


take care of your trades springtime Burners. With production growing every 128 A7DNOANDs., 
needs... they are available now! month, you'll be able to offer increasing \ WAI I 
quantities to your trade. Cash in on the Hi) lk 
2) Sold Only Through demand for this burner with the con- WANT 
ESTABLISHED venient zipper top and the non-sagging 
HARDWARE smoulder-proof Volcano Bottom, three NOT 
WHOLESALERS | models. Send today for descriptive ANN 


Circular HW 4102. SOU PGB EIU Mae: 
SHIPPED VIA FREIGHT 


__‘meraioN U's." | UNION STEEL PRODUCTS CO. LHW 


126 Berrien Street © Albion, Mich. 
* CASCADE MFG. CO.. CULVER CITY, CALIFORNIA * pind eos 
CARRERE: <I Sere 
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1TOR 


, All) Pur- 
y 5-Prong 
- Sturdily 
yet light 
e handled 
The two 
prongs can 
ependently 
| position 





teel with 











Wil, STAND up 


UNDER ACTUAL 


ELEC IRIC. ) OLDE, NG IRON 


Hot Sellers — Ready to Ship! Assortment No. TW-1130 
Wanted in every home and shop. (TW-1130W W.of Mississippi ) 


Cool, comfortable handles—re- 3—_60 Watt No. TW-119 
. 2—100 Watt No. TW-219 


ments. Gun Metal finish. Op- Six Irons—One Each Mounted 
erates on 110-120 Volt AC or on Attractive Free Display 


DC current. Card. eee 
ill wet Order Today from your near- none" ened 


tl ie est Liberty Distributor. mane Geena 0 he. 


Liberly [jistribulors 


OFFICES: PHILADELPHIA LOS ANGELES « HEADQUARTERS: ! 5TH ST.. PHILADELPHIA 5,PA 
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Win the aid of the information below, 
hardware merchants and their employees 
can give their customers a much-appreci- 
ated service and thereby definitely increase 
the sale of handsaw files. 


@ REPRINTS OF THIS PAGE will gladly be 


sent on request. How many copies do you want? 





APPROXIMATE SIZES OF HANDSAW FILES 





S| | 


%” 




































































*These sizes also mode in BLUNT shape (parallel in width instead of tapered). 
Frequently preferred by carpenters and others expert on handsow filing. 


NICHOLSON and BLACK DIAMOND Handsaw Files are made for 
sharpening or reshaping worn teeth of handsaws and other saws 
having 60-degree or wider tooth angle. They are usually single cut, 
with edges or corners, as well as sides, “set” and cut to deepen the 
gullets between the saw teeth. (When made for filing bandsaws, 
they are called Bandsaw Files and have slightly rounded edges for 
filing the round gullets of this type saw. This makes them slightly 
smaller in cross section than corresponding Handsaw File size.) 


rks, NICHOLSON FILE CO.,25 ACORN ST., PROVIDENCE 1, R. 1. _s:aallIcc.. 
= U.Ss.A.% (In Canada, Port Hope, Ont.) > <s 


», 
aly) 


The following are among the sizes gen- 
erally recommended and used: 
Number of 


saw points 
per inch 


5 7” Slim Taper; or 6“ Regular Taper; or 
8” Slim Taper. 

6 7” Slim Taper. 

7 6” Slim Taper; or 7” Extra Slim Taper. 

8 6” Slim Taper; or 7“ Extra Slim Taper; 
or 8” Double Extra Slim Taper. 

9 6” Extra Slim Taper; or 7 Double Extra 
Slim Taper; or 5“ Slim Taper. 

10 6” Extra Slim Taper; or 7’ Double Extra 

Slim Taper. 


HARDWARE AGE 





1 below, 
ployees 
ippreci- 
ncrease 


ladly be 


u want? 











; gen- 


Taper. 
Taper; 


) Extra 


Extra 





jhe __,pealer 
yardwe ia qgazine 
© 


GEORGE H. GRIFFITHS 
President and General Manager 
CHARLES J. HEALE 
Vice-President and Editor 
L. V. ROWLANDS 
Sales Manager 
KENNETH A. HEALE 
Managing Editor 
GEORGE M. SANGSTER 
RUDOLPH 8. WILD 
J. R. KEAGY 
Associate Bditors 
ALBERT J. MANGIN 
“Who Makes It—’’ Directery Aditor 
L. W. MOFFETT 
EUGENE J. HARDY 
Washington Representatives 
SAUNDERS NORVELL 
GEORGE G. HOY 
Contributing Editors 
HARRY R. TERHUNE 
Los Angeles, Calif. 
Pacific Coast Hdttor 
J. M. WITTEN 
Otrculation Manager 
With the Armed Forces 
HAROLD MOORE 


ADVERTISING DEPARTMENT 
Boston 10, Mass.: 
O_s B. Bereerson, 735 Rice Bidg., 10 High 8&t. 
TAberty 4460 
New York 17, N. Y.: 
E. B. SaNDiFoRD, 100 East 42nd St. 
Jou™N NICHOLS, 100 East 42nd 8t. 
Murray Hill 5-8600 
CLEVBLAND 15, O10: 
WILL i. Fepperr, 709 Union Bidg., 1836 Euclid Ave. 
Cherry 7652 
Cu1caco 1, Itt. 
WiILLIaM C. SCHOLEFIELD, 230 N. Michigan Ave., 
Room 1205 
Mat M. WHITFIELD, 230 N. Michigan Ave., Room 1205 
Franklin 0202 
San Francisco 4, Can.: 
R. J. Brrcn, Room 739, 300 Montgomery St. 
Douglas 4393 
Los ANGELES 14, CAL.: 
J. V. Frecewm, 541 Consolidated Bidg., 607 So. Hill St. 
Vandike 7386 


® 


Owned and Published by 
CHILTON COMPANY (Incorporated) 


Editorial and 


Executive Office Advertising Offices 
Chestnut and 56th Sts., 100 East 42nd S8t., 
Philadelphia 39, Pa., New York 17, N. Y., 
U.S.A. 


Officers and Directors 


Jos. S. Hitpretu, President 
Vice-Presidents 


GEORGE H.GRIFFITHS EVERIT B. TERHUNE 

J. H. VAN DEVENTER Cc. 8. BAUR 

P. M. FAHRENDORF JULIAN CHASE 
WILLIAM A. BARBER, Treasurer 
JOHN BLAIR MOFFETT, Secretary 

G. C. BUZBY THOMAS L. KANE 

HARRY V. DUFFY CHARLES J. HEALE 


WILLIAM HW. VALLAR, Asst. Treas. 
PAUL WOOTON 
Washington Member 


of the Bditorial Board 
1007 National Press Bldg., Washington, D. 0. 


FEBRUARY 28, 1946 











Published Every A Gq ¥ 


Other Thursday 
Editorial and 


Advertising Offices 


100 East 42nd St., 
New York 17, N. Y., U. &. A. 


Executive Office 


Chestnut and 56th Sts., 
Philadelphia 39, Pa., U. S. A. 


Established 1855, succeeding and embodying “Hardware” of New York; 
“Stoves and Hardware Reporter,” St. Louis; “The Western Hardware 
Journal,” Omaha; “Iron Age Hardware,” New York City; The Hard- 
ware Reporter,” St. Louis; ‘Hardware Salesman,” Chicago; “Hardware 
Dealers Magazine,” New York, and “Good Hardware,” New York. 


EDITORIAL CONTENTS 
FEBRUARY 28, 1946 


Vol. 157 No. 5 
Just Among Ourselves, by Charles J. Heale............... 91 
Ads, Display and Service Attract the Farmer. . ‘ 94 
The Entire Paint Department Serves As a Window Sheter.. 97 
Fruit Trees and Shrubs Grow Steady Profits............ 99 


“We Will Depend Upon Personal Contacts 
and Modern Service” 100 


Co-Ops Not Wholesalers for Surplus Goods, 
Says War Assets Corp. 103 


Improved Displays Bring 25 Per Cent Increase 
in China and Gift Section 104 


Manufacturers Facing Wage Boost May Seek 
Increased Price Ceilings 106 


Ads Featuring Single Line or Item Catch Eyes of Prospects.. 107 


Conron’s Year ‘Round Radio Program Boosts 
‘ Traffic and Sales 108 


The Technique of Salesmanship, by Karl S. Bowman....... 110 
Display’s the Thing That Helps Sell Tableware........... 112 


Widened Wage-Hour Coverage Requires Employers, 
“Protection” Law 120 


Hardware Age Retail Sales Idea Club.................... 128 
Hardware Age Window Displays 114 How’s the Hardware Business?. 168 
News of the Trade............. =  » i irre 176 
Reconversion News .......... 162 Coming Conventions and Events 194 


Copyright 1946 by Chilton Company (Inc.) 


ADVERTISING INDEX—PAGE 214 


Subscription Prices—United States, its pos- 
sessions: one year $1.00. Mexico, Central 
America, South America, Spain and its 
Colonies: one year $1.00. Canada $2.00. 
Foreign countries not taking domestic rates 
one year $2.50. Single copies 25 cents each. 


NET PAID CIRCULATION THIS ISSUE—26,629 


i 





OOPS! another prospect 
for an AMERICAN CHAIN 


Swing to American. 
They will never let 
you down—never give 
your customers cause 
to ‘be irritated.” 

Sell American—the 
Complete Chain Line 
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Now is the time to order American Porch Swing Chains. 

When your customers are getting ready for spring and summer, 
have them ready to display. American Porch Swing Chains 

are made in two types — Y-type (two to a set) and straight 
(four to a set). They are made of strong Tenso chain, 
hot—galvanized or S.R.P. finish in 7} and 8 foot lengths. 
Packed one set, complete with ceiling hooks, to the carton. 


Order from your hardware wholesaler. 


» York, Pa., Chicago, Denver, Detroit, Los Angeles, New York, Philadelphia, Pittsburgh, Porfland, San Francisco, Bridgeport, Conn. 


AMERICAN CHAIN DIVISION 
AMERICAN CHAIN & CABLE 


In Business for Your Safety 


HARDWARE AGE 








Informal Editorial Comments ... 


Just Among Ourselves 


... By Charles J. Heale, Editor of HARDWARE AGE 








“How Can We Obtain General Industry 
Recognition That We Are Wholesalers 


1, substance, the above 
question is being asked this pub- 
lication almost daily—and from 
many parts of the country. Usu- 
ally the inquiry comes from a 
retail hardware dealer who says 
he has the funds, the knowledge, 
a precise market to serve and 
that hitherto this precise market 
has been neglected by historic 
wholesalers. In addition, he 
states that many manufacturers 
recognize him and sell him on a 
wholesale basis and that a list of 
such producers is attached. 


Some letters come directly 
from manufacturers or manufac- 
turers’ agents expressing sympa- 
thetic interest in some firm which 
they believe merits general in- 
dustry recognition as a whole- 
saler, because, in the judgment 
of the writers, such firms are 
truly performing the wholesale 
function. 


HarpwarRE AGE cannot, and 
will not, presume to act as judge 
and jury on the question of “who 
is a wholesaler?”, but we do 
have some very definite opinions 
on this vital subject. For exam- 
ple, a fundamental, we believe, 
is that “to be considered a legiti- 
mate wholesaler a firm’s business 
must be predominantly selling 
for resale to retailers without re- 
gard to any special price advan- 
tages enjoyed in buying.” In 
other words, it is the nature of 
the selling function perfe.med 
and not the status of buying 
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which should be the deciding 
factor. 

Because we are vitally inter- 
ested on behalf of our readers, 
in all phases of hardware distri- 
bution problems, we frequently 
trace down the details of the bus- 
iness operations of firms asking 
what they have to do to be recog- 
nized as hardware wholesalers. 
Quite often such studies lead to 
further confusion and develop 
highly contradictory situations. 


We find for example that the 
“A Hardware Co.” considers its 
substantial and profitable indus- 
trial supply volume as “whole- 
sale business” although such 
sales are made to industrials, in- 
stitutions, government bodies and 
the like for consumption and not 
for resale. And seldom do we 
find such hardware firms actu- 
ally getting the full wholesale 
discount. What they have is an 
intermediate price because of 
their large industrial selling ac- 
tivities. The national defense 
and war needs program greatly 
accelerated this condition. 


Then there is the “B Hard- 
ware Co.” which actually per- 
forms a true wholesale function 
of selling retailers for resale on 
a limited number of lines—per- 
haps paints, toys, major appli- 
ances, floor coverings, etc. “In 
those particular lines such firms 
are “wholesaling” but that, in 
our judgment, does not make 
them full line hardware whole- 
salers. Perhaps they might be 


termed “specialty wholesalers” 
on the precise lines they whole- 
sale. Otherwise they are retailers. 


Actually, the “A Hardware 
Co.” and the “B Hardware Co.” 
types present, relatively, no gen- 
eral industry problem but the 
third type which we will call “C 
Hardware Co.” does provide a 
genuine and serious problem 
which the industry cannot dis- 
miss lightly. 

The “C Hardware Co.” is usu- 
ally a well financed, successful, 
large volume retail hardware 
business whose operators have 
the ambition to, or sense an op- 
portunity to, transform the busi- 
ness into a strictly, or primarily, 
wholesale hardware _ business. 
They have the money, facilities, 
and believe there is a market for 
such operations. They acquire 
additional warehouse space, hire 
salesmen, start to organize a cat- 
alog but have difficulty lining up 
well rounded‘and properly bal- 
anced inventories — largely be- 
cause of the current scarcities in 
all hardware store lines. 


Necessarily, such operations 
are started on a very modest 
scale but, with few exceptions, 
all of the approximately 500 
existing wholesale hardware 
firms in this country had kindred 
origins and had to make and 
fight their way to their present 
enviable positions of stability 
and recognition. This is a part 
of what we have called “the 
American way of life” with 
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equal opportunities for all and 
with proper rewards for the am- 
bitious. 

Obviously, every successful 
retail hardware business cannot 
enter the wholesale business and 
make a succesful go of it. There 
must be some mathematical limit 
to the number and scope of 
wholesale operators in the hard- 
ware field. But who is to quickly 
decide which ‘among the now 
many new aspirants for such 
laurels has what it takes—which 
should be encouraged and which 
discouraged? 


Among those firms which are 
seeking to enter, or have already 


entered in a measure, the whole- 
sale hardware distribution busi- 
ness some may succeed admira- 
bly. Conceivably, a few may at- 
tain front rank leadership in tlie 
overall picture. But it does seem 
to us that too many must fall by 
the wayside because they are en- 
tering a hazardous competitive 
field which in most areas does 
not have a need nor a market for 
additional wholesale outlets. 


While this situation is admit- 
tedly not entirely new, it is quite 
clear that abnormal war-inspired 
volume and profits have greatly 
aggravated a condition which we 
believe has now become a very 
pressing industry problem. 


x = 2 


Because of our anti-trust laws, 
wholesalers and retailers, gener- 
ally, will probably have to shy 
away from the economics in- 
volved in this situation. Many 
manufacturers will likely con- 
sider the problem as “number 
one post-war hot potato.” In a 
measure it is. Yet only manu- 
facturers are in a position le- 
gally, logically or otherwise, to 
encourage or discourage—based 
on the merits of the specific ex- 
amples under consideration—the 
entry of new firms into the whole- 
sale hardware competitive arena. 
They do have the privilege of 
selling or not selling-literally at 
will. 


A Manufacturers Agent 
With a Serious Complaint—- 


SUCCESSFUL and well 
known hardware manufac- 
turers’ agent, who for obvious 
reasons wishes to remain anony- 
mous, sends us this cartoon and 
makes the following comments: 


“I ran across a cartoon in 
today’s paper that struck me 
so forcibly that I thought I 
would drop you a line to see 
if it was not possible for some- 
one to start a campaign to give 
the poor salesmen, agents and 
representatives a break. It has 
been a disgrace to the hard- 
ware industry for years the 
way this group has_ been 
treated and yet they have no 
redress. 


“Having been in this busi- 
ness for the past fifteen years, 
and knowing a little about 
what the salesmen are up 
against, I honestly feel that 
they have had enough kicking 
around, and that someone 
should look after them. If you 
say anything, out you go on 
the thirty-day contract clause 
that any manufacturer im- 
poses, even though you are do- 
ing an excellent job. 
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“After carrying one com- 
pany’s line for eight years and 
building up the volume from 
three thousand to over a hun- 
dred thousand a year, the firm 
started every trick of the 
trade, from splitting my com- 
missions to contracting with a 
trucking concern to haul at car 


rates, charging the customer 
L.C.L. adding it to the invoice, 
when it was sold F.O.B. fac- 
tory. In making up my state- 
ment they deducted the freight 
from the face of the invoice 
and, in the heavy shipping sea- 
son, this alone caused me to 
(Continued on page 119) 








They'll Do It Every Time 


ER-UH-( 
THATS ME AT 


Dip SweATLeY GET 
ANY RECOGNITION 
FOR OUTSELLING LisT 


THE WHOLE FIELD CHIEF 


LAST YEAR ? 


TERRITORY: 


Tamu te 
NEAL BOYKIN 
820 KENTUCKY 
WASHINGTON, D.C. 


ieee KING SYNDICATE in. WORLD 


@ +s 


Regutereg US. Paton Offer 


“ By Jimmy Hatlo 


NOT BAD, 
SALES RECORD SWERTLEY, IT 
GUESS YOu GOT 
SESS ID MADE A 
FEW CALLS FOR 
A CHANGE « 


~-AH--SUCH 
A FERTILE TERRITORY, 
SWEATLEY, WE FELT Two 
MEN COULD HANDLE 
FAIRHAIR HERE,WILL COVER 
THE METROPOLITAN AREAS- 
YOU-UH-WILL SELL THE 
SMALLER CITIES- 
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protection... outin the open 


Like the lighthouse, ILCO Padlocks are built to take punishment 


out in the open year after year, resisting weather 


and the attempts of those who try to get in without the proper key. 


Dealers who feature the ILCO Padlock line find in it a beacon 


to attract increased sales with steady profits. 
SECURITY HARDWARE 


INDEPENDENT LOCK COMPANY. FITCHBURG, MASSACHUSETTS 
FEBRUARY 28, 1946 
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Power and hand tools fill a 
much needed place on every 
modern farm and the Schlitt 
Hardware Co. carries a large 
supply of each and displays 
them in effective fashion. 





Excellent window 
lighting helps to 
make the displays 
a nightly feature. 


Ads, Display 


Eun trade forms the 


backbone of the annual volume of 
business at the Schlitt Hardware Co., 
Bloomington, Ill., a city of 33,000 
population, and this firm carries on 
an active campaign which attracts 
many farmers to its counters. 


Newspapers Used 


In the first place, the store, which 
is located in downtown Bloomington, 
has an excellent advertising program, 
centering largely in newspapers. Farm 
items are featured consistently in its 
advertising, with the result that farm- 


Large items used on the farm are 
displayed on top of the sidewall 
fixtures. They attract attention. 
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ers watch those ads regularly for 
items they want to buy. 

The newspaper advertisements for 
this store are carefully worked out by 
Franklin Schlitt of the firm which 
also owns a store at Springfield, III. 
Mr. Schlitt always gets a headline for 
his ads which appeals to farmers and 
he also uses a “sales preface” which 
sets the pace for the ad copy. Here 
is a characteristic preface and head- 
line: 


Sample Advertisements 


“Milk is America’s No. 1 food. 
High, efficient production is best 
maintained with clean, sanitary uten- 


Business comes in the back door 
as well as the front. This parking 
spot meets with farmers’ approval. 
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Small items needed on farms 
—from work gloves up to calf 
muzzles and traps—are to be 
found in this store. And the 
farmers buy them constantly. 


Eye-catching advertisements, display 
that stops ‘em and follow-up service 
combine to bring repeat customers 
to the Schlitt Hardware Co. store 


sils. The quality of our dairy sup- 
plies is the very highest. They will 
provide you with long-time. service.” 


Sometimes this store publishes two 
ads a week in the daily Bloomington 
Pantagraph, but the large ad is re- 


“ay, SCHLITT HARDWARE, "su" 

















































Signs on the outside of the building carry the message to local farmers. 


served for Friday. These ads are 
usually 2 columns wide and range up 
to 16 in. in height. Such space, of 
course, gives the store plenty of room 
for divider lines and illustrations of 
the merchandise it has for sale. This 
is an important factor in selling hard- 
ware items to farmers, says the man- 
agement, for the illustrations catch 
the interest of prospects. 


Ads on Farm Page 


The Bloomington Pantagraph has 
a special “Farm and Rural Interests” 
page, and it is on this page that the 
Schlitt farm item ad always runs. 
Ads pertaining to gifts and other 
lines are placed in other sections of 
the paper. 

The newspaper has a large farm 
following and this special page is 
widely read. Bloomington has very 
few large industries and depends 
chiefly on agriculture for its support. 
One of the world’s largest farm in- 
surance companies is located there. 
In that section of Illinois are many 
large corn and hog farms, and owners 
of these farms need and buy a variety 
of items at this hardware store. 

In his farm ads, Mr. Schlitt tries 
to give farmers an idea of the variety 
of farm items carried in stock. Simi- 
larly a sign on the buildings outside, 
which lists many of the items the 
entire store stocks, has a special list- 
ing for farm needs, which reads, 

“Supplies for the farm. Garden 
tools, hardware . . . dairy supplies . . . 
butchering supplies . . . grass seed .. . 
fence chargers . . . and tools. .. .” 

The store management is very 
proud of the fact that almost as much 
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business comes in the back door as 
does by the front door. The firm 
maintains a special parking space for 
farmers out in the rear and it is used 
a great deal. Farmers know that the 
rear door is always open and that 
there is a clear passageway into the 
store from that point. Farmers who 
use the parking lot save a lot of time 
by using the back door. And when 
they do they reach the farm displays 
much easier than if they used the 





front door, for the farm items take 
considerable space along the sides of 
the store and at the rear. 

The Schlitt store uses modern dis- 
play and lighting. There are seven 
salesmen and the town and farm 
trade is given excellent seryice at all 
times. Some of the present salesmen 
are returned servicemen, and they 
have adapted themselves readily to 
modern merchandising requirements 
in every particular. 


High Up Displays 


Poultry watering fountains feeding 
troughs, and tool boxes are displayed 
on top of wall cases at the store, with 
additional stock carried downstairs 
in a storeroom. One large table at 
the center of the store contains elec- 
tric fence units, chains, bull halters, 
and numerous farm hardware items 
that appeal to the local farm trade. 
The display is built up to a central 
supporting background which makes 
possible the showing of much mer- 
chandise. 

Another display at the rear of the 
store, against the office wall, finds an 
arrangement of saws, axe handles 
and pulleys in a very pleasing ar- 
rangement that catches the attention 

(Continued on page 123) 








Both Men and Women Patronize This Section 





Haller’s Hardware, De Kalb. Ill., has this pottery and gift shelf section up near 

the front of the store which has a high turnover rate. The store has a large indus- 

trial worker and rural trade, with many men customers. Men see the pottery 

and gifts and buy them for their wives. The wives, learning of the gift section. 
come to the store and pick out additional items for themselves. 
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Every person passing the store on the street is bound to see this paint department. 


The Entire Paint Department Serves 
As a Window Display 


j ie Eugene Hardware 


Co. of Eugene, Ore., where normally 
50 per cent of the volume comes from 
builders’ hardware and paint, has 
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The Eugene Hardware Co. features it 
at very front of store. Paint and 
builders’ hardware normally account 
for 50 per cent of the firm’s sales 


worked out a novel location for its 
paint department. This department 
occupies one corner of the main sales 
floor. Three large display windows 
furnish the outside walls for the sec- 
tion. 

“The idea has worked very well for 
us,” G. D. MacLaren, owner, says. 
“It gives us a better chance at the 
sidewalk traffic, a considerable dis- 
play advantage, and has accounted 


for increasing the department’s popu- 
larity.” 

There is but one disadvantage to 
window location, according to this 
Oregon dealer, and that is really an 
endorsement. Having the full depart- 
ment located in front of three display 
windows considerably increases the 
“housecleaning” job. 

The store is located at the corner 
of Broadway and Oak, Eugene’s two 
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The paint mixer and fireplace fixtures are shown on the other side of the 
partition which separates the paint section from the rest of the store. 


busy streets. The success of the win- 
dow location to a great extent depends 
on how clean and neat the department 
can be kept. 

For each of the display windows at 
the paint department there is a small 
base display setup running the entire 
length of the glass. Then the paint 
displayed in a decked cabinet serves 


as the back for the window. When the 
base display is changed, stock is re- 
arranged to give a fresh back setting. 

“There is another advantage to our 
present paint department location,” 
Mr. MacLaren says. “To sell paint 
you need good light and plenty of it 
so the customer can check colors and 
study color harmony charts. 


“Having the department in the 
window gives us the best light ad- 
vantage. We watch merchandise used 
in the window displays and as backs 
to see that there is no sun-fade. Cans 
and jars are turned, and as I said, 
the displays are changed often.” 

Mr. MacLaren has been in the 
hardware business in Eugene for the 
past 25 years. He is on the local 
post-war planning board, chairman 
of the school board, and a leader in 
many civic activities. But he manages 
to always have time to pay close at- 
tention to his first job of being a 
top hardware merchant. 


Optimistic for Future 


“We're an old-fashioned hardware 
store,” he said. “All during the war 
we've stuck to the conventional and 
now that post-war merchandise is 
coming onto the market, we are glad 
that we stayed ‘conventional.’ Our 
volume for 1945 was about the same 
as 1944. However, it was 40 per cent 
above an average pre-war year, say 
1939. We look for a substantial in- 
crease in volume in 1946 and 1947. 
Business in this section is in very good 
condition. There will be a big boom 
in all types of building, and, of 
course that will mean greatly in- 
creased sales at our window-location 
paint department.” 


Farmers See 'Em Then They Buy 'Em 


ARMERS like to come to the Roth 

Hardware, Champaign, IIl., for 
there they can find hand and power 
tools and other equipment they need 
to operate their mechanically equipped 
farms. Many farmers have farm repair 
shops that are fairly well equipped 
to handle many repair jobs, and they 
are usually looking for additional 
equipment to buy for them. One long 
counter at the Roth store has a display 
of tool boxes, grinding wheels, hoists, 
chains and other items that farmers 
need. Another section carries a stock 
of hand and power tools. Max Tepper, 
owner, displays such items in the cen- 
ter of the store rather than at sidewall 
locations, and he finds that this helps 
to increase sales. 

In addition to the foregoing, there 
are many items, such as axe handles, 
to be found in this section. Farmers 
are always in need of such articles and 
they know they can get them at this 
section at all times. 
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When a farmer sees this his interest is aroused. The next step is a sale. 
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Fruit Trees and Shrubs 
Grow Steady Profits 
For Reitsch Bros. Co. 


Always well kept and watered they serve to 
attract local homeowners. Lawn furniture, 
shown in natural setting, an added feature 


This spot, adjacent to the lawn, is where trees and shrubs are grown. 
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iis S, fruit 


trees and shrubs have had much to 
do with increasing traffic and build- 
ing sales for Reitsch Bros. Co. of 
Rockford, Ill. Some idea of the busi- 
ness done in these lines may be gath- 
ered from the fact that the firm buys 
shrubs in carload lots from the sur- 
rounding area. 

Even during the war period the 
Reitsch firm did an excellent business 
in these items, for people who had 
been generally restricted in purchas- 
ing items for the inside of their 
homes spent the money for landscap- 
ing their grounds. 


Worth While Sales 


The average sale on evergreens, 
fruit trees and shrubs ranges upward 
from $4, says E. A. Ringenberg, man- 
ager of the hardware department. 
Numerous customers pay $10, $15, 
$20 and more for various items. 

The firm carries a large sign out- 
side its building which says, “Buy 
now. Illinois-grown evergreens, 
fruit trees and shrubs.” Newspaper 
advertising during the spring sea- 
son also helps to call the attention 
of the public to the line. 

Mr. Ringenberg says that once a 
homeowner begins to landscape his 
premises, he likes to buy more and 
more shrubs and evergreens every 
year. He usually sticks with the store 
where he gets a good buy, where the 
trees grow well and are well formed. 

Alongside the store there is a spe- 
cial grassed area surrounded by a 
picket fence. On the green lawn are 
a number of white garden chairs and 
other pieces of garden furniture 
while numerous displays .of lattice- 
work add to its attractiveness. These 


(Continued on page 118) 











Fred McElhinney stands 
beside the airplane he 
uses in calling on his 
long-distance customers. 


a Sylvia Hardware 


Company, Sylvia, Kan., operated by 
Fred McElhinney, and his associates, 
L. D. Cooper, and Ed Kreie, will de- 
pend upon personal contacts and 
modern service to increase its hard- 
ware and implement business during 
the period just ahead. 

“Twenty years,” Fred McElhinney 
said, “in the general hardware, and 
implement business have taught us 
the value of personal contacts, and 
modern streamlined service. We 
have found both to be highly impor- 
tant factors in the steady increase in 
the volume of business at our store. 
Our problems, are perhaps somewhat 
different from those of the average 
dealer in the larger cities—you see 
ours is mostly farmer trade, with 
many of our customers living quite 
a distance from town. 


Mr. McElhinney contemplates one of his implement and repair parts sections. “While we have a complete stock 
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The firm members talk 
over future business. 
Left to right are Ed. 
Kreie, Fred McElhinney 
and L. D. Cooper. 





nal} Contacts and Modern Service” 


of general hardware, and building 
materials, we emphasize ‘everything 
for the farm,’ especially in the imple- 
ment line. We carry and sell a large 
amount of general hardware, and a 
full line of repair parts, and also 
maintain a completely equipped re- 
pair shop for the convenience, and 
service of our customers. 

“The war years with the scarcity of 
new farm equipment, and the neces- 
sity of specialized repair service 
brought into being our present re- 
pair department. Likewise, war- 
time conditions were largely respon- 
sible for the personal contact system 
which we developed, and have found 
so satisfactory. 

“Before the war, we, like many 
others, depended largely upon adver- 
tising, letters, circulars, etc., to bring 
the customers to our store. We still 
believe in extensive advertising, and 
carry our regular advertising pro- 
gram just as we did before—we also 
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Twenty years in the hardware business 
taught Fred McElhinney their worth to 
such an extent that now he calls upon 
long distance customers in his plane 


depend, to a great extent, upon the 
customer coming into the store to 
make his purchases. However, we 
have found that by supplementing 
such business by personal calls or 
contacts we have almost doubled our 
volume, and we have every reason 
to expect greater increases in the 
future. 

“For such contacts we use both the 
automobile, and a small airplane. It 
all came about this way—we have 
always. encouraged our customers to 
discuss their problems with us 
whether those problems are directly 
connected with the hardware business 
or not. As a result several individuals 


from time to time requested advice 
as to what sort, or type of insurance 
policies they should carry. 

“As a result of this demand, | 
began reading up on insurance pol- 
icies and rates, so that about two 
years ago, when one of our local in- 
surance men left for service in the 
Army, I took over his business. We 
soon discovered that the profits from 
the insurance enabled us to make 
personal calls on a number of old, 
as well as new potential customers, 
without any item of expense being 
charged to the hardware or imple- 
ment end of the business. 

“For the sake of clarity on the use 
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of a small airplane, let me explain 
that in November, nineteen thirty- 
two, I secured my private pilot’s li- 
cense and have been using a plane 
for business purposes since that time. 
Therefore, we use an automobile for 
calling on customers located near 
Sylvia, while the plane is used for 
calling on various people located at 
longer distances from the store. There 
is not a great deal of difference in 
the cost of operation in either for 
a means .of transportation in - our 
business. 

“However, the use of the plane 
sometimes enables us to deliver 
emergency repair parts in a hurry. 
I recall one such instance soon after 
we had started using the plane. One 
of our very good customers was seri- 
ously in need of certain emergency 
repair parts. He could not spare the 
time to make a trip to the store, due 
to a rush of fall farm work—he 
simply telephoned in his needs, and 
delivery was made by plane within 
a few minutes. Incidentally, on the 
same trip, we were able to make calls 
on other customers. 

“During the past two years, calls 
have been made on several of our 
old customers, and many new ones— 
especially those just moving into our 
trade territory, located quite a dis- 
tance from the store. We always 
have plenty of time to check-up, and 
discuss with the farmer his present, 
and possible future needs for hard- 
ware, implements or general farm 
equipment. Such data secured from 
the discussions is carefully tabulated, 
and listed in a cross-index file—espe- 
cially those items which seem to offer 
possibilities of a future sale. Through 
our follow-up system, we have been 
able to make many sales which other- 
wise would have been impossible— 
trade that no doubt would have gone 
elsewhere. 


Discussions Helpful 


“We have found that by a on-the- 
spot discussion with the farm cus- 
tomer, at his farm home, we are in a 
better position to really understand 
his problems and his needs. Also, 
quite often we can call his attention 
to other items which he appears to 
need, and has for one reason or an- 
other overlooked, or failed to buy. 
This too has helped to increase our 
volume of sales. 


“If the farmer has a repair job, 
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we endeavor to arrange while at the 
farm a definite date for him to bring 
the piece of equipment to our repair 
shop. This eliminates considerable 
confusion, and assures the customer 
prompt repair service. If he is buy- 
ing hardware, or farm implements, 
we also arrange for him to come to 
the store to close the transaction upon 
a definite date if possible. When he 
arrives, he will find almost every- 
thing arranged for his convenience 

-the implements he is buying are 
ready for immediate delivery and, 
if the sale is on deferred payments, 
all contracts are ready for him to 
look over and sign. This saves time 
for all, both our firm and the cos- 
tomer. 


Well Arranged Stock 


“Here in the store we endeavor to 
carry out our idea of modern service, 
by having our general stock arranged 
to the best possible advantage. In 
this way we can readily supply the 
needs of our customers, quickly and 


efficiently—while at the same time 
the customer is able to look over the 
stock and possibly decide upon addi- 
tional items to purchase. Likewise, 
we fully appreciate the value of 
proper window displays—with win- 
dows well lighted, and containing 
suggested items which our customers 
use every day around their homes. 
Such window displays are changed 
often, and we constantly try. to work 
out unique, yet practical ideas in 
order to- attract the attention of our 
customers. 

“Let me say right here, that the 
business magazines, and publica- 
tions have proved of tremendous 
value to us through the years in the 
development of the Sylvia Hardware 
Company. We have obtained in- 
numerable ideas from them for ar- 
rangement of stock, window displays, 
etc. They are indeed, a great medium 
of exchange of ideas between hard- 
ware dealers over the country. 

“Speaking of display, since we 
specialize in the sale of implements 

(Continued on page 127) 








Light Backgrounds Show Off Steel Goods 


HE Refior Hardware Co., Ottawa, 
Ill., gets more sales at its steel 
goods section placed against a light 
wall background at a wall area near 
the center of the store, than when the 
department was placed farther back 
in the store. 
The light-colored background makes 
the tools stand out sharply where they 


attract the attention of many farmers 
who patronize the store. The new loca- 
tion also brings the steel goods before 
a larger percentage of store traffic than 
formerly, a factor which affects sales 
considerably. A wide rear entrance is 
also available for steel goods purchas- 
ers who wish to load into cars or trucks 
in the alley. 





This light background gives added prominence to the goods displayed. 
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The Co-ops Are Not Wholesalers for Surplus 


Goods, Says War Assets Corp. 


Agency classifies them as “large” retailers thus 
prohibiting them from wholesale discounts in 
the purchase of surplus property. Possibility 
of revocation of decision held to be slight 


‘ie co-operatives have 


suffered their first real set-back in of- 
ficial Washington and are hopping mad 
about it. Given the status of legitimate 
wholesalers by practically all govern- 
ment agencies, as well as a consider- 
able segment of industry, they were 
dealt a severe slap in the face by the 
Surplus Property Administration, now 
the War Assets Corporation, when that 
agency, in setting up price and distribu- 
tion policies for surplus consumer 
goods, classified co-operatives as “large” 
retailers, which prohibits co-operatives 
from obtaining traditional wholesale 
discounts when buying surplus prop- 
erty. 

Recognizing that this might be the 
first step in curbing their activities, the 
co-operative organizations have already 
tried to apply pressure on the War 
Assets Corporation and are reportedly 
organizing a campaign in Congress to 
have this status changed. 

However, it is not likely that they 
will have much luck, since the price 
policies of the War Assets Corporation 
were set in accordance with the surplus 
property act which discriminates in 
favor of the small, independent retailer. 

The order which has aroused the ire 
of the co-operatives is Special Order 24 
entitled “Pricing and Distribution Poli- 
cy for Consumer Goods.” This order 
was strongly supported by the House 
and Senate Small Business Committees. 


Three Price Categories 


This order sets up three price cate- 
gories for the sale of consumer sur- 
pluses: 

1. A net price which applies to in- 
dependent retailers. 

2. A price to wholesalers, which 
grants this class of buyer traditional 
discounts for the product being sold, 
ranging from 15 to 30 per cent, to com- 
pensate for the distributive function to 
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By EUGENE J. HARDY 


Washington Bureau 
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* * * 


be performed by the wholesaler, taking 
into consideration the type of goods, 
the turn-over potential, the cost of care 
and handling, the value and the quan- 
tity offered. 

3. Conceding the claim that co-opera- 
tives, chain stores, and mail order 
houses perform an intermediate dis- 
tributive function, the order classifies 
this type of buyer as “large” retailers 
and grants them a discount of not 
more than 5 per cent from the net price. 

This order also establishes minijgum 
quantities of the goods to be sold and 
says that precedence should be given 
to orders received from small retailers 
and from wholesalers who serve small 
independent retailers. 


Effect of Order 


The administration of this order, in 
effect, forces the sale of consumer sur- 
pluses through wholesalers to the ad- 
vantage of small retailers and the dis- 
advantage of the co-operatives, chain 
stores, and mail order houses—a prima- 
ry principle of the former Surplus Prop- 
erty Administrator, W. Stuart Syming- 
ton. This is accomplished in the fol- 
lowing manner: 

1. The minimum quantities set are 
generally too large to permit the inde- 
pendent retailer, usually served by 
wholesalers, to buy, but not so large as 
to prevent the established wholesaler 
from participating. 

2. The size of the minimum quanti- 
ties also discourages the co-operatives 
and other “large” retailers from too 
wide a participation in surplus prop- 
erty programs, because of the 5 per 
cent discount permitted this group. 

Officials at the War Assets Corpora- 


tion are of the opinion that the average 
small, independent retailer would rather 
buy from his normal wholesale source 
of supply than deal directly with the 
Government. In this manner, the whole- 
saler assumes much of the responsibili- 
ty for care, handling, storage and other 
problems which might prove insur- 
mountable to the small merchant. 
The co-operatives fired their opening 
guns at Special Order 24 at a meeting 
with surplus property officials in Wash- 
ington, Jan. 15 and 16. The stated pur- 
pose of the meeting was to acquaint 
representatives of the co-operative 
wholesale organizations with the poli- 
cies and procedures of the surplus 
property program, to discuss problems 
of interest to the group, and to obtain 
the co-operatives’ suggestions and rec- 
ommendations for facilitating the flow 
of surplus goods through co-operative 
organizations. While this may have 
been the purpose of the meeting on the 
part of the government, the only thing 
that interested the co-operatives was 
obtaining recognition from the War As- 
sets’ Corporation as legitimate whole- 
salers. They have failed miserably to 
date, but not without creating a divi- 
sion within the War Assets Corporation. 


Order Discussed 


At the request of the co-operative 
wholesalers, Special Order 24 was 
placed on the agenda for the meeting. 
Merritt C. Penticoff, assistant adminis- 
trator in charge of surplus consumer 
goods disposal, discussed this order 
fully with those attending the meet- 
ing. 

As has been pointed out, Regulation 
24 indicates that distributive whole- 
salers and retailers operating together 
under a common ownership are to buy 
as retailers. Associations of retailers 
which set up a buying office and dis- 
tribution warehouse as a _ wholesale 


(Continued on page 116) 











Six, ope 


Improved Displays 
Bring 25 Per Cent 
Increase in China 


And Gift Section 
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Coleman Hardware Co. of Kelso, 


revamps e 
well illuminated 
to swell the traffic of the store 
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n-top display tables give added prominence t 


o these lines. 


Ds and improved 


arrangement for inside displays for 
the china, glassware and gift depart- 
ment, and more emphasis on good 
housekeeping have substantially in- 
creased sales for the Coleman Hard- 
ware Co. of Kelso, Wash. This de- 
partment is under the management 
of Mrs. J. H. Coleman (wife of the 
owner) and Mrs. Claude Ash. 


Wall Displays 


The center of the wall display is 
arranged under a plastic, metal 
trimmed canopy, 21 ft. long, curved 
in at each end, and the bottom rim of 
the canopy 6 ft. 11 in. from the floor. 
Indirect lighting under the canopy 
throws illumination evenly over the 
entire display. 

The center display under the 
canopy is arranged to give a shrine 
effect. A white plastic backboard 
forms the background. To this are 
fastened four plate-glass shelves. 
8 in. wide and 24 in. long. On each 
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side of the center backboard: are three 
glass shelves, same size, but at a dif- 
ferent height. 

On each side of the center triple 
shelf arrangement are four wooden 
shelves. These are of various lengths, 
ranging in width from 7 in. for the 
top shelf to 14 in. for the bottom one. 


Display Tables 


To complete the department, run- 
ning along in front of the wall dis- 
plays are six island type, open top 
display tables. 

These island display tables are 6 ft. 
long and 32 in. wide and the tops are 
waist high. On the top of the front 
are step-up glass display racks. These 
shelves run lengthwise of the tables. 
At each end of the center glass, are 
smaller glass shelves or tops. This 
gives sufficient room for placing a 
table lamp on the top shelf and a 
similar lamp on each of the lower 
side glass shelves. The entire depart- 
ment occupies a space 60 by 15 ft. 

“Since we rearranged the depart- 
ment,” Mrs. Ash says, “and have 
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Indirect illumination makes thes 


been placing more emphasis on dis- 
play and good housekeeping, we have 
had a substantial increase in volume. 

“Having the department well 
lighted, and the high-light center on 
the alcove display, naturally draws 
the customer from all sections of the 
store. The display is very effective at 
night and can be easily seen from 
the sidewalk. 

“One display window is given over 
to china, glassware and gift sets, and 
this draws attention to the inside dis- 
plays, as our first island table is very 
near this window. 

“Keeping the department spick and 
span is a tough and constant house- 
keeping job but we have found that a 
little time the first thing in the morn- 
ing, again at noon, with a rearrang- 
ing of displays before closing time, 
does the job. 

“Breakage at one time was a fac- 
tor but we have overcome this by 
being more careful ourselves and also 
by immediately going to the display 
when a customer stops there. We 
have had uno broken pieces now in 
several months.” 


e sidewall displays stand out. 


Mrs. Ash believes it is conservative 
to estimate that the rearrangement of 
the department, placing the emphasis 
on display, has accounted for a 25 
per cent increase in volume. More, 
the department is showing a steady 
increase each month. 


Mrs. Claude Ash waits on a patron. 
There are plenty of them in this 
department and more every day. 
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Manufacturers Facing Wage Boosts 
May Seek Increased Price Ceilings 
Where '36-'39 Profit Structure Is Hit 


Chester Bowles now Stabilization Administrator, 
Paul A. Porter new head of OPA. President warns 
priorities and allocations will be used to prevent 
increases in prices, with strict inventory controls. 
New mandatory “materials cost increase factors” 
given in percentages, but no increase factors for 
majority of steel products at present. 


Washington Bureau 
Of Hardware Age 


EF. ALLY recognizing the 


impossibility of holding a rigid price 
line without maintaining wage controls, 
the Administration has granted permis- 
sion to manufacturers, who are faced 
with wage increases, to immediately 
apply for price relief. Previously, a 
six months waiting period was required. 
Under the terms of an executive or- 
der, issued by President Truman on 
Feb. 14, manufacturers who have had 
wage increases approved by the Na- 
tional Wage Stabilization Board may 
immediately apply for price increases, 
but only if their 1936-39 average profit 
structure is endangered, and provided 
they are not operating at an abnormally 
low rate of capacity. This latter phase 
appears to be one of the stumbling 
blocks in the order since it would pro- 
hibit immediate application for a price 
guaranteeing 1936-39 profits if a plant 
was not operating at full capacity. 


Bowles Elevated 


At the same time the President an- 
nounced the elevation of Price Adminis- 
trator Chester Bowles to the post of 
Stabilization Administrator and the ap- 
pointment of Paul A. Porter, chairman, 
Federal Communications Commission, 
to replace Mr. Bowles as OPA chief. 
Mr. Porter was formerly head of OPA’s 
rent department. Mr. Bowles has only 
been given authority to attempt to hold 
a new, but higher price level, despite 
the President’s attempt to defend this 
breakage of the “hold the line” order 
of 1943. 
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Wage increases to be approved by 
NWSB, according to the President, will 
follow the pattern of wage increases 
since V-J Day. No set figure is men- 
tioned in the executive order. However, 
increases falling within this pattern 
would range from 15 to 20 per cent, 
and from 15 to 22 cents on an hourly 
basis. 

In addition, Mr. Bowles in his new 
post has been given the authority to 
determine those classes of wage in- 
creases which may be put into effect 
without requiring prior approval by 
NWSB and without any waiver of any 
right to ask for price relief. 

Where there is no general pattern to 
follow in approving wage increases, 
provision has been made for the ap- 
proval of increases found necessary to 
eliminate gross inequities as between 
related industries, plants or job classi- 


fications. Provision has been made to 
correct substandards of living or to cor- 
rect disparities between the increase in 
wage or salary rates since Jan., 1941, 
and the increase in the cost of living 
between that date and Sept., 1945. This 
section is one of the most important 
contained in the executive order, since 
it would have the effect of setting the 
highest existing wage level within par- 
ticular industries as the maximum 
within the limits of the new wage-price 
policy as outlined by the President. 

The President also pointed out that 
the order takes into account the thou- 
sands of wage agreements reached be- 
fore and after V-J Day, but he warned 
that “the program is not to be inter- 
preted as permitting indiscriminate 
wage increases.” 


Aid to OPA Requested 


The President called upon all 
agencies of the government to aid OPA 
in carrying out the new policy and 
warned that priorities and allocations 
will be used to prevent increases in 
prices and that inventory controls will 
be strictly enforced. Congress was 
urged by President Truman to extend 
immediately the Stabilization Act, the 
subsidy program, and the Second War 
Powers Act. 

OPA officials recognizing that the 
new policy will mean the greatest ad- 
ministrative load in OPA’s history, are 
attempting to work out a plan for auto- 
matic price increases to be granted to 
manufacturers paying approved wage 
boosts. 

Meanwhile, the first indication as to 
what course would be followed in re- 
gard to steel users faced with higher 
steel prices has come out of OPA. On 
Feb. 5, OPA issued an _ important 
amendment to Supplementary Order 
119, which was not widely publicized. 
This order sets up an individual adjust- 
ment procedure for reconverting manu- 
facturers whose annual business totals 
at least $200,000. The order affects 

(Continued on page 174) 
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Here are two of the firm’s ads. Each measured two columns wide by 31 in. high. 


Ads Featuring Single Line or Item 
Catch the Eyes of Prospects 


Jordan Hardware Co. uses new copy in 
standard border so that every ad is 
easily recognized by firm customers 


cic of the 


Jordan Hardware Co., Ottawa, IIl., 
have no difficulty in identifying the 


ORDAN’S 


ESTABLISHED 1840 OTTAWA 








This advertisement of lawn seed 
is one of the big sale builders. 
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firm’s advertisement in the daily 
newspaper. 

The reason for this is that the firm 
uses a distinctive type of advertising. 
John Jordan, owner, has worked out 
a border design for his ad which 
features the firm name in white on 
black. This is a different type of 
border from that used by any other 
advertiser in the newspaper, and it 
means that the firm’s ad always 
stands out and attracts attention. 

The second feature about Jordan 
advertising is that generally only one 
item or line is advertised at one time. 
Mr. Jordan finds that this idea works 
out very well. It enables him to 
stress a single line or item, and he 


says that this results in plenty of 
sales. He does not like to confuse 
the reader by stressing too many 
prices or items. 

The store management believes in 
consistent advertising. Thus by tak- 
ing a smaller space and making it 
distinctive, an ad ‘can be published 
five or six days per week, thus reach- 
ing many customers and prospects. 
The regular type of ad measures two 
columns in width and 344 in. in 
height. Such frequent advertising 
also enables the firm to stress many 
items and lines over the period of 
several months. 

Mr. Jordan says that his store 

(Continued on page 126) 
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FOR STATIC-FREE RECEPTION 


__ Bill Gleason 


12pm. te [27° pm. 
cod I. 


THOS.cCOnRON 
HARDWARE Co. 


west B' ‘CONPRONS loca Vapirrics 


— Send in vogue 


“TILES 


-EVERY WEDNESDAY 





- Panville, 








Cards of this type, measuring 14 by 11 in., are used throughout the store and 
in strategic places throughout Danville to stimulate interest in the program. 


A, excellent volume of 


business is obtained by the Thos. 
Conron Hardware Co., Danville, Il. 
(population 38,000) as the result of 
its year ‘round radio programs which 
are tied in with consistent newspaper 
advertising. Conron’s, a retail and 
wholesale hardware concern, is lo- 
cated in a rich industrial and agri- 
cultural region and utilizes the facili- 
ties of CBS Radio Station WDAN in 
Danville, for once-a-week, noonday 
broadcasts and nightly sportscasts. 
The weekly programs are also sup- 
plemented by Conron - sponsored 
broadcasts from a county fair and on- 


the-spot, play-by-play descriptions of 
various Danville High School sports 
events. 

Bill Gleason, manager. of one of 
Conron’s retail departments, is an- 
nouncer and M.C. for “Conron’s Vo- 
cal Varieties,” every Wednesday from 
12:15 to 12:30 P.M. Recordings by 
Bing Crosby provide the entertain- 
ment for these once-a-week programs. 
Listeners are invited by Mr. Gleason 
to send their requests for Crosby rec- 
ords to mark birthdays, wedding an- 
niversaries and to cheer the sick, all 
of which adds a fine personal note to 
the program. 

Advertising on the “Vocal Va- 
rieties” program is brief and to the 


Conron’s Year ‘Round Ra 





point, yet over a 52-week period prac- 
tically every department at Conron’s 
gets considerable advertising. That 
such advertising pays the store, is 
borne out by the numerous customers 
who say, “I heard this advertised on 
‘Vocal Varieties.’” In a recent poll, 
Conron’s “Vocal Varieties,” accord- 
ing to station WDAN officials, en- 
joyed the largest listening audience 
of any program it broadcast. 


Typical Broadcasts 


Parts of some broadcasts of recent 
months are quoted herewith by per- 
mission of the Thos. Conron Hard- 
ware Co. and Radio Station WDAN. 
All Thos. Conron Hardware Co. ad- 
vertising is prepared by J. R. Whelan, 
manager of the firm, and Robert J. 
Burow, manager of WDAN. The 
broadcasts in question included the 
following comments on the store and 
its merchandise. 

(August 15, 1945) 

“Now that we are so well along in 
the canning season, you ladies must 
be needing more canning supplies. 
There are still many fruits and vege- 
tables coming in for you to can, so 
for those additional canning needs, 
go to CONRON’S. CONRON’S has a 
complete line of canning needs . 
all quality merchandise at low prices! 
You can get (brand name) Jars... 
quart size are 67 cents a dozen . 
pint size are 63 cents a dozen . 
wax top No. 3 tin cans are 49 cents 


a dozen. Go down to CONRON’S for 


at 


Popular recordings and news of the merchandise at 


the store combine to attract business to Danville, 


* 


Ill, establishment. High school sports events and 
county fair programs also aid in building volume 
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all your canning needs. (Pause) 
Here’s another item you will be inter- 
ested in... a large metal mail box 
for 45 cents. You probably have been 
needing one for some time, but 
haven’t been able to find one. CON- 
RON’S has a limited supply, so you’d 
better get yours while their stock 
lasts.” 

(November 21, 1945) 

“. . . Tomorrow is Thanksgiving 
and the first time some families have 
been together for years. You'll want 
that Thanksgiving table to look its 
best. It isn’t too late to go down to 





LIGHT BULBS 


Choice of 25, 40 
and 60-watt light 
bulbs .. . Spe- 
cially price at 


12, $1 


Plus 1a i, 
Tax 




















All Purpose Grease 


PS eer rere $1 .00 
Brooms 


Quality brooms 
that just ar- 
rived and priced 


" $1.00 


Combinets—White stoneware com- 
binets $1 
ke errr Each 












Listen to Bill-Gleason on Conron’s 
Bing Crosby Show Every Wednes- 
day at 12:15 Over WDAN 


THOS. 
CONRON 


HARDWARE CoO. 
116 E. Main St. Phone 70 




















Here is one of the firm's small 
ads. Note the small box in which 
reference is made to the program. 
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Bill Gleason at the “mike” broadcasts Conron’s “Vocal Varieties.” 


CONRON’S for the things you need 
in the line of china and glassware. 
CONRON’S is offering you fine 
(brand name) china in that beauti- 
ful old ivory pattern for $43.44 for a 
service for eight. They also have 
Limoges china in Jenny Lind and 
New Princess patterns at $16.95 for 
a 53-piece set, service for eight. If 
you're in need of a breakfast set, 
CONRON’S has a 20-piece set, ser- 
vice for four at $4.39. Another use- 
ful item you'll find in the china de- 
partment at CONRON’S is a 35-piece 
oven-proof china set in the Old 
Colonial Pattern for only $7.95. Re- 
member, ladies these will also make 
grand Christmas gifts and there are 
only 27 shopping days ’til Christ- 
mas.” 


Sports Broadcasts 


Football and basketball games of 
the Danville High School are broad- 
cast by the firm. These programs 





have large audiences and entire 
games are covered. These broadcasts 
help build goodwill for the store and 
volume for the large sporting goods 
department at Conron’s. 

In various parts of the store plac- 
ards are posted calling attention to 
“Vocal Varieties,” some of these 
placards are used in display windows 
as well. : 


Supplemental Programs 


The weekly broadcasts and sports 
broadcasts are supplemented with 
programs from the annual four-day 
Fairmount Fair, attracting farmers 
and townspeople from all over Ver- 
million County, in which Danville is 
located. Bill Gleason broadcasts news 
and events at the fair, usually starting 
at 12 noon and continuing into the 
early evening. He broadcasts a 
wealth of farm and other news, in- 
troduces officials and visitors and 

(Continued on page 123) 
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The Technique 
Of Salesmanship 


Another article in the series designed to 
help both dealer and his sales staff in 
developing the qualities necessary to do 
a successful selling job. Here the author 
discusses a frequently overlooked asset 


By KARL S. BOWMAN 


Part 3 


Good English 


a... on the list of 


requirements for the retail saleman 
is the easy and habitual use of good 
English. Crude or ungrammatical 
expressions and slang phrases are 
entirely out of place in talking to 
customers. 

Even though the customer may 
himself be uneducated and make 
errors in his own speech, he will 
unconsciously have a greater respect 
for you, and place you on a higher 
plane if you speak grammatically. 
While, if he is an educated person, 
crude and careless speech will grate 
upon him and unconsciously repel 
him. 


A Matter of Habit 


It’s not merely a matter of the 
amount of formal education you 
may have had. We’ve heard college 
graduates whose everyday conversa- 
tion sounded as though they’d never 
learned even the elements of English 
grammar, and other men who may 
never have gone beyond the fifth 
grade of elementary school but whose 
speech is that of cultured gentlemen. 

Given a knowledge of the rudi- 
ments of grammar, the use of good 
English is mostly a matter of habit, 
and the surest way to acquire that 
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highly desirable habit is constant 
association with people who, them- 
selves, use good English habitually. 
If you are accustomed to being in 
the company of people who speak 
correctly—and especially if you at 
first try to pattern your speech after 
theirs—you will find your own gram- 
mar and vocabulary improving. And 
what is more, grammatical speech 
will become such a habit that you'll 
employ it unconsciously, without hav- 
ing to stop and think before putting 
a thought into words. 


Just as we can fall into careless 
habits through constant association 
with ignorant people, so we can fall 
into good habits by associating with 
those whom we wish to resemble. 

Reading good books, noticing the 
author’s choice of words (especially 
if you look up in the dictionary those 
whose meaning you don’t know), 
and observing the way he puts them 
together into sentences, are also help- 
ful in acquiring the habit of good 
English. So, too, is listening atten- 
tively to good speakers with partic- 
ular attention not only to what they 
say, but how they say it. 

Even better is to take a course in 
public speaking where you not only 
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will hear, but even more important 
will have to practice the use of good 
speech. In addition to the value of 
this practice under competent super- 
vision in the use of correct English 
—and practice, after all, is the best 
teacher—public speaking will help 
you to increase your effectiveness 
in addressing the customer. 


Public Speaking 

Public speaking helps you to build 
up your vocabulary, to look straight 
at the person to whom you are talk- 
ing and not to mumble, or let your 
voice fade out on the last two or three 
words of a sentence, making it neces- 
sary to repeat what you said because 
the other person did not understand. 

It teaches you to speak slowly and 
enunciate each word plainly. It ac- 
customs you to express yourself 
fluently and to use the proper words 
to convey your thoughts to another 
person so that there is no doubt in 
his mind as to what you mean. 

Your course in public speaking 
will teach you to pick out some 
simple word that is not frequently 
used by the average man, study it 
thoroughly, learn its exact meaning 

(Continued on page 122) 
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DEALERS NEED BALANCED 
SPORTING GOODS STOCK 


Remington Movie 
“The Swing to Sports” Shows Why 


BRIDGEPORT, CONN., February 28, 
1946. The new Remington sound motion 
picture, ‘“The Swing to Sports,” by show- 
ing the rising interest in sports in this 
country, emphasizes the need for enter- 
prising dealers to carry a well-balanced 
sporting goods stock. 

It also points out the need for a well- 
trained, experienced sporting goods sales- 
man. Sports enthusiasts naturally look 
to their dealer for advice, and the sport- 
ing goods salesman shouid be well enough 
informed to supply the information his 
customers want. 

‘**The Swing to Sports,” which was pro- 
duced in cooperation with the National 
Retail Hardware Association, is narrated 
by radio’s famous sports announcer, Bill 
Stern, andshows how a sportsdepartment 
can be successful and profitable. 

Jobbers and dealers will find this new 
film valuable in developing their sporting 
goods departments to insure a rapid turn- 
over. If you would like to arrange to 
show this new picture, or if you wish a 
folder describing the film, write Promo- 
tion Division, Remington Arms Com- 
pany, Inc., Bridgeport 2, Conn. 
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“Don’t worry about him till he gets a 
Remington! He can’t hit a thing with 


that pea-shooter he uses.” 
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THE 
MAN 
WITH THE 
BIG 
BOOK 


Periodically, a man walks into your 
store with a big book under his arm. 
The book represents scores of manu- 
facturers’ lines, and thousands of 


ness. 
The man who carries the book is 
one of yourbiggest assets. His talents 
lie in many fields—selling, sales pro- 
motion, merchandising, advertising, 








items vitally important to your busi-" 





window displays and store traffic. His 
advice means money in the bank 
for you. ’ 

So the next time the man with the 
big book walks into your store—to 
help furnish the products and ser- 
vices that will keep customers return- 
ing—remember, if you will, the grand 
job the jobber’s salesman is doing 
for you. 








REMINGTON MODEL 513T AVAILABLE FOR TARGET SHOOTERS 







BRIDGEPORT, CONN., February 28, 
1946.There are undoubtedly some small- 
bore target shooters in your community 
who form a ready market for 22 target 
rifles and ammunition. For new clubs 
and new target shooters, the Rem- 
ington Matchmaster Model 513T 22 
target rifle, which is now available in 
limited quantities, is an ideal, accurate, 
moderately priced target rifle. From 
butt-plate to muzzle, the Model 513T 
reflects precision workmanship for un- 
failing accuracy. It is equipped with ad- 
justable front and rear sights, the new 
Remington easy-operating bolt, adjust- 
able front sling swivel, and detachable 
six-shot magazine. It has an adjustable 
trigger, smooth, crisp, short trigger 
pull. The high, thick comb runs straight 
back to the heel of the stock to enable 




















the eye to find the sight quickly and 
hold the aim easily. Complete in every 
detail. Weighs about nine pounds. Every 
desirable feature for match shooting in 
all positions. 


Sell the target shooters in your area 
the Remington Model 513T. 





Matchmaster is Reg. U. S. Pat. Off. by Remington 
Arms Company, Inc. 
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Display’s the Thing That Helps Sell 
Tableware and Pottery 


Holliday Hardware Co. features lines 
on both main floor and balcony. Scale 
and bulletin board real sales aids 


This informal table, set with pottery and silver, is always featured on 
the balcony. The table is always there but its settings are changed. 


“TL 
ABLEWARE sales at 


present are limited only by our abil- 
ity to obtain merchandise,” says 
V. M. Rand, buyer and manager of 
the table and houseware department 
of the Holliday Hardware Co., Santa 
Barbara, Calif. “Take for example a 
recent small shipment of china we re- 
ceived. Before it was even unpacked 
a customer came in seeking some of 
this line, and upon being shown a 
sample, promptly wrote a check for 
$120 and took the entire order. Our 
sales of china are excellent whenever 
we can receive any shipments. 


Windows Do the Job 


“It is not really necessary to ad- 
vertise our tablewares, due to the fact 
that backless windows permit a full 
view of the china and glass from the 
outside, and merchandise is still so 
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scarce that it is snapped up immedi- 
ately, but we know that this condition 
will not prevail indefinitely, and we 
want the public to, always think of us 
when in the market for china, pottery 
or glass, so we use radio regularly— 
a spot announcement giving our 
name, address, and usually some item 
of new, standard or sale type. 


Balcony Displays 


While the china, crystal, and art 
pottery are shown on the main floor, 
a large portion of the store’s U-shaped 
balcony is given over to the more 
popular priced pottery, both for table 
and cooking use. Close to the balcony 
railing are tall sidewall cases in which 
both table and art pottery are dis- 
played. This is effective, as the en- 
tire series of cabinets can be see from 
the main floor, and gives visitors an 
idea of the large quantities of table- 
wares carried by the firm. 


“A pair of scales, standing in the 
lobby, have brought more publicity 
and trade than any other medium of 
advertising we have employed,” says 
Mr. Rand. “Aside from their institu- 
tional value—everybody knows the 
scales—they serve to call attention to 
certain items we wish to move. Be- 
side them is a blackboard, on which 
a different special is chalked each 
day, and this meets the eye of every- 
one who is weighed. 


Table Always Set 


“In the balcony pottery section there 
is always a table set for an informal 
meal. This is changed frequently in 
order to show the different patterns 
and combinations of colors. Another 
table features small pottery animals 
and figures for table decoration. One 
table is left bare, save for a cloth, in 
order that it may be set to show a 
prospective buyer just how certain 
combinations of pottery and glass will 
look on her own table. 

“We link up with different days 
and weeks—National Baby Week, 
Mother’s Day, Father’s Day and 
Washington’s Birthday — featuring 
merchandise especially appropriate 
for that occasion, so that people think 
of us instinctively when in the market 
for tableware for any person or any 
event. We make a special play for 
baby business, tying in with the na- 
tional advertising of Baby Week in 
May. All during the week we have a 
display of all the merchandise we 
handle for babies and young children 
—baby sets, play pens and toys— 
grouped in a special section near the 
front of the store. On the wall are 
hung National Baby Week posters, 
and pictures of babies and children 
of many different nations. In our ad 
we call special attention to our baby 
sets—knife, spoon, plate and mug, 
and a number of these of different 
types are shown in our baby booth.” 
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True Temper Toots... 
THE BACKBONE OF HARDWARE 


Distributed by: Selected Hardware Jobbers in every State. 
Advertised in: America’s finest magazines, directing con- 


in the sumers to see and buy in their Home Town Hardware Store. 
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TRUE TEMPER HAMMERS: 
The Dynamic Line — Bal- 
anced power for driving 
and pulling. 


TRUE TEMPER HATCHETS: 
The famous Tommy Axe, 
Tomahawk and Dynamic 
Hatchet — Power Centered. 


TRUE TEMPER AXES: The 
Perfect and Flint Edge — 
Preferred above all others. 


TRUE TEMPER SHOVELS: 
Solid Shank and Forged 
Shank Dynamic. Both taper 
forged in one piece from 
a bar of steel. 
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TRUE TEMPER STEEL 
GOODS: For over 100 
years —‘“The Standard of 
Comparison.” 


TRUE TEMPER RODS 
AND BAITS: The Rod 
of Champions —The Lure 
of Experts. 


TRUE TEMPER HEDGE 
& PRUNING SHEARS: 
The complete line. New in 
design, value and utility. 


TRUE TEMPER SCYTHES, 
WEED and GRASS TOOLS: 
The only line produced by 
modern methods, with mod- 
ern equipment. 











Plumbing Goods, Dairy and Barn Equipment 
For Late March Display Windows 














BATH ROOM 
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DAIRY AND BARN 
Equipment 
WINDOW 


MERCHANDISE: Cow stan- 
chions, stalls, water bowls, 
milkers, cream separators. 
milk pails, milk cans, cream 
cans, strainers, filter disc, 
separator oil, dairy cleaner, 
bottle brushes, glass churns, 
milk can brush, milk stools, 
dairy scales, etc. 

BACKGROUND: All panels 
of white corrugated material 
or painted wallboard. Cut- 
out letters of black material. 
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PLUMBING GOODS 
WINDOW 


MERCHANDISE! Medicine 
cabinets, lavatories, closet 
combinations, toilet seats, toi- 
let bowl cleaner, bowl brush- 
es, bath room heaters, soap 
dishes, towel bars, glass 
shelves, toilet paper holders, 
tank balls, tank floats, traps, 
basin stoppers, faucet wash- 
ers, faucets, sink plungers, re- 
seater tools, etc. 

BACKGROUND: All panels 
of white tile board or painted 
wallboard. Cut-out letters of 
black material. 
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TEA 
KETTLE 


Jane Dunbar is telling your customers 
about her lovely cooking glass in ad ver- 
tisements now appearing in leading 
magazines with circulation of more 
than 14,000,000. 





ae _—— 


FEBRUARY 28, 1946 


zy to ae 
. \N How ie 


DOUBLE 
ROR Ga 


VACUUM 
COFFEE MAKER 


JANE has a good recipe and the proper 


ingredients in the right quantities. A 


quality line of cooking ware, popularly priced, nationally advertised, 


with lots of eye appeal to attract women shoppers. Housekeepers 


like Dunbar cooking glass because it is attractively designed, durable 


and easy to clean. Display it on your shelves and counters. For 


quick sales at good profit, cash in on the demand for Dunbar NOW. 


DUNBAR GLASS CORPORATION 
DUNBAR, WEST VIRGINIA 


1107 Broadway, New York 10 1836 Euclid Avenue, Cleveland 15 1556 Merchandise Mart, Chicago 54 


REPRESENTATIVES — BALTIMORE 1: 
John A. Dobson & Co., 110 Hopkins Place. 
DETROIT 26: B. F. Feldner, 1229 Tuller 
Hotel. LOS ANGELES 14: Geo. H. Miller & 
Son, 656 S. Los Angeles Street. LOUISVILLE 
2: Geo. R. Espin, 207 Norton Building. NEW 
YORK 11: John L. Pasmantier & Sons, 5 West 
20th St. PORTLAND 4: Holt Berni, 456 Sher- 


lock Building. SAN FRANCISCO 7: Collins, 
Groth & Johnson, 324 Fifth St. SEATTLE 1: 
Holt Berni, 102 Terminal Sales Building. 
CANADA: J. K. MacLeod & Company, 90 
Sherbourne St., Toronto, Ontario. 

EXPORT SALES REPRESENTATIVE: The 
American Steel Export Co., Inc., 347 Madison 
Ave., New York 17, N. Y. 
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The Co-ops Are Not Wholesalers 
For Surplus Goods, 
Says War Assets Corp. 


(Continued from page 103) 


establishment to pool their buying for 
economic reasons and to get quantity 
discounts are retailers under the regula- 
tion. Mr. Penticoff pointed out to the 
co-operative representatives that, in 
most cases, the wholesale co-operatives 


| are owned by the retail units they serve. 


This being the case, the retail units as- 


| sume the merchandise risk on all pur- 
| chases by the wholesale units. There- 
| fore, Mr. Penticoff said, the wholesale 
| units are merely buying offices and dis- 


tribution warehouses for the retail units 
which own them. 


Order Must Conform 
He also emphasized that the order 
must conform to specific legal require- 
ments which are clearly stated in the 


| Surplus Property Act rather than com- 


mon practice in the trade. The Act 
sets a pattern of distribution for sur- 


| plus property and specific objectives to 
be attained. 


Mr. Penticoff maintained that the 


| situation of wholesale co-operatives is 


comparable to that of buyers for chain 
store distribution, and large retailers 
and voluntary associations of retailers 
whose buying offices buy normally at 


| the wholesale level. Moreover, Mr. 


Penticoff believed that price is the con- 
trolling factor; he stated that he had 
not seen any evidence to indicate that 
co-operatives are not buying surplus 
goods which are priced attractively. 

On the other hand, the co-operative 
members believed that, on the basis of 
functions performed, the wholesale co- 
operatives should be ih the same classi- 
fication as independent wholesalers. At 
any rate, they said, unless and until 
the present situation is clarified co- 
operatives will not be willing to handle 
surplus property even though the price 
is attractive. 

To support their case, the co-opera- 
tive members outlined the types of 
services performed by wholesaler co- 
operatives. These services include, they 
said, purchasing for large numbers of 
local retail co-operatives which, in turn, 
sell to the actual consumer; supplying 
of storage and warehousing facilities; 
and even sending salesmen into the ter- 
ritory to conduct educational cam- 
paigns. They also pointed out that the 
wholesale co-operatives may sell to in- 
dependent outlets as well as to associa- 
tions owning stock in the organization 
and emphasized that member co-opera- 
tives buy from the wholesale co-opera- 


tive on a purely voluntary basis. In 
addition, they said, not all co-operatives 
are alike in corporate structure, in types 
of services rendered, or in operating 
practices. 

The co-operative members emphasized 
that the trade in general recognizes 
these organizations as wholesalers and 
that other government agencies such as 
OPA and RFC have classified the 
wholesale co-operatives the same as in- 
dependent wholesalers. Jt was their 
contention that departure from that 
classification by the War Assets Corpo- 
ration may have serious repercussions 
on the future of co-operatives. They 
stated that they are more interested in 
retaining their status than in qualify- 
ing for the discount and other advan- 
tages under Special Order 24. 

At this point, William C. Heckendorn, 
Washington representative of the Na- 
tional Council of Farmer Co-operatives, 
brought up a letter written on the legal 
interpretation of the status of co-opera- 
tive organizations under Special Order 
24. One the basis of that letter, specific 
instructions were issued to regional sur- 
plus property offices to the effect that 
co-operatives performing wholesale 
functions should be accorded the same 
treatment as independent wholesale 
houses. This principle has been car- 
ried out. However, what the co-opera- 
tives want would amount to what would 
be the classifying of practically all co- 
operatives as wholesalers. 


To Submit Briefs 


Since differences could not be recon- 
ciled at the meeting, government legal 
counsel proposed that each of the or- 
ganizations submit a brief describing 
in detail the functions performed, oper- 
ating practices followed, and giving the 
details of corporate structure, etc. On 
the basis of these reports WAC would 
study the facts and take whatever action 
is justified. 

It will be interesting to see whether 
the co-operatives have sufficient power 
to bring about a change in this order, 
thereby flouting the dictates of Con- 
gress as expressed in the Surplus Prop- 
erty Act. 

A short time after the meeting an 
amendment to Special Order 24 was 
prepared, which would have given the 
co-operatives everything they wanted. 
There was considerable pressure behind 
this amendment, and as has been point- 
ed out by Congressional sources there 
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was undoubtedly additional backing for 
it from other groups. 

However, representations from trade 
association groups, ably backed by the 
House Small Business Committee, have 
effectively killed this amendment. The 
only change to be made in the order 
will permit the sale of small lots of 
goods, damaged items, military items 
not of a character in general civilian 
use, items requiring reprocessing, items 


to be used for industrial purposes and | 


not to be resold in their original form, 
or items for export not critically need- 
ed in the domestic economy, under spot 
sale procedures, sealed bid, negotiation 
or public auction. This will serve to 
make the order more flexible, since in 
its original form it requires the setting 
up of sales programs for practically 
all items. 


Gained One Ally 


The co-operatives did gain one ally 
at the meeting in the person of Col. 
John S. Cooke, vice-president of Con- 
sumer Goods in the War Assets Corpo- 
ration. 

In reply to questions raised by Colo- 
nel Cooke, the co-operative members 
stated they favored the complete elimi- 
nation of sales on the basis of trade 
levels. They added that they would be 
willing to buy surpluses sold on a one- 
price basis as is done in capital and 
producer goods. It was also their opin- 
ion that the majority of items in the 
consumer goods category could be 
handled in accordance with the policies 
that have been followed by the Recon- 
struction Finance Corp. in the disposal 
of capital producer goods. Since the 
policy was to their liking the co-opera- 
tives reported little difficulty in buying 
surplus capital and producer goods. 

Colonel Cooke, who formerly was 
Deputy Director of the Capital and Pro- 


ducer Goods Division in RFC, then | 
proposed handling surplus consumer | 


goods by following the pattern used in 
the disposal of capital and producer 
goods. This prospect was quickly seized 
upon by the co-operative members, pro- 
vided a further concession was granted, 
that is, setting of unit lots so that sell- 
ing costs would not be prohibitive to 
them. 





While it seems reasonable for Colo- | 


nel Cooke to want to carry over policies 
he used in RFC, observers believe that 
he was overstepping his authority when 
he told the co-operative members that 
the proposed handling of consumer 
goods on a basis comparable to pro- 
cedures used for disposing of capital 
and producer goods would not discrim- 
inate against small independent re- 
tailers. 
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There’s No Comeback When You Sell 


REG Uv S PAT OFF 





FLUORESCENT STARTERS 


No, there’s no comeback when you sell 
G-E Watch Dog Starters, but there is plenty 
of customer satisfaction, and you can be sure 
of repeat business. And the reason is simple 
—you are giving your patrons a starter they 
know will help keep their fluorescent light- 
ing in tip-top condition. 


Watch Dogs have become favorites with 
users of fluorescent illumination because they 
start lamps properly, in a way that assures 
maximum lamp life—because they eliminate 
flickering of worn-out lamps—because they 
conserve their own life and protect the bal- 
last against over-heating. 


Watch Dogs are available for all conven- 
tional fluorescent lamps. There is the FS-20 
for 15- and 20-watt lamps, the FS-30 for 
30-watt lamps, the FS-40 for 40-watt lamps, 
the FS-100 and FS-102 for 100-watt lamps. 


You will keep old friends and gain many 
new ones for your fluorescent business if you 
make sure that Watch Dogs move from your 
counters to your customer’s fluorescent lamps. 
For additional information, write to Section 
G263-29, Appliance and Merchandise Dept., 
General Electric Company, Bridgeport, Conn. 


















"Stecna RED SWIVEL 


TRACE CHAINS 


Soon these famous traces with the eye- 
catching Red Swivel, appearing in win- 
dows and on counters, will sell again to 
enthusiastic customers. By April 1946, 
popular fast-selling Red Swivel Traces 
should be making money for you again. 


ees 


LOG CHAINS 


No. 120 with Grab Hook, Slip Hook 
and Swivel. This standard merchandise 
should be available to you early in 1946. 
It will then be furnished in any of four 
lengths from 10 to 16 feet. Finish: Self- 
colored, bright, blacked or coppered. 


TIE OUT CHAINS 


BUCKEYE OR BROWN PATTERN 


Four lengths: 20, 30, 40, 50 feet. Assem- 
bled with swivels every 10 feet. Finished 
Bright or Bright Galvanized. Packed 
individually in cloth bags or in cartons. 
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CLEVELAND CHAIN & MFG. CO. 
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The co-operative members also ex- 
pressed keen interest in the public bene- 
fit program, under which surplus prop- 
erty is disposed of to educational or 
public health institutions at a discount. 
They told government officials that 
there is an urgent need for certain 
types of equipment for educational and 


| health purposes in rural areas and that 
| they would undoubtedly be interested 
| in procuring equipment under this pro- 
| gram provided they qualify for the dis- 
| count. 


Some of their objections, which did 


| have some merit, related to the lack 


of uniformity in operating procedures 
at the different regional offices; the 
lack of uniformity in pricing and sell- 
ing methods for different types of 
goods; the fact that prospective pur- 


| chasers do not receive notification of 
| sales in advance of the opening date of 
| the sale; and to difficulties resulting 


from the fact that many borderline 
items generally considered as consumer 


goods have been classified as capital 
and producer goods. 

The meeting was well attended and 
included representatives of the follow- 
ing co-operative organizations: Asso- 
ciated Cooperatives, Inc.; Consumers 
Cooperatives Associated; Consumers 
Cooperative Association; Cooperative 
G.L.F. Exchange, Inc.; The Cotton Pro- 
ducers Association; Eastern Coopera- 
tive Wholesale, Inc.; Farmers Coopera- 
tive Exchange, Inc.; Farmers Union 
Central Exchange, Inc.; Illinois Farm 
Supply Company; Indiana Farm Bu- 
reau Cooperative Assn.; Louisiana Agri- 
cultural Cooperatives, Inc.; Mississippi 
Federated Cooperatives; National Co- 
operatives, Inc.; Pennsylvania Farm 
Bureau Cooperative Assn.; Poultry Pro- 
ducers of Central California; Southern 
States Cooperative, Inc.; United Co- 
operatives, Inc.; Washington Co-opera- 
tive Farmers Assn.; National Coopera- 
tives, Inc.; National Council of Farmer 
Cooperatives. 


Fruit Trees and Shrubs Grow Steady Profits 


(Continued from page 99) 


items sell very well when they can 


| be displayed in such attractive sur- 


roundings for the public to see. 
Directly behind this special garden 


| furniture show spot is an area where 


the firm keeps many of its fruit trees 


| and shrubs. They are planted there 


with the roots covered with loose 


| black soil. Thus the shrubs stay in 
| fine condition during the period 
| while they await sale. The shrubs 


are watered regularly and this helps 


| to keep them in healthy condition. 


Naturally when customers see what 
care the Reitsch firm takes to keep 
its evergreens, shrubs and fruit trees 
in good condition, they are impressed 


and eager to buy, for they know that 
roots well taken care of should thrive 
when transplanted. 

The Reitsch firm is located on the 
west side of Rockford, a city of 90,- 
000 people. There are many beauti- 
ful homes in this area and home own- 
ers know that Reitsch Bros. always 
have a fine stock of quality shrubs. 
This brings many people to the store 
to buy. Because the store is located 
out of the crowded traffic districts, 
there are ample facilities for parking. 
An important highway from Rock- 
ford to Freeport, Ill. runs directly 
past the store. This location helps 
people to find the store easily. 


Here's the sign that points the way to the garden in the rear. 
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Just Among Ourselves 
(Continued from page 92) 


lose sixteen hundred dollars. 


“With another concern I 
worked for five years and 
built up the volume from nil 
to over fifty thousand a year. 
My error in this instance was 
in requesting my commission 
check on the twenty-eighth of 
the month when it should have 
been paid on the tenth, ac- 
cording to the contract. 

“Now I run into this propo- 
sition. I have been agent for 
a firm for fifteen years, going 
through the depression on 
commission, without any help 
or drawing account of any 
kind, going through the war 
when they could not make de- 
liveries. They now state that 
because of increased cost of 
material and labor, and be- 
cause the OPA will not let 
them advance their price, they 
will be forced to cut my com- 
mission from 71 per cent to 
5 per cent. 

“They are more or less reg- 
ular advertisers in your maga- 
zine and, to go further, one of 
my best sellers in this line in 
1940 sold for $1.60 per dozen, 
today’s price being $2.86. I 
know if I ‘kick’ I will lose out, 
after fifteen years of work 
building up a line of custom- 
ers, as they can get more by 
mail now than they can de- 
liver. 

“For your information I re- 
ceived three checks this morn- 
ing all due by my contract to 
be mailed out on the tenth of 
each month following date of 
shipment, and one of them was 
for November shipments. If 
they paid off their office help 
and shop workers the same 
way they pay commission 
salesmen, they would be 
closed down in a week. Yet 
we have to take all chances, 
spending our money several 
months in advance, and must 
politely ask for commissions 
when due.” 
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KWIKHEAT’S 


BUILT-IN 


THERMOSTAT 


* HEATS IN ONLY 90 SECONDS 
* MAINTAINS PROPER HEAT 
* CAN'T OVERHEAT 

* LESS RETINNING NEEDED 


* TIPS LAST LONGER 
* COOL, SAFE HANDLE 
* LIGHT WEIGHT 


*patented 


The Kwikheat Soldering Iron 

has ample reserve power for 

your soldering jobs —225.watts 

held in check by a thermostat 

built right into the iron*—main- 

taining ideal temperature for perfect 
soldering—preventing overheating 
(which causes deterioration in other 
irons) —prolonging life of tips and elimi- 
nating the need for constant retinning. Be- 
sides these big advantages, the Kwikheat Iron 

is hot, ready to use only 90 seconds after plug- 

ging in. It is extremely light (14 ounces), well- 
balanced, and has a safe, cool handle. No wonder 
Kwikheat is a sensation wherever it is used. You will 
want to stock this “hot” item. With one tip — $11.00, list. 


6 INTERCHANGEABLE TIP STYLES 


#0 Al #2 #3 #4 Cy #5 
$1.25 $1.25 $1.25 $1.25 $1.75 $1.25 


VANATTA 


THERMOSTATIC. SOLDERING IRON 


Sound Equipment Corp. of Calif.e 3903 San Fernando Rd., Glendale 4, Calif 








Widened Wage-Hour Coverage 


Requires Employer “Protection” Law 


Various court orders have extended employee coverage 
practically to all classes, including retailing. Need 
now arises for time limit on “underpayment” suits 


Dic of em- 


ployee coverage under the wage-hour 
law has reached a point where it does 
not seem unlikely that all classes of 
employees will eventually come under 
the provisions of the law. Literally 
thousands of employers, including 
certain classes of retailers who were 
previously considered as being en- 
gaged in intrastate commerce only, 
have suddenly found themselves con- 
fronted with the provisions of the law 
under various court orders. This 
clearly indicates the need for enact- 
ment of a law to limit the time within 
which employee suits for “underpay- 
ments,” liquidating damages and at- 
torney fees may be obtained under 
the law. HR 2788, favorably reported 
to the House, would establish a one- 
year statute of limitations affecting 
such suits and protect employers from 
retroactive liability if they have com- 
plied with an administrative practice 
or ruling. 


An Ilustration 


The Supreme Court decision of 
Jan. 28, in the case of Roland Electri- 
cal Co. v. Walling, etc., illustrates the 
need for Congressional action. 

In this case, the court considered 
the question of whether employees of 
the company in Baltimore, whose 
primary work consisted of the repair 
of electric motors and other electrical 
equipment used and consumed by 
manufacturing companies only in the 
State of Maryland, were engaged in 
commerce or in the production of 
goods for commerce and, if so, 
whether they were exempted from the 
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Washington Bureau 
Of Hardware Age 


wage and hour provisions of the Act 
under section 13 (a) (2). That sec- 
tion provides that the wage and hour 
provisions of the law “shall not ap- 
apply” to “any employee engaged in 
any retail or service establishment the 
greater part of whose selling or ser- 
vicing is in intrastate commerce.” 

In concluding that equipment re- 
pair work was production of goods 
for commerce under the act, the court 
relied upon the language which states 
an employee is so engaged when 
working at “any process or occupa- 
tion necessary to . . . production.” 

The court ruled that this definition 
does not require the employee to be 
employed in the production of an 
article which becomes the subject of 
commerce between the states, but 
that it is enough that the employee 
be employed, for example, in an 
occupation which is necessary to 
the production of a part of any other 
articles or subjects of commerce of 
any character which are produced 
for trade, commerce or transporta- 
tion among the states. 

The court also concluded that the 
exemptions applying to retail or ser- 
vice establishments were limited to 
sales and services “to ultimate con- 
sumers of them for personal rather 
than commercial purposes.” In effect, 
therefore, the court combined the ex- 
emptions by applying dictionary and 
other definitions of “retail” to “ser- 
vice” the greater part of which “is in 
intrastate commerce.” 

This decision will have far-reach- 
ing effect. Practically every type of 
contractor performing “local” ser- 
vices for commercial companies en- 


gaged in production might be expected 
to be treated as covered by the act. 
Other workers apparently brought 
under the act by the decision are 
automobile mechanics who rebuild 
motors for other dealers. 

Moreover, the court’s limited defi- 
nition of “retail establishments” may 
now bring under the act’s coverage 
large classes of retailers whose sales 
are clearly intrastate in nature. These 
would seem to include coal dealers 
who sell to commercial users, lumber 
and building material retailers who 
sell to building and other contractors, 
and all other retailers selling goods 
on the industrial or business market 
as distinguished from the individual 
consumer’s market. 


Subject To Suit 


Any firm now brought under the 
coverage of the act that has not fol- 
lowed the practice of paying overtime 
in accordance with the requirements 
of the wage-hour law may now be 
subjected to employee suits for under- 
payments, double damages and at- 
torney fees extending back to 1938 
unless the period has been shortened 
by an applicable state statute of limi- 
tations. 

Moreover, this same class of em- 
ployers, as well as all others brought 
under the act, face the prospect of 
being required to readjust wage-rate 
schedules under proposed amend- 
ments to the law which would estab- 
lish a 65 cent minimum wage immedi- 
ately and a 75 cent minimum at a 
later date. 
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ASUSTO-SPRAY 
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COSTS LITTLE MORE 
THAN A HOSE NOZZLE— 
LESS THAN A SPRINKLER 


A nozzle—a lawn sprinkler—and over-head garden 

sprinkler, serves each function without removal 

from the hose. The Rieger AJUSTO-SPRAY is 

made of rust-proof metal with a brass spray ajustor 

that can be operated to produce a fine, saturating 

mist or a steady stream at long range. The Rieger 

“AJUSTO-SPRAY,” in addition to its outstanding 

capabilities as a nozzle and a lawn sprinkler, can be mitting it to run directly down hose. Complete cross 
hung on a fence or a clothes line for fixed target sectional market testing assures real volume con- 
spray for flower and vegetable gardens. The grip sumer response — with its remarkable versatility 
diverts dripping water from hand and sleeve, per- offered at a retail price of only $1.39. 
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A Rieger Product— 





AS LAWN SPRINKLER AS FIXED TARGET SPRAY NATURALLY 

Adjust readily to any desired spray The Rieger Aiusto-Spray may A Guaranteed 
be hung on a fence or a clothes 

~place on the lawn and a most line for fixed target spray for Product 


effective lawn sprinkler is yours! flower or vegetable gardens. 






























48 REASONS 
FOR SELLING 


PLASTIC 
UW WAly Te 


Send for this 4-color, illustrated 
folder, ““Put the Sun to Work”, and 
see the 48 ways SuNFED and DopLex 
plastic glazing will save time, work 
and money for your customers, and 
make friends and profits for you. 
You'll learn how these economical, 
“health” glazings can be sold for: 


@ Poultry houses 

@ Hotbeds and cold frames 
@ Storm doors and windows 
e Sun porch enclosures 

@ Table mats and doilies 


Folder Makes Attractive Display 
Opened up to its fullsize (12” x 18"), 


and displayed with rolis or samples 
of Sunrep and Doptex, this folder 
makes a sales-producing window or 
store display. From it, your custom- 
ers can find out about the high 
quality of SUNFED at its extremely 
attractive price. And, you can show 
them how Dop.ex, with its extra 
weight and 25% extra thickness, 
affords special protection against 
low temperatures (down to 40° 
below zero) and will last far longer 
than other laminated glazings sell- 
ing at comparable prices. 


Good Profit Makers for Jobbers 
and Dealers 


Best of all, SUNFED and Dop.iex 
afford generous profit margins, with 
good turnover, repeat sales and 
prompt deliveries. Use the coupon for 
complete information. 

Clip and attach to your letterhead 


The Dobeckmun Company 
Cleveland 1, Ohio 
Please send samples, folders and profit plan 
on Sunrep and Dorrex plastic glazing. 


Name 
Business 


Address Aecteenineeakandseenehaie 
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The Technique of Salesmanship 





(Continued from page 100) 


and then use it in your general con- 
versations the next day. 

Doing this each day, you will find 
that before long you will have a good 
sized vocabulary of excellent words 
at your command. You will be sur- 
prised how this will help you express 
yourself much more fluently than ever 
before. 

That will also help you to keep 
from getting into a grammatical rut. 
You will no longer have to use the 
same old worn out phrases and words 
day after day. 

There are many other important 
things that a course in public speak- 
ing will teach you but we cannot 
begin to enumerate them all here. 
There are too many other points to 
cover. 


Local Clubs 


For instance, along with this study, 
it is a good idea to join some service 
club, like Rotary or Kiwanis or Lions. 
There is also the speaker’s club at 
your local Y.M.C.A. or the Toast- 
master’s Club. 

In any of these, you will have an 
excellent opportunity to get on your 
feet and talk. Take advantage of it, 
if only for the practice it affords. If 
you become good at it, the rest of 
the club will notice it soon enough 
and before you realize it you will be 
making impromptu talks in the club 
as well as in other organizations. 

This, of course, necessitates think- 
ing while on your feet, the same as 
you must do during a sale and it is 
the best practice you can get. If you 
go through with this program, you 
will find it easier and easier every 
day, to talk convincingly to customers 
and sway them into buying. 

Another important point is to cul- 
tivate the proper expression in your 
voice. If you want to find out how 
important this is, go to your local 
manager of the telephone company 
and ask him for some information on 
the subject. 

He will tell you how they spend 
thousands and thousands of dollars 
to improve the voices of their oper- 
ators, and in showing business men 
how they can improve their busi- 
nesses by simply putting the right 
expression into their voices when 
talking. 





The telephone company has even 
gone to the expense of having a 
“talkie” made, that they will show to 
any group of people, free of charge, 
explaining this fact—this important 
part of talking. 

If the telephone company thinks 
that this “smile in you voice” is as 
important as this, surely a salesman 
should recognize the value of devel- 
oping it in himself. 


Expressions to Be Avoided 


And now just a word or two about 
a few specific phrases and expres- 
sions that may not be forbidden by 
the rules of grammar, but that should 
be avoided. 

Do not use trade terms like “item,” 
“number,” “line,” and “price range” 
when talking to a customer. To you, 
or to the manufacturer, a certain 
article is a “number,” but to the 
customer it’s a “style” or a “model.” 
Don’t say, “This is a good number.” 
Say, instead, “This is a beautiful 
style.” 

Do not refer to any part of your 
merchandise as “line.” Do not say, 
“Our line of saws.” Instead, say, 
“Our selection of saws.” Do not 
say, “We have these models in this 
price range.” Instead, say, “We 
have these models at these prices.” 

In short, put the customer at his 
ease by avoiding trade expressions, 
and use instead the kind of words 
that he will know and understand. 

As far as possible, say “we” rather 
than “I.” We have often heard a 
salesman say “Shall I order that 
washer for you?” “May we order 
that washer for you?” would be 
much better. It is not your own 
merchandise you are selling, but the 
store’s. 

Never use the old worn out phrases 
—You know what I mean,” or “You 
understand?” or “see,” after making 
a statement as—“You know what | 
mean, I can put this wheel on the 
skate for you, see?” Silly, isn’t it? 
If you’ve expressed yourself clearly, 
of course the customer will under- 
stand, and adding “see?” won’t make 
it any plainer. 

Watch the little niceties of speech. 
For instance, we often hear salesmen 
using the word “got,” Say “have” 
instead. 
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A still worse offense is the use of 
speech expressions as “What?” or 
“What did you say?” or just plain 
“Huh.” Always say, “I beg your 
pardon,” if you have failed to hear 
or understand what the other person 
has said. 

The list could be expanded, but 
those few examples will serve to illus- 
trate the point. 


Conron’s Year ‘Round Radio 
Program Boosts Traffic 


(Continued from page 109) 


answers questions. The fair broad- 
casts have large listening audiences 
and although these programs provide 
considerable publicity for the store, 
advertising comments are cut to a 
minimum. 

J. R. Whelan, treasurer of the Thos. 
Conron Hardware Co., states that the 
firm’s radio broadcasting costs about 
$3,000 annually, with another $3,000 
expended for newspaper and other 
advertising. He feels that the radio 
and newspaper advertising tie in very 
well together. The store uses news- 
paper space from five to seven times 
a week. One ad is usually a large- 
sized one, the other four to six are 
of one-column width. Some of these 
ads call attention to the “Vocal Va- 
rieties” program. 


Ads, Display and Service 





Attract the Farmer 


(Continued from page 96) 


of many farmers and results in addi- | 
tional sales. 

Farmers today are buying hand 
and power tools at this store in great- 
er volume than ever before. As fast 
as shipments come in, farmers are 
quick to buy them. Many of them in 
the area have established repair shops 
of their own and need tools of various 
sorts. The Schlitt management feels 
that this trend will continue for some 
time. The farmer who is handy with | 
tools can lower the overhead of farm | 
operations, especially on machinery | 
repairs. 

The Schlitt store has one of the 
finest lighting arrangements in 
Bloomington. It has excellent window 
and exterior lighting which at night | 
makes the store name and the win- 
dows stand out very clearly. Farm 
goods are shown seasonally in these 
windows as are all other lines which 
the store carries. 
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RED BRAND 


FENCE co Gach/ 


It is now becoming available, after a long absence. RED 
BRAND, with that top wire painted red, identifies “Gal- 
vannealed,”’ copper-bearing woven wire fence . . . the one 


with “out in the open’”’ proof of quality and durability. 


Many years of intensive nation-wide advertising — farm 
papers and radio — all have helped make RED BRAND 
well known to farmers in almost every community. Every 
roll of RED BRAND builds lasting satisfaction . . 


farm, in your store. 


. on the 


KEYSTONE STEEL & WIRE CO., PEORIA 7, ILLINOIS 
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American Hardware Supply Co. board of directors, left to right: William R. Ritter, Mechanicsburg, Pa.; Charles W. Scarborough, 
Pittsburgh. Pa., president: S. M. Wylie, Elizabeth, Pa., vice president; H. M. Kirk, Sr., New Castle, Pa.; H. D. Whieldon. Green- 
ville, Pa., secretary and assistant treasurer: C. S. Newcomer, Mt. Joy. Pa.; M. R. George, Mt. Pleasant, Pa.; W. R. Conaway, New 


American 


$4,320,000 


Ru. IRD breaking in 


all respects was the Victory Mer- 
chandise Fair and 36th annual stock- 
holders’ meeting of the American 
Hardware Supply Co., dealer owned 
wholesale house, held Jan. 28 and 
29, at the organization’s headquar- 
ters 41-43 Terminal Way, Pittsburgh, 
Pa. The 300 dealer-stockholders in 
attendance learned that 1945 volume 
exceeded $4,320,000, a gain of 25.7 
per cent over 1944, and that member- 
ship ngw totals 325 dealers. Total 
attendance was 576, and the lines of 
119 manufacturers were exhibited, 
only merchandise available for de- 
livery being displayed. 

Excepting time out for luncheon 
and a very brief stockholders’ meet- 
ing, the first morning and afternoon 
were devoted to merchandise exhibits, 
including numerous new lines just 
taken on by the company. Follow- 
ing the Victory Dinner, that evening, 
Charles W. Scarborough, Scarbor- 
ough & Klauss, Pittsburgh, president 
of American Hardware Supply Co., 
since its organization, welcomed deal- 
ers and their employees, congratulat- 
ing company executives and em- 
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Lexington, Ohio, and J. M. Scott, Carnegie, Pa. 


Hardware Supply Reports 
Volume at Annual Meeting 


ployees on their fine record in the 
year just concluded. 

A sound film, outlining the com- 
pany’s methods of operation, and 
explaining its policies, was exhibited 
for the first time, followed by the 
traditional platform sale of specials. 
The platform sale, the most success- 
ful yet held, included numerous items 
which are just returning to the mar- 
ket. Virgil O. Hall, vice-president 
in charge of purchases, outlined 
“Merchandise Trends in 46.” “Stick 
to Staples in *46” was the topic of 
E. A. Hastings, treasurer and assis- 


tant general manager, who also read 
the company’s financial statement at 
the annual business meeting the next 
day. The statement showed the best 
financial condition in years with the 
balance sheet reflecting a very liquid 
position and ample cash reserves for 
rehabilitation of inventory for future 
needs. H. Leslie Gould, vice-presi- 
dent in charge of sales, told of ex- 
panded markets available to mem- 
bers, as the result of contracts just 
recently entered into. 


William M. Stout, executive vice- 
president and general manager of the 


American Hardware Supply Co. management, left to right: William M. Stout. 


executive vice president and general manager: E. A. 


treasurer and 


assistant general manager: H. Leslie Gould. vice president in charge of sales 
and V. O. Hall, vice president in charge of purchases. 


HARDWARE ACE 





» read 
ent at 
> next 
e best 
th the 
liquid 
es for 
future 
presi- 
yf ex- 
mem- 
; just 


vice- 


»f the 


TREMCO Srttrodluces— 


Your Patty Pafits! 


Backed By Dealer Helps 
and National Advertising 


Contains 

24 1 Ib. cans. 
Assortment of 

colors: GREEN- 
BROWN-CREAM-BLACK 
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A IN 4 COLORS 


GREEN - BROWN : CREAM > BLACK 


Never Cracks! Never Falls Out! 
NO PRIMING - NO PAINTING OVER 


Now Your Customers Will Say: 


“No More Putty Headaches!” 


To glaze wood or metal windows, storm sash, etc., takes “just a jiffy!” 
with MASTIC-GLAZE. When a light breaks, there's no priming, no 
painting over, no smearing of glass! Just whisk clean, easy-to-use 
MASTIC-GLAZE around the glass—without priming ... use it in a color 
to match the paint on the sash and PRESTO!... the job is finished! ... 
clean and long-lasting! ’ 

The name TREMCO MASTIC-GLAZE means there is no better glazing 
compound. Your customers will ask for MASTIC-GLAZE because it comes 
IN COLORS and is so easy to use! 

GET YOUR DISPLAY BOX ON THE COUNTER AT ONCE! 
Eye-appealing, sales-compelling display box contains 24 | |b. cans of 
MASTIC-GLAZE in 4 colors, each can label printed in same color as 
contents for quick identification! Also sold in 5 lb. cans. For dealer's 
own glazing work, MASTIC-GLAZE is sold in 25 |b. pail. 


SEND FOR FREE SALES HELPS! 


Don't delay! Write to us NOW for FREE literature, FREE mats and 
electrotypes! Plan now to advertise MASTIC-GLAZE IN COLORS in your 
local newspapers, in handbills, etc. 


SOLD EXCLUSIVELY THRU JOBBERS 


THE TREMICO INANUFACTURING CO. 
8701 Kinsman Road « Cleveland 4, Ohio 

























































































New Sales 
Opportunities 


After six years’ experience 
in making various kinds of 
plastic moldings for other 
manufacturers and spe- 
cializing in the most difficult 
jobs, we are announcing 
our own line of plastic 
household items — funnel 
combinations, fruit juicers, 
tumblers, shaker sets, sink 
strainers, etc. 


The articles are made only 
of virgin materials and 
molded with extreme care. 
They are uncommonly 
smooth and free from mold- 
ing marks, laminations and 
defects of any kind. Of 
beautiful lustrous finish, 
they are in addition tough 
and durable. 


They sell on sight and 
repeat profitably. Ask for 
plastics folder, A-l, giving 
full descriptions, colors, 
etc., and prices. Benefit by 
these new opportunities 
for volume and profit. 


PLASTICS DIVISION 


The VLCHEK TOOL Co. 


3001 EAST 87th STREET CLEVELAND 4, OHIO 








| company, in his talk, “Progress of 













Decay,” forecast a sales expansion 
far above the more than $4,320,000 
volume of the past year. He traced 
the company’s growth, under its pres- 
ent management, and pointed out that 
the company now employs 120 peo- 
ple. 

Charles W. Scarborough was re- 
elected president of the company. 
S. M. Wylie, Elizabeth, Pa., is vice- 
president and H. D. Whieldon, 


| Greenville, Pa., is secretary and assis- 


Directors of the com- 
Messrs. Scarborough, 


tant treasurer. 
pany are: 





Wylie and Whieldon; J. M. Scott, 
Carnegie, Pa.; C. S. Newcomer, Mt. 
Joy, Pa.; W. R. Ritter, Mechanics- 
burg, Pa.; H. M. Kirk, Sr., New 
Castle, Pa.; M. R. George, Mt. Pleas- 
ant, Pa., and W. R. Conaway, New 
Lexington, Ohio. 


William M. Stout continues as ex- 
ecutive vice-president and general 
manager and E. A. Hastings as trea- 
surer and assistant general manager. 
H. Leslie Gould is vice-president in 
charge of sales and V. O. Hall is 


vice-president in charge of purchases. 











Ads Featuring Single Line or Item 
Catch the Eyes of Prospects 


spends from $100 to $125 per month 
on newspaper advertising and that 
it is a fine trade-builder. He states 
that these single item ads really bring 
in more business because they are 
featured and not buried in a larger 
ad with other items. 

The firm has a large business on 
fertilizer and seeds each year. A 


| couple of carloads of fertilizer are 


| daily 


sold annually and a few items in the 
newspaper ad on_ fertilizer 
brings the customers in from a wide 
area. The same is true of seeds, cus- 
tomers being very quick to spot when 
the first shipments arrive. 

Mr. Jordan does not believe in 
price advertising as a rule, and thus 
his ads stress lines and departments 
considerably. One item which is 
used frequently is, “Hardware for 
Industry, Farm and Home.” 

Another one that is used periodi- 
cally stresses the gift line, with copy 
saying, “There Are Many Gifts for 
All Occasions in the Hardware 


| Store.” 


Still another interesting ad reads, 
“Drop in—and Stroll around. A 
Hardware Store Is Always Interest- 
ing.” 


Billboards Featured 


Mr. Jordan also has several bill- 
boards on roads leading into Ottawa. 


| Copy stresses the fact that Jordan 
| Hardware Co. has been in business 






in Ottawa since 1840. A picture of 
one of these billboards, located near 
a state park, has been placed on a 
postcard. Mr. Jordan, his employees 
and customers of the store frequently 


(Continued from page 107) 





— 
; JORDAN 
MARDWARE 


~ OTTAWA 





Road signs of this type attract 
the local customers to Jordan's. 
This one appears on a postcard. 


mail these cards, and thus they con- 
stitute another advertising medium. 

The advertising theme is also car- 
ried out still further on the small 
envelopes the store uses for holding 
small merchandise. The firm name 
and lines carried by the store are 
printed on them and help to make 
additional sales. 


Advertising-Minded 


Mr. Jordan is advertising-minded 
and follows his program very closely. 
He checks on how his advertising 
pulls, and thus is able to judge its 
effectiveness. He instructs his clerks 
to ask customers if they notice the 
ads, and in this way gets a good idea 
of how they impress customers. 








Latest News on 


RECONVERSION 
on page 162 
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“We Will Depend Upon 
Personal Contacts 
And Modern Service” 










(Continued from page 102) 





and repair parts for two well known 
lines, we have arranged each in a 
separate department devoted exclu- 
sively to that purpose. Each is ar- 
ranged so that the customer can 
readily approach any piece of farm 
equipment and look it over as thor- 
oughly as he may desire. Sample 
repair parts are on display, with 
serial numbers and other data plainly 
written out, so the customer can de- 
cide for himself he is securing just 
the repair part he needs which saves 
time, and quite often eliminates long- 
winded discussions as to possible 
parts which are needed by the cus- 
tomer. 





Remodeling Store 


“At the present time, we are re- 
modeling our store, and enlarging 
our repair shop, in order to increase 
our service facilities. We are looking 
forward toward a large increase in 
our volume of business after recon- 
version is completed. In order to 
obtain and hold that expected in- 
crease, however, we believe we should 
be in a position to render complete, 
efficient and modern service in every 
way to our customers. 


Will Continue System 


“Likewise, we will continue our 
present system of personal calls or 
contacts, for after the first rush of 
business following reconversion, we 
believe that the hardware, and imple- 
ment trade will be largely a buyers 
market, rather than a ‘sellers’ mar- 
ket. In other words, we believe that 
if we expect to keep on increasing 
our volume of business, as well as 
hold that which we already have— 
we will need to go out and get it, and 
keep after it. 


“We feel that we must contact peo- 
ple in order to bring them into our 
store, not just sit and wait for them 
to come in. Therefore, during the 


depend largely upon personal con- 
tacts and modern service to help us 
in building up a greater volume of 
trade in the town of Sylvia and the 
surrounding area.” 
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post-war years, we will continue to | 






































TRIPLEX cap 


TRIPLEX quality Cap Screws are now 


available in all diameters up to 1” and 







lengths up to 8”. 


Furnished in Flat, Fillister, Button 







and Hex Heads. 





Immediate shipment from stock on 


tough, TRIPLEX 






many sizes—all in 
















quality. 






Save time in making out your pur- 





chase orders by using our wall chart. 





Write for your copy today. 


LEX SCREW COMPANY 
UE + CLEVELAND 5, OHIO 
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é USTOMERS will prefer doing 


business in your store if it is 

easy for them to find the 
merchandise they need. Department 
signs, direction signs and table signs 
are essential if customers are to 
quickly locate the merchandise they 
desire. 

Most modern fixtures provide a 
place for identifying the general type 
of merchandise on display in the 
fixture. The department sign is usu- 
ally placed on the flat surface just 
below the fixture top. The sign itself 
can be a piece of show card with 
hand lettering or it can be made up 
out of wood cut-out letters. 


Department Signs 


Department signs in less modern 
fixtures are usually of two types. 
There is the type that is placed on 
top of the fixture and there is another 
that is hung at right angles to it. 
The latter type can either be attached 
to the wall cabinet or hung from the 
ceiling in front of the fixture. Cards 
or cut-out letters can be used for 
these signs. 

In addition toe the signs discussed 
above, it also is important that the 
necessary direction signs be placed 
in strategic places. These signs might 
show the way to the office, rest rooms, 
elevators, basement, tin shop, emer- 
gency exist, receiving department 
and shipping department. There are 
many others, depending upon the 
size of the store and its problems. 


The Right Place 


It’s quite a trick to find the right 
place for the sign. Signs, in order to 
be seen, must be low, at eye level if 
possible. People look down more than 
up to see where they are going. 
Direction signs on the store floor 
have been worked out successfully in 
many instances. 
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Signs Show the Way 


Direction signs should be distinc- 
tive in order to attract attention. The 
copy or words must be easily under- 
stood, must be direct and decidedly 
to the point. 


Table Signs 


Table signs are generally used to 
keynote the merchandise display. 
They give the customer an idea of 
the type of merchandise that is on 
display long before he reaches the 
table. Good copy on these signs will 
attract the customer’s attention from 
across the store and result in his 
coming to that display to examine 
the goods. 

It’s an excellent plan to have a 
sign setting forth the store hours on 
the plate glass of the front door. 
Every time customers enter the store 
this information is brought to their 
attention. This is most important if 
there is lack of uniformity in store 
hours in the community. 

Any item or device that can make 









it easier for the customer, save his 
time and make things more clear in 
his mind is decidedly worth while. 
That’s why signs are needed in the 
hardware store—or any store. And 
by the same token, that’s why the 
average customer likes to visit stores 
in which there are signs to assist 
him in finding things. Signs are 
real aids to sales. 


Keep Your Eyes Openl 


Spring will be here within a very 
short time and this will mean that 
homeowners throughout the country 
will be busily engaged in putting 
their grounds and gardens in the 
best shape possible. When you are 
walking around town, keep your eyes 
open and make it a point te try and 
notice any signs of gardening activ- 
ity. Make a note of whatever you 
may discover and report your find- 
ings to the store. It may be that your 
watchfulness may lead to future sales 
of lawn or garden merchandise. 








Test Your Hardware Sense! 


Grade yourself in the following manner to see how good you are. Each 
question correctly answered is worth 20 points. A grade of 100 is excel- 
lent; 80 is good; 60 is fair; 40 is poor; and 20 very poor. The correct 
answers to these questions will be found on page 175. 


Work the problem first—then substitute the figures 
of your own business for those in the problem. 


1—Advertising rate for display space is 50 cents per column inch. For 
advertisements, of over 50 col. in. a 10 per cent discount applies. Figure 
cost of following size advertisements: (a) 2 col. x 10 in.; (b) 4 col. x 


15 in.; (ec) 3 col. x 13 in. 


2——If merchandise which cost $2000 is inventoried at $1500. what 
effect will this have on the net profits of the business? 


3—What is a balance sheet in a business? 
4—What is a profit and loss statement? 


5—What is a merchandise inventory? 
(Answers on page 175) 
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HARTWELL 
Protector & 
Depth Gauge 


Ends Drill 


Breakage 


Gauges Depth 
of Hole 


The Hartwell precision-ma- 
chined Protector & Depth 
Gauge reinforces drills, pre- 
vents them from bending or 
breaking. And it serves as a 
depth gauge and stop. 
The Hartwell Protector & Depth Gauge will 
be widely in demand wherever breast, port- 
able power-driven drills and home drill 
presses are used. Supported by advertising 
and merchandising helps, this new item will 
be a profitable addition to your stocks. 
Available in 15 selected sizes from 1/16 
through “F.” And it is made to fit standard 
drill chucks. 


Place your order with your jobber! 


Rounded nose protects drilled surfaces 


. ——{_ 





























Dimples drive drill Slotted shank locks drill 


HARTWELL 


Engineering Company 
Designers * Manufacturers ¢ Distributors 


3417 Crenshaw Bivd., Los Angeles 16, California 
Kansas City, Kansas 
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QUALITY FARM 


PRODUCTS 


‘P10 AXLE GREASE Ze 
CREAM SEPARATOR OIL 


There is a quality Nourse product to fit every farm lubri- 
cating job. Get your share of the profits Hardware dealers 
all over the country have been enjoying for forty years— 
Profits from the Nourse Line of farm lubricants. 


Zee mn 
Kaa 
(S GRAPHITE. & 


PYA\ AXLE GREASE / fa as 


GRAPHITE 
AXLE GREASE 

A forty year favorite with 
the farm trade—an axle 
grease with Sales Appeal 
—It forms a coating of 
graphite on boxing and 
spindle bearing or bush- 
ing that gives safe lubri- 
cation long after the 
grease has worn dry. It’s 
that extra margin of 
safety for busy farmers 
that makes Nourse graph- 
ite axle grease an out- 
standing good will and 
profit builder. 


WHITE CREAM 

SEPARATOR OIL 
A special Nourse formula 
white lubricant contain- 
ing sperm oil. This oil is 
centrifugally refined and 
filtered—free from acids, 
grit, moisture and foreign 
matter. Will not Gum. 
For use on all makes of 
Cream Separators. 


Every item in the Nourse line is backed by the 
“Nourse Ironclad Guarantee.” Write for your 
free copy of the complete Nourse catalog. 


“Business ta Good” 


NOURSE OIL 
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‘BURGESS 
vibro -tool 


Trade Mark Reg. U.S. Pat. Off. 


HARDWARE DEALER 
Cheese 
3 OUTSTANDING 
ADVANTAGES 


> oe 


7. 
) 


(Ti 2, 


..»PLUS MANY MORE 


The Vibro-Tool is versatile . . . versatile in its appeal to 
all types of craft and shop workers because it is versa- 
tile in the results it accomplishes. 

The Vibro-Tool engraves on glass . . . writes on steel 
... tools leather . . . cuts out patterns .. . marks and 
identifies all kinds of industrial engineering and pro- 
duction materials. The Vibro-Tool sells under Fair Trade 
arrangements with the manufacturer for only $7.50; 
$15.70 with all attachments. Write for dealer proposi- 
tion today. 


HANDICRAFT DIVISION 


BURGESS BATTERY COMPANY 


190 N. WABASH AVE. + CHICAGO I, ILL. 
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Wisco’s 19th Convention Discusses 
A Business Success Program 


| the 19th annual mer- 


chandising school and sales show of 
the Wisco Hardware Co., Madison, 
Wis., Jan. 21 to 23 inclusive, the con- 
vention there was “A Business Success 
Program,” especially prepared to aid 
the members of this dealer-owned 
wholesale firm to capitalize on the op- 
portunities of the post-war period. 

The three-day meeting of both day 
and night sessions was attended by more 
than 700 members, their families and 
exhibitors. Interest was keen in the 
merchandise displayed in the enlarged 
exhibit, and the number of orders 
placed for both immediate and future 
delivery exceeded, by far, those booked 
at any previous Wisco meeting. The 
evening programs and banquets were 
held on Monday and Tuesday evenings, 
at the Loraine and Park Hotels, as well 
as at Tripp Commons, of the University 


of Wisconsin, no ene place being large 
enough to serve the crowd at one time. 


The Opening Session 


Monday morning was devoted to 
registration and to a motion picture 
show, presented ig the warehouse at 
frequent intervals during the entire 
meeting. The films, for the 45-minute 
show featured varying better salesman- 
ship methods. Patronage dividends 
were also distributed throughout the 
morning, and the displays of more than 
100 manufacturers were visited. 

At the Monday afternoon session 
Hon. James R. Law, State Highway 
Commissioner, Madison, described 
“Wisconsin’s Definite Post-War High- 
way Program.” J. M. Witten, circula- 
tion manager, Harpware Ace, spoke 
on current conditions and the outlook 
for the hardware trade. He cautioned 
against dealers expecting “too much 


merchandise too soon” as has been em- 
phasized in many recent HARDWARE AGE 
editorials. As for the future he said 
he felt that prospects will be bright 
indeed. 

The present and future possibilities 
for the sale of aluminum corrugated 
and V crimp roofing were explained by 
Wm. C. Sausele, manager of the Central 
Division of the Cupples Co., St. Louis, 
Mo., agents for the Aluminum Company 
of America, Pittsburgh 19, Pa. J. A. 
Fitschen, secretary and general man- 
ager of the company, in bringing this 
session to a close introduced the firm’s 
nine buyers: H. M. Lalley, V. A. Hed- 
quist, L. A. Olson, E. J. Pscherr, A. T. 
Groulid, A. O. Edland, R. J. Davin, J. 
R. Bennett, and C. M. Johnson. 

At the Monday evening banquet 
Philip R. Jacobson, secretary of the 
Iowa Retail Hazdware Association, 


Mason City, Iowa, discussed in a very 


t 
The Wisco buyers. left to right: Helen Lalley. household goods and giftwares; A. O. Edland, paint, glass and supplies; L. A. 
Olson, farm supplies; R. J. Davin. plumbing, furnaces and stoves; C. M. Johnson, building materials; V. A. Hedquist, builders’ 
hardware and auto accessories; J. A. Fitschen, secretary and general manager; A. T. Gronlin. electrical supplies; E. J. Pschorr, 
tools, sporting goods and cutlery: J. R. Bennett. steel products. 
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1 Your Industrial Buyers 


_— 

/ Are always on the lookout for ways to increase 
output without cutting quality. They are reading 
this advertisement in leading trade papers. You 
can profit by featuring Corbin Screws to this 
interested audience. 
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If all screws were exactly alike you could buy ’em any- 
where and use them blindfolded. But keeping screws alike 
calls for never-ending vigilance. Here at Corbin we change 
dies before they are worn. We keep our saws and cutters 
sharp, and maintain very thorough inspection. 

That’s why we recommend Corbin Screws — Regular 
Slotted or Corbin-Phillips — to any manufacturer who 


would like to get more assembled parts per hour. 





“You can. reach 








for a Corbin Screw 
blindfolded— 
and get a good one 
a: L.A. every time!” 
yuilders’ 
Pschorr. 6ST-1 
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Can Opener! 


Dazey De Luxe Can Openers are rolling 
off the assembly line... bright and 
shiny—better than ever—the can openers 
American homemakers have been wait- 
ing for! Guaranteed five years. 5,000,000 
enthusiastic users. First in the field, 
always best—for quicker turnover and 


greater profits... pick a DAZEY! 


WARNE & CARTER AVES. ST. LoOuIs 7, MO. 





every step | 
of the way | 


QUALITY 


OVEN 
TOASTING 
DESIGN 





TOASTER 


Quality and performance are backed 
up with a l-year guarantee and a 4- 
year warranty —-a S-year protection 


plan that means more sales for you 


See Your 
Distributor 


Just a touch of the butto 
opens the doors and auto- 
matically turns the toast 


\MERIT-MADE, INC: 33-37 FRANKLIN ST. BUFFALO 2, N. Y. 


134 


| organization. 





MERIT-MADE | 


| directors are from Wisconsin. 





| informative manner a number of “Mer- 


chandising Ideas That Have Proved 


| Successful for Retailers in Iowa.” He 


described how the plan of operation of 


' the Iowa Association differs in many 


respects from that of most similar state 
and regional associations and outlined 
some of the accomplishments of his 
He also emphasized that 
his association was not in the “fixture 
selling business.” 

Dr. Alfred J. Stamm, chemist, Direc- 
tor of Department of Derived Products, 
U. S. Forest Products Laboratory, Madi- 
son, discussed “Modified Wood and 
Wood and Paper Base Plastics.” 

The “Economic Value of Advertis- 
ing” and how advertising can result in 
lower prices for consumers was ex- 
plained and graphically shown by Wes- 
ley Nunn, advertising manager, Stand- 
ard Oil Co., Chicago, IIl. 


Officers Elected 


The annual stockholders’ meeting 
held Tuesday morning was followed by 


| the election of officers and directors 

| and closed with a meeting of directors. 
| Officers elected are—President, Roy A. 
| Beat, Mt. Horeb; vice-president, Dar- 


win Follett, Coloma; treasurer, P. M. 


| Ellingson, Edgerton, and secretary and 


general manager, J. A. Fitschen, Madi- 
son. These officers and the following 
comprise the board of directors—Henry 
Kozelka, Prarie du Chien; F. E. Mc- 
Kichan, Fennimore; Joseph B. Eagan, 
Avoca; Otto Boarder, Orfordville, and 
Clarence Meilke, Markesan. The new- 


. | ly elected director is Col. F. H. Himes, 


World War I, F. H. Himes Lumber 
Co., Crandon. All of the officers and 
Plans 
were discussed at this meeting for 
doubling the size of the firm’s quarters 
either by building on a site already 
owned by the company, or by the pur- 
chase of a warehouse building now 
available in Madison. 

On Tuesday afternoon different 
phases of “Success Suggestions That 
Aid Lumber Retailers In Overcoming 
Competition” were discussed by the 
following prominent lumber dealer 
members of the Wisco organization: E. 
E. Howstad, president, Wisconsin Retail 
Lumbermen’s Assn., Black River Falls; 
Robert Rote, past-president, Wisconsin 
State Chamber of Commerce, Monroe; 
Col. F. H. Himes, Crandon; Bog Waler, 
Columbus; Gig Stellmacher, Iron 
Ridge; Tom McGawock, Beloit; Gilbert 
Church, Elkhorn; Robert J. Connor, 
Madison; John A. Freeman, Palmyra, 
and H. S. Hosely, Belleville. 


For the Tuesday evening program 
banquet groups from three different 
locations consolidated at the Great 
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Already 


LREADY we're producing Revere Ware 
faster than we ever did before Pearl Harbor. 


And every day our volume is increasing still 
further. New equipment is now in operation. 
Still more will be installed immediately. 


Yet, the demand for our utensils continues 


unabated. 


There’s one simple reason for that, of course! 
Literally millions of women have been using 
Revere copper-clad stainless steel ware for 
years. They've found it ideal for cooking — con- 
venient, economical, beautiful, indestructible. 
They’ve become enthusiastic. They’ve passed on 
the enthusiasm to friends and neighbors, 
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It just goes to prove the old saying that satis- 
fied customers are the best business-builders in 
the world... Turn the demand for Revere Ware 
into satisfied customers of YOURS who will build 
business for YOU. 

P.S. Revere Ware is advertised in the leading 
magazines and on the radio as well. Tune in 
every Sunday, 9 p.m., EST to “Exploring the 
Unknown” on the Mutual Broadcasting System. 


REVERE COPPER AND BRASS INCORPORATED 
Rome Manufacturing Company Division, Rome, N. Y. 








CHARCOAL 
BROILER 










FAST 
SELLING 


= 


PORTABLE 


LOW 
PRICE 


ou can sell 


roduct 
easily. Steel construction, bright finish with 
folding features for portability. Used any- 


A useful, attractive 


where—backyards, picnics, camps, hunting 
trips. Finest broiler-barbecue for its price 
on the market. 


NEW FOLDER — YOURS FOR THE ASKING 


HMP PRODUCTS CO. 
P. O. Box 407, Evanston, Ill. 











* SCHALK'S CRACK FILLER - 


SAVABRUSH 


DOUBLE X 
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Hall, Memorial Union, University of 
Wisconsin, to hear a very interesting 
and entertaining program. The princi- 
pal speaker of the evening was Wm. A. 
Lydgate, New York, N. Y., editor of 
the Gallup Poll, who related how the 
polls of his organization are made with 
such usually consistent accuracy by 
seeking the opinion of the “average 
man.” 

The business sessions were concluded 





on Wednesday morning with a hard- 


.ware dealers’ open forum during which 


a number of Wisco’s outstanding hard- 
ware dealer-members presented their 
ideas of “Success Suggestions That Aid 
Hardware Retailers in Overcoming 
Mail Order and Chain Store Competi- 
tion.” Many excellent ideas for meeting 
such competition were explained, and 
personal experiences with such prob- 
lems were related. 





Union Salesmanship 


By JOHN H. VAN DEVENTER 
President and Editorial Director 
The Iron Age 


NY worthwhile product, or service, 
can and should be sold on its 
merits. And the merits are measured by 
what benefit the customer gets from 
his purchase. 
There are several simple cardinal 


| rules about selling. One is that the 


salesman should not carry a gun or a 
blackjack. You cannot make satisfied 


| customers by saying to the prospective 





buyer: “Purchase this or take a crack 
on the cocoanut.” In the long run the 
law catches up with the practitioners 
of this method. 


Not Sold on Merits 


Unionism is a service that has merit 
and that should be, could be, but is 
not sold on its merits, either to its mem- 
bership or to employers. The gun and 
the blackjack, metaphorically speak- 
ing, are still the chief selling argu- 
ments. 

The closed shop and maintenance of 
membership, for example, are black- 
jacks threatening workers with the 
loss of jobs unless they buy union ser- 
vice, and keep on buying it. As a mer- 
chandising scheme it is on a par with 
compulsion, let’s say, to buy Lifebuoy 
soap under penalty of otherwise not 
being permitted to bathe. 


Exaggerated Promises 


Another cardinal rule of selling is to 
avoid exaggerated promises of per- 
formance. If an automobile salesman 
promises a car performance of 100 
miles per hour and 30 miles per gal- 
lon, and the customer finds that the 
actual performance is 50 miles in speed 
and 15 in fuel consumption, the buyer 
becomes a legitimate sorehead. I am 
afraid that there will be many such 
among the retail buyers of union mem- 
bership now investing their savings in 


strikes on the promise of a 30 per 
cent rise in wages. When the 30 per 
cent bait turns out to have caught, at 
best, a 15 per cent fish, the sucker mar- 
ket is likely to experience a “bust”. 

There is still another rule of mer- 
chandising overlooked by union pro- 
moters in dealing with employers. It 
is recognition of the fact that a well 
satisfied buyer, particularly one of 
prominence, is the best recommenda- 
tion of other customers. 

If you sold, for example, an expen- 
sive machine tool to the Ford Motor 
Co., and through poor workmanship, 
faulty material and inadequate service 
on your part, it broke down 700 times 
in operation in the course of two or 
three years, you could hardly expect a 
recommendation from that company. 

The Ford Co. accepted the CIO con- 
tract hook, line and sinker. And what 
did it get for it? Over 700 work stop- 
pages, not to mention slowdowns. 


Merchandising Sense Lacking 


If there had been an ounce of mer- 
chandising sense in union headquar- 
ters it would have moved heaven and 
earth to make its relations with Ford 
a shining example of why and how it 
pays an employer to deal with a union. 

Yes, the unions need better sales 
management if they expect to keep sell- 
ing their services and keep these ser- 
vices sold. And since sales policies orig- 
inate at the top, maybe they could bene- 
fit from an executive housecleaning. 








Latest News on 


RECONVERSION 
on page 164 
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The popular priced stand-by for men who pre- 
fer a single edge razor. Has that “quality” feel 
—sells at only 4 for 10¢, on vending cards of 
20 packs. 


STAR DIVISION 
American Safety Razor Corp., Brooklyn 1, N. Y. 
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Triple Hardware Convention Program 


For Atlantic City Meeting, March 11-14 


Joint convention of National Wholesale Hardware 

Association, Southern Hardware Jobbers Association 

and American Hardware Manufacturers Association 

at Marlborough-Blenheim will be first major hard- 
ware industry gathering since 1944. 


Exceptionally large attendance | 


is expected at the triple hard- | 
ware convention of the American 


Hardware Manufacturers Asso- 
ciation, National Wholesale 
Hardware Association and _ its 


affiliate the National Association 
of Sheet Metal Distributors and 
the Southern Hardware Jobbers 
Association. The Victory conven- 
tion—first major hardware indus- 
try meeting since 1944——-will give 
its attention to: present and 
future OPA regulations; con- 
sumer co-operative tax exemp- 
tions and other topics pertinent 
to business in general and the 
hardware manufacturing and dis- 
tribution industries in particular. 
With headquarters and all meet- 
ings at The Marlborough-Blen- 
heim, Atlantic City, N. J., March 
11-14, the convention will, as in 
prewar days, have an elaborate 
entertainment program. Those 
who have not yet obtained hotel 
reservations are advised to send 
their requests direct to the Con- 
vention Bureau, 16 Central Pier, 
Atlantic City, N. J., indicating 
the type and number of reserva- 
tions desired, as well as the date 
of expected arrival. 

Registration will begin Mon- 
day morning, March 11, at 9:00 
A.M. The executive committees 
of the participating associations 
will meet in individual sessions 
on Monday. That evening, at 
9:00 P.M., the joint opening ses- 
sion will meet in the Wedgewood 
Room with R. R. Witt, Builders 
Supply Co., San Antonio, Tex., 
president, S. H. J. A., presiding. 
Henry Cabot Lodge, Jr., the sole 
speaker of the evening, will talk 
on The National Outlook. Mr. 
Lodge, after serving in the Mas- 





sachusetts Legislature, was elect- 
ed to the United States Senate | 
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in 1936, and reelected in 1942. 


Tuesday morning, at 10:00 
o'clock, the American Hardware 
Manufacturers Association, the 
National Wholesale Hardware 
Association and the Southern 
Hardware Jobbers Association 


will hold a joint session, in the 
Wedgewood Room, with Edward 
F. Pritzlaff, John Pritzlaff Hard- 
ware Co., Milwaukee, Wis., presi- 
dent, N.W.H.A., presiding. S.H. 
J.A. President Witt, S.H.J.A., 
will present Roll of Honor pins 
to members of the Old Guard. 
Carl Taylor, banker, business ex- 
ecutive, farmer and former uni- 
versity professor, will talk on 
fundamentals that have made 
America what it is today. Geof- 
frey Baker, Deputy Administra- 
tor for Price, OPA, will make an 
address on The Future of Price 
Controls, his talk to be followed 
by a question and answer period. 


Sheet Metal Meeting 


Tuesday afternoon the Na- 
tional Association of Sheet Metal 
Distributors will hold its annual 
meeting and election of officers, 
Arthur M. Vorys, Vorys Bros., 
Inc., Columbus, Ohio, vice-presi- 
dent, conducting the session. 
Norman W. Foy, general mana- 
ger of sales, Republic Steel 
Corp., Cleveland, Ohio, will dis- 
cuss The Sheet Steel Situation. 
G. A. Petters, Johns Manville 
Sales Corp., New York City, will 
discuss the Industry’s Responsi- 
bility in Producing Homes. E. L. 
Wyman, head, Warehouse & Sur- 
plus Material Section, Metals 
Price Branch, OPA, will talk on 
the Pricing of Iron and Steel 
Products. Another topic to be 
discussed will be Aluminum 
Sheets and Roofing Material. 





John S. Tomajan, The Wash- 
burn Co., Worcester, Mass., presi- 
dent, A.H.M.A., will preside at 
the joint meeting Wednesday 
morning, at 10:00, in the Wedge- 
wood Room. Henry J. Taylor, 
commentator and authority on 
economics and political affairs, 
who has just completed his latest 
fact-finding mission around the 
world, will address this session. 
“The Unfair Tax Advantages of 
Co-Operatives” will be discussed 
by Vernon Scott, vice-president, 
National Tax Equality Associa- 
tion. 


Thursday morning there will 
be individual annual meetings of 
the Southern Hardware Jobbers 
Association, National Wholesale 
Hardware Association and the 
American Hardware Manufac- 
turers Association. The S.H.J.A. 
meeting at 9:30 A.M., will be in 
Ocean Hall, that of the manufac- 
turers to be at 10:00 A.M. in 
the Wedgewood Room. At 10:15 
there will be joint session of 
N.W.H.A. and S.H.J.A. in Ocean 
Hall. The National Wholesale 
Hardware Association’s annual 
meeting and election of officers 
will be held at 11:30 A.M. in 
Ocean Hall. 


Presidents Pritzlaff and Witt 
of the National and Southern 
associations, respectively, will 
preside at the joint wholesalers’ 
session Thursday morning. Dis- 
tribution Under Fair Trade Laws 
will be the subject of B. S. Peir- 
son, sales manager, Corning 
Glass Works, Corning, N. Y., and 
director, American Fair Trade 
Council. Charles L. Hildreth, 
The Emery- Waterhouse Co., Port- 
land, Me., and W. A. Parker, 
Beck & Gregg Hardware Co., 
Atlanta, Ga., will discuss the 





topic, The Type of Warehouse 
We Would Build. Educational 
Work With Employees will be 
the topic of John H. Mize, Blish, 
Mize & Silliman Hardware Co., 
Atchison, Kan., vice-president, 
N.W.H.A., and W. W. French, 
Jr., Moore-Handley Hardware 
Co., Birmingham, Ala. The Sale 
of Specialty Lines will be the 
subject of J. C. Erwin, Allison- 
Erwin Co., Charlotte, N. C. Wil- 
liam Frankfurth, Frankfurth 
Hardware Co., Milwaukee, Wis., 
will discuss Economies Which 
Can Be Effected by Wholesalers 
If Manufacturers Will Package 
Their Products in Quantities the 
Average Retailer Orders. W. P. 
Tracy, Tracy-Wells Co., Colum- 
bus, Ohio, will present the Re- 
port of the Committee on Co- 
Operatives. 

The annual stag shore dinner 
and entertainment of the Central 
States Hardware Club will be 
held the night before the conven- 
tion, March 10, at 6 p. m. at 
Hackney’s Restaurant. The South- 
ern Old Guard’s annual meeting 
will be held at the Marlborough- 
Blenheim, at 10 a. m., Tuesday 
morning. At 1 p. m., Tuesday, 
there will be a luncheon meeting 
of the X-Club at the headquar- 
ters hotel. The Southeastern 
Traveliers Club will hold its 
luncheon meeting, at the same 
hour, at the Claridge Hotel. A 
bridge and tea for the ladies will 
be given at 2:30 p. m. in the 
East Solarium. The Old Guard 
Dinner will be in the Colonial 
Room of the Brighton Hotel at 
6:30 p. m. 

Wednesday afternoon ladies of 
the convention will enjoy board- 
walk chair rides and that eve- 
ning at 9 p. m., there will be a 
Victory Ball in the Blenheim 
ballroom. 

Charles F. Rockwell, 342 Madi- 
son Ave., New York, is secretary- 
treasurer of the American Hard- 
ware Manufacturers Association. 
George A. Fernley, 505 Arch St.. 
is secretary-treasurer of the Na- 
tional Wholesale Hardware Asso- 
ciation. T. W. McAllister, South- 
ern Hardware, 814 Metcalf Bldg.. 
Orlando, Calif., is secretary of 
the Southern Hardware Jobbers’ 
Association. 
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Crandall Retires As Head 
Of California Hdwe. Co. 


Shannon Crandall has _ an- 
nounced his retirement as presi- 
dent of the California Hardware 
Co., 500 E. First St., Los An- 





SHANNON CRANDALL 





geles 54, wholesale hardware 
firm. He will henceforth be chair- 
man of the board and will devote 
a portion of his time to the con- 
duct of the business in an ad- 
visory capacity. 

Walter W. Coulson succeeds 
Mr. Crandall as president and 
Shannon Crandall, Jr., becomes 
executive vice-president with E. 
P. Hallock, as vice-president and 
general sales manager. 

Mr. Crandall, Sr., entered the 
hardware business in April, 1887, 
in San Francisco and remained 
there until January, 1895, when 
he moved to Los Angeles. He 
has been constantly in the whole- 
sale hardware business for ap- 
proximately 59 years. He has 
been associated with the Cali- 
fornia Hardware Co. for approxi- 
mately 49 years, 25 years of 
which he was president. 








HARDWARE SPECIAL 
WILL CARRY 200 
TO TRIPLE MEET 


Good cheer should be un- 
confined aboard the Central 
States Hardware Club Special 
train while it rolls along to the 
Triple Hardware Convention 
in Atlantic City, next month. 
Accommodations are  avail- 
able for 200 so any hardware 
man interested in sharing in 
the fellowship of this trip 
should get his reservations in 
at once. 


The train will leave Chicago, 
Saturday, March 9, at 2 P.M. 
and will go directly to Atlantic 
City with no change of sleep- 
ers at Philadelphia, which will 
be quite a convenience. Stops 
will be made at Fort Wayne. 


Ind.; Crestline, O. and Pitts- | 


burgh. 


Reservations should be made 
directly to A. C. Striebel, dist. | 
Passenger agent of the P.R.R. | 
10 S. LaSalle St., Chicago 3, 
Ill. Type of accomodations 
should be stated. | 


| 











FEBRUARY 28, 1946 





GWILYM A. PRICE 
NEW PRESIDENT OF 
WESTINGHOUSE 


The Westinghouse Electric 
Corp. has announced the elec- 
tion of Gwilym A. Price as presi- 
dent, succeeding George H. 
Bucher, who has resigned from 
that office. Mr. Price as presi- 
dent will be the chief executive 
officer. 


He was elected a vice-president 
of Westinghouse in September, 
1943, and had been executive 
vice-president since May, 1945. 

Prior to his election as an 
officer of Westinghouse Mr. Price 
had been president of the Peo- 
ples-Pittsburgh Trust Co., Pitts- 
burgh since January, 1940. He 
was graduated from the Univer- 
sity of Pittsburgh Law School in 
1917 and the same year enlisted 
as a private in the Army. He rose 
to the captaincy in a heavy tank 
battalion. 


A. W. Robertson, who as chair- 
man has been the Westinghouse 
chief executive officer since 1929, 
has reached retirement age. He 


has been elected chairman of the 
board of directors. 

Mr. Bucher was elected vice- 
chairman of the Board of Direc- 
tors and will continue to serve as 
chairman of the Westinghouse 
Electric International Co. 


INGERSOLL STEEL DISC 
NAME MODIFIED 


The name of the Ingersoll 
Steel and Disc Division has been 
changed to The Ingersoll Steel 
Division, of the Borg-Warner 
Corp., New Castle, Ind. 

Herbert W. Axe has been ad- 
ded to the sales organization of 
the shovel department, at the 
New Castle plant. 





PROCTOR ELECTRIC CO. 
NOW SEPARATE FIRM 


A corporate separation of the 
Proctor Electric Co. 3rd & 
Hunting Park Ave., Philadelphia 
40, Pa., from its parent company, 
Proctor & Schwartz, Inc., has 
been announced by Walter M. 
Schwartz, Jr., president of the 
electric company, which had been 
operating as a division of Proctor 
& Schwartz. 

Among reasons cited for the 
separation is the difference in 
character of the two businesses. 
The one firm manufactures ma- 
chinery for industrial use, while 
Proctor Electric manufactures 
small automatic heating appli- 
ances. 








W. F. Wheeler Heads American Chain: 
Cyrus F. Johns New Exec. Vice-President 





WILMOT F. WHEELER 


American Chain & Cable Co., 
Inc., Bridgeport 2, Conn., an- 
nounces that Wilmot F. Wheeler 
has been elected president, suc- 
ceeding the late William T. Mor- 
ris. Mr. Wheeler has been with 


the company since 1916, was 
elected a director in 1919 and 
treasurer in 1920. He has been 


executive vice-president and 
treasurer since 1936. 

Cyrus F. Johns has been elect- 
ed executive vice-president. Mr. 


Johns joined the Page Steel and 





Wire Co.. now a division of 





American Chain & Cable Co., 
Inc., in 1913, and was made gen- 
eral manager of that division in 
1933. In 1937 he was elected a 
director of the company and i: 
1940 vice-president in charge of 
operations of all plants, 

Stanley Mann has been elected 
treasurer. He has been a direc- 
tor of the company since 1936 
and assistant treasurer since 
1943. Mr. Mann was treasurer 
of Standard Chain Co. when it 
was acquired by American Chain 


& Cable Co., Inc., in 1917. 





CYRUS F. JOHNS 
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THE STREAMLINER © 


One of the many fine 
modern grindstones in the 
CLEVELAND QUARRIES 
LINE. A high quality 
stone mounted on a husky, 
welded frame—completely 
equipped with comfortable 
seat, splash guard and water 
container. Ball bearing 
action makes this splendid 
stone easy to operate. Elec- 
tric motor drive optional. 
Comes neatly packaged and 
ready for easy assembly. 
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| changes in post-war marketing, a 
| system of close contact with the 


Glidden Will Continue Building 
Distribution Around Independents 
Says Joyce in Policy Announcement 


The Glidden Co., Cleveland, 
Ohio, paint and varnish manufac- | 
turers has announced, through | 
Dwight Joyce, vice-president, its 
policy of continuing to build its 


product distribution structure 
around the independent mer- | 
chant. The company has insti- 


tuted a comprehensive plan to 
further implement this policy and 
to actively assist individual retail 
outlets in sales activities. 

High points in the program in- 
clude the awarding of an exclu- 
sive primary trading area fran- 
chise to each dealer. To keep 
dealers acquainted with the rapid 


managerial staff will be main- 
tained through strategically-lo- 
cated factories, warehouses and 





metropolitan branches. Service 
units will be added as need for 
facilities to better serve indi- 
vidual dealers develops. Mr. 
Joyce stated that the few present 
company-owned wholesale-retail 
outlets now in existence will con- 
tinue in operation but that their 
primary function will be to im- 
plement and assist the indepen- 
dent dealer in their areas on a 
service basis. 

Many new products, available 
in the early future, will be revo- 
lutionary in the pairt field, ac- 
cording to Mr. Joyce. Intensive 
local advertising and promotion 
is planned to supplement na- 
tional advertising promoting in- 
dependent dealers. Plans for 
helping dealers develop new 
business will be included. 








GILLETTE RAZOR GETS 
NEW SALES MGR. 


Boone Gross, former president 
and general sales manager of 
Gooderham & Worts, Ltd., De- 
troit, has been appointed gen- 
eral sales manager of the Gil- 
lette Safety Razor Co., Boston. 


Mr. Gross will head the do- 
mestic merchandising activities 
of this international organiza- 
tion and his assignment inaugu- 
rates plans for a greatly ex- 
panded sales staff with more 
intensive coverage of the coun- 
try’s markets. 

Mr. Gross is a graduate of 
West Point, 1926. After serving 
two years in the army engineer- 
ing corps, he joined the Motor 
Wheel Corp., of Lansing, Mich. 
In 1935, he became associated 
with Hiram Walker Inc., and 
in 1939 he was appointed gen- 
eral sales manager of Gooder- 
ham & Worts, a Hiram Walker 
subsidiary. 

During the war he served as 
chief of the small arms ammuni- 
tion branch of the Ordnance De- 
partment, Philadelphia, and later 





in many other administrative 





BOONE GROSS 


positions. He was discharged 
from active service in Septem- 
ber, 1945, as a colonel. 





REJOINS L. H. SMITH 
AS CREDIT MANAGER 


Glen L. Johnson has returned, 
after three years’ service in the 
Pacific, to be credit manager of 
L. H. Smith, Irc., Pittsburgh, 
Pa., wholesale hardware house. 








Steel Mills May Require 3, 4 Weeks 
To Get Into Fall Production Again 








J. L. Perry, president of the Carnegie-Illinois Steel Corp., sub- 
sidiary of U. S. Steel Corp., recently issued a detailed statement to 
the public as to the time required before steel mills can go into full 
production again. 

Emphasized was the fact that—“To get all operations synchro- 
nized and in full production requires . . . three to four weeks’ time 

. assuming everything goes well and facilities have not been seri- 
ously damaged during the shut-down period.” 
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ESTATE STOVE MAKES 
NEW APPOINTMENTS | 


Russell L. Schwab returns to the 
Estate Stove Co., Hamilton, O., 
with which firm he spent a num- | 
ber of years prior to his being | 
commissioned a captain in the 
Army Air Forces. His new posi- | 
tion will be as district manager | 
in New York and northern New 
Jersey. 

Ned Weinman, who had spent | 
ten years in the service depart- | 


NED WEINMAN 


vice in the Cinninnati area. One 
of his first duties will be that of 
conducting a service school for 
the service managers of the vari- 
ous Estate “Heatrola” distribu- 
tors. 


MILLERS FALLS 
NO LONGER MAKES 
AUGER BIT LINE 


Millers Falls Co., Greenfield, 
Mass., recently announced its 
discontinuance of the manufac- 
ture of auger bits. This decision 
ment has been appointed service | does not apply to expansive bits 
manager. Just before the war|or gimlet bits but only to solid 
he was assistant to the service | center auger bits and ship auger 
manager and in charge of ser- | car bits. 





RUSSELL L. SCHWAB 
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CLEMSON BROS., INC., EXECUTIVES AND SALESMEN 
were photographed in front of the firm's offices in Middle- 
town, N. Y., during the annual sales meeting last month. 
Presentation of the new Clemson lawn machine and other 
proposed new products was made by Richard D. Clemson, 
president. A discussion of post-war sales plans was led by 
John J. Wallace, sales mgr., T. D. VanderVoort, director of 
sales, and Fay Keyler, of O. S. Tyson & Co., Inc., New York 
advertising agency. An inspection was made of the new plant 
facilities which include increased and improved production 
capacity, new locker, shower and rest rooms, as well as a 
complete emergency first aid department and a new carpenter 
shop. Shown in the photo, from left to right, are: (Rear) 
William E. Cross, vice-pres. and treasurer; A. P. Henricks, 
manufacturers agent, Richard D. Clemson, president; (middle 
row) John J. Wallace, sales mgr.; Fred J. Hodge, accountant; 
A. V. Wilson, Raymond B. Jones; (front row) Leo G. Leddy, 
F. Douglas Arnout, T. D. VanderVoort, director of sales, 
Fay Keyler, Warren F. Ward, David Clark, Charles H. Dun- 
ning, asst. supt.; David M. Verrier, R. Neal Oysler, William 
A. Schrade, supt., and Russel E. Pines. 
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Men will ask 
| for Camillus 








OveR 15,000,000 Camillus knives 
have gone to our Armed Forces... 
traveled all over the world with them 

.. opened their C rations .. . fought 
with them ... sometimes saved their 
lives. The name Camillus is well 
known to these men... they'll ask 
for it and they'll be as pleased 
with the superior quality of the new 
“Camillus knives as they were with 
those that served them so faith- 
fully on the battlefronts. Profit 
by this natural demand . . . look 
to Camillus for your fine, top- 
quality line. Camillus Cutlery 
Company, New York 17, N.Y. 
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MEADE JOHNSON 





















FRANK BOXWELL 


Six Important Sales Posts 


Filled By 


The appointments of a new 
marketing manager, a new mana- | 
ger of builders’ hardware sales, | 
and four other appointments in | 
the sales department of the Yale | 
& Towne Mfg. Co., Stamford | 
(Conn.) Div., have been made by | 
Mark A. Miller, assistant general | 
manager. 

Meade Johnson has been ap.- | 
pointed marketing manager. He | 
is responsible for developing the | 
merchandising program of the | 
Stamford Div., including all cata- | 
loging, sales training, sales pro- 


motion, dealer displays and | 
supervision of advertising. 
Frank Boxwell has been ap- 


pointed manager of builders’ | 
hardware sales, a position repre- 
senting a realignment of several | 
departments. He will be respon- 
sible for the sale of both contract | 
and stock builders’ hardware. 

R. T. Mitchell, former mana- | 


ger of contract hardware sales, 








Vv. A. WALDRON 


Yale & Towne 


has been transferred to Washing- 
ton to handle the Government's 
builders’ hardware contracts with 





GEORGE CANNON 


| with the Midwest Hardware Co., 
| Chicago distributors of Yale con- 
| tract builders’ hardware. 

George Cannon has been ap- 
pointed Yale’s hardware sales- 
man for Michigan, and will make 
his headquarters in Detroit. Prior 
to joining Yale & Towne, Mr. 
Cannon served four years as Chi- 
cago office manager of Francis 





Yale. 

V. A. Waldron, who has just | 
returned to the company after | 
serving as a Navy lieutenant in | 
the Pacific for three years, has | 


| been assigned the New England | 


sales territory. As Yale’s repre- 
sentative he will cover Maine, 
Vermont, New Hampshire, Rhode 
Island and eastern Massachu- 
setts. Mr. Waldron joined Yale | 
& Towne in 1936. 

John Meyer, a native of Chi- 
cago, has been appointed Yale’s 
hardware salesman for Kentucky 
and Tennessee, with headquarters 
at Nashville. During the war Mr. | 
Meyer served as hardware spec- | 
ialist for the “Manhattan Proj- 
ect” which required the utmost | 
to protect this vast | 
center for 





in secrecy 
production atomic 


bombs. He gained his experience 








JOHN MEYER 


Keil & Sons. Before that he was 
the contract builders’ hardware 
specialist for Murta Appleton 
Co., Philadelphia. 

The new marketing manager, 
Mr. Johnson holds the record for 
negotiating and supervising the 
biggest contract hardware pro- 
jects in the country. Some of 
his more outstanding achieve- 
ments during the 18 years he has 
been with Yale & Towne include 


| the Los Angeles County General 


the 25 buildings of 


Bronx 


Hospital, 
Duke University, the 


County Bldg., 60 New York City 
schools and 100 New York state 
hospitals. 

Before his appointment as mar- 
keting manager Mr. Johnson had 
served five years as asst. mgr. of 
contract hardware sales. He 
joined the company in March, 
1928, serving successively in 
Yale’s New York office, then in 
various parts of the country, and 
finally in Stamford. He joined 
Yale after two years with Chand- 
ler & Co., Knoxville, Tenn., as 
manager in its builders’ hardware 
department, and another two 
years with Russell & Erwin Mfg. 
Co., as contract builders’ hard- 
ware salesman. 

Frank Boxwell, the new manager 
of builders’ hardware sales, has 
been serving Yale & Towne in 
various sales capacities since 
1909, when he started in the com- 
pany’s Philadelphia office. He 
lived at Dallas, Texas, while 
covering the Southwest territory 
for many years. While there he 
helped organize and became first 
president of the Texas Hardware 
Boosters. 





FAVIER PROMOTED 

BY CHICAGO METALLIC 

John J. Favier has been ap- 
pointed sales manager of the Chi- 
cago Metallic Mfg. Co., house- 
wares div., 3711 S. Ashland Ave., 
Chicago. 

In his former capacity as as- 
sistant sales manager, Mr. Favier 
had considerable contact with the 
houseware industry. He now 
heads sales and promotion of the 
company’s line of “Bake-King” 
tinware and household special- 





ties. 








iP. & F. Corbin Advances J. A. Metz 
To Handle Chicago Sales Territory 


Frank Miller, general sales | 
manager for P. & F. Corbin Div., | 
American Hardware Corp., New 
Britain, Conn., has announced 
the appointment of John A. Metz 
as Chicago district sales manager. 


Mr. Metz, a native of Chicago, 
joined the Corbin organization in 
1923 after several years with the 
Cobb Whyte & Laemmer Co., 
hardware specialists of Chicago. 
Assigned to the Chicago district 
office, Mr. Metz first represented 
the firm in Illinois, Indiana and 
Kentucky, later being transferred 
to the Chicago metropolitan area. 

About six years ago, Mr. Metz | 
was again transferred and served 
as sales representative in the ter- | 
ritory, covering parts of Iowa, 
Missouri and Wyoming, and the | 
entire states of Nebraska and | 





Colorado, until the time of his 
present promotion. 





JOHN A. METZ 
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Beautifully finished and authentically 
styled by master craftsmen, the Admiral 
D “Regency” Radio-Phonograph combina- 





asc tion will be available in walnut, mahog- 
ae any, or bleached mahogany 
ie Chi- 4 paces a y- y : 
house- Famous “Slide-A-Way” brings “‘child- 
| Ave., proof” automatic record changer out in 
plain view for easy loading. Plays ten 
ed 12-inch or twelve 10-inch records auto- 
th the matically. Changes records in 5 seconds 
now ... only three moving parts ... will not 
of the chip or break records. 
wor Improved Superheterodyne circuit fea- 
ecial- é : y : 
tures new iron core tuning for higher sen- 
Sitivity, greater selectivity . . . “automat- 
ic-trip” electric tuning for instantaneous 
station selection . . . individual treble and 
bass controls... 4 tuning bands for ’round- 
ory the-world reception . . . “Magna-Band”’ 
f his for precision short wave tuning .. . “Audi- 


torium” electro-dynamic speaker for su- 
perb tonal quality . . . push-pull audio 
system for clear, natural reproduction... 
beautiful, easy-to-tune “waterfall” dial. 

In the “Regency” you have a superb 
radio-phonograph combination to put at 
the top ot your radio line. 








* e 
Ohdmiral. Cotporation. CHICAGO—DUAL-TEMP REFRIGERATORS © ELECTRIC RANGES 


WORLD’S LARGEST MANUFACTURER OF RADIO-PHONOGRAPHS WITH AUTOMATIC RECORD CHANGERS 
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& AND WE MEAN IT! 


Dayton Water Softeners are now 
available for immediate shipment. 

- They are typically Dayton through- 
out—easy to install and regenerate, 
economical in actual household use 

and galvanized inside and out for 

e extra long life. As always, DAYTON 
Water Softeners are again a highly 
marketable and profitable product. 





with his address as P, O. Box 
1087, New Orleans 4, La. 

When Mr. Apffel entered the 
Army in 1941 he had 19 years of 
service with A. Baldwin & Co., 
Inc., the predecessor of the pres- 
ent Stratton-Baldwin Co., Inc, 
New Orleans wholesale house, 
He was buyer of general hard- 
ware lines. 

Mr. Apffel plans to cover 
Louisiana, Mississippi, Alabama, 
Arkansas and Tennessee, selling 
to hardware, houseware, plumb- 
ing, electrical and mill supply 
distributors. 


* Ask.your DAYTON representative or 


write for catalog. 


ARTHUR H. STARRETT 


whose election as president of 
the L. S. Starrett Co., Athol, 
Mass., was announced in the 
Feb. 14 issue of Harpware AcE. 
Mr. Starrett, the third genera- 
tion of his family to be asso- 
ciated with the business, joined 
the firm in 1902. 








CORNELIUS C. APFFEL 

OPENS OWN AGENCY 

Cornelius C. Apffel who has 
just returned to civilian life is re- 
entering the hardware trade as 
a manufacturers’ representative, 





Mr. Apffel was executive officer 
of the 757th Field Artillery Bn., 
which had 172 days of combat 
time on Luzon island in the 
Philippines. 


CONGOLEUM-NAIRN 
ADVANCES ABRAMS 


Norman R. Abrams has been 
elected a director of Congoleum- 
Nairn, Inc., 195 Belgrove Drive, 
Kearny, N. J. He will continue 
as manager of manufacturing, a 
position to which he was ap- 
pointed last fall. He has been 
associated with the floor covering 
firm for 25 years, serving succes- 
sively as department foreman, 
Kearny plant manager and man- 
ager of plants. He now directs 
all manufacturing operations of 
the company and has charge of 
plants at Kearny and Salem, N. 
J., Marcus Hook, Pa., and Cedar- 





hurst, Md. 








DAYTON PUMP & MFG. CO. 
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DAYTON, OHIO 














NEW YORK STATE RETAIL HARDWARE ASSOCIA- 
TION officers following their election at the annual conven- 
tion, Feb. 5-7, 1946, Seneca Hotel, Rochester; left to right, 


front row, Frank E. Pelton, Pelton Bros, Hdwe., Herkimer, 
treasurer; Russell Selkirk, Selkirk Hdwe., Cobleskill, presi- 
dent; Harry P. Hoblin, N. P. Hoblin, Inc., Bronxville, second 
vice-president; rear row, J. E. Peck, Canandaigua, retiring 
president; Nicholas H. Kiley, Syracuse, executive secretary, 
and Frank J. Smith, Smith Bros. Hdwe., Hamburg, first vice- 
president. Directors are: W. F. Bender (reelected), Summit 
Electrical and Hdwe. Co., Buffalo; A. F. Lynch (reelected), 
E. L. Durkee Co., Gloversville; Henry Ruschmeyer, H. C. 
Ruschmeyer & Son, New York City; Russell McFarland, Mc- 
Farland Hdwe. Co., Niagara Falls; Timothy Griffing, Griffing 
Hdwe. Co., Riverhead. The association voted to petition 
Congress against the OPA practice of requiring dealers to 
absorb price increases; to require taxation of cooperatives; 





to resist repeal of the Miller-Tydings amendment for the pro- 
tection of the small retailer and the consumer. 


HARDWARE AGE 
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SIGNING 


Walter Fleischaker, left, 


NOMA ELECTRIC GETS 
EFFANBEE DOLLS IN 
MILLION DOLLAR DEAL 





Fleischaker & Baum, Inc., and 
its affiliate, Effanbee, Inc., the 
nation’s largest manufacturers of 
high-quality dolls, have been 
acquired by the Noma Electric 
Corp. in a cash transaction in- 
volving more than one million 
dollars. The Noma-Fleischaker 
& Baum deal is the largest ever 
effected in the doll industry and 
involves all assets, trade-marks, 
patents and properties of the doll 
companies, . 


Henri Sadacca, president of 





THE PAPERS in the largest transaction in the doll 
industry, transfer of ownership in Fleischaker & Baum, Inc., 
makers of “Effanbee™ dolls to Noma Electric Corp. Henry 
Sadacca, center, Noma president, is making his signature. 
and Bernard Fleischaker, 
founded the firm together with the late Hugo Baum, whose 
son Bernard Baum is watching the signing. 


right, 


Noma, states that the manage- 
ment and policies of Fleischaker 
& Baum will remain unchanged. 
Officers of Fleischaker & Baum, 
Inc., include two founders of the 
firm, Bernard E. Fleischaker, 
president, and Walter Fleis- 
chaker, vice-president, secretary, 
and sales manager. Bernard 
Baum, son of the other founder, 
Hugo Baum, is treasurer and 
factory manager. 

Mr. Sadacca also announced 
the Effanbee facilities and line 
are to be considerably expanded 
with the objective of making the 
company ultimately the world’s 
largest producer of quality dolls. 








SUPPLEE-BIDDLE FAIR 
IN PHILADELPHIA 
MARCH 4-7 


“Green Light Go Ahead,” is 
the slogan for the Supplee-Biddle 
Merchandise Fair to be held in 
its W.G.S. Bldg., at Third and 
Race Sts., Philadelphia, March 
4 to 7. This will be the first 
Svpplee-Biddle Merchandise Fair 
since 1942, conditions of the past 


= 



















WM. GEO. STELTZ 
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three years having prevented the 
event. 


The first Supplee-Biddle Mer- | 


chandise Fair was held in 1934, 
one year after Wm. Geo. Steltz, 
now president, was elected to 
office. Held annually from that 
year through 1942, it has grown 
each year both in size and at- 
tendance. 

Booths displaying the merchan- 
dise of over three hundred manu- 
facturers will line the various 
rooms of the huge building. 





S. G. HARRIS REJOINS 
PETROLEUM SOLVENTS 


Sidney G. Harris has returned 
to his former connection as man- 
ager, sales engineering depart- 
ment, Petroleum Solvents Corp., 
New York City, makers of 
Loosite and Silco. He has been 
away for 42 months, serving as 
a lieutenant colonel in the Army. 
For 32 months he was overseas 
as area and theater petroleum 
officer on the staff of the com- 
manding general, U. S. Army 
Forces, South Atlantic, and re- 
cently received a citation for 
meritorious work. 

















MRS. TALLMAN SAYS HER 


AUTOMATIC WASHER HAS DONE 
FINE WORK FOR 26 YEARS 









































paving 
nnn 
Ndbete phhon aw 
“ 
p) artruie . Tei mem 






( : ‘gue a & 1° 








Tie new Automatic DUO-DISC 
Washers have even more of those lasting 
qualities which insure effici isf y 
service for your customers. The “Stokes” 
Patented Ball-bearing Transmission, backed 
by our broad guarantee, means a minimum 
of service calls for you and “more profit 
that you can keep.” 

WRITE FOR NAME OF NEAREST DISTRIBUTOR 















Made lowa Since 1908 by 


AUTOMATIC WASHER COMPANY 


in Newton, 


Knows the “‘AUTOMATIC’’! 


Everybod 
HER with the DUO-DISC Foeet--- 


—Only W. 


145 





































Sales Director, Nine District Managers 


Announced by Electromaster, Inc. 


Announcement is made 


Electromaster Inc., 1803 E. At- 





R. RUSSELL BROWN 


water St., Detroit, Mich., of the 
appointment of R. Russell Brown 
as director of distribution and 
the addition of nine district man- 
agers. With these appointments 
the supervisory sales staff is 
rounded out to tie-in with the ex- 
panded electric range and elec- 
tric water heater sales program 
recently inaugurated by Electro- 
master. 

Mr. Brown is a veteran sales 
executive and has been associated 
with Electromaster for the past 
1l years as district manager. In 
his new capacity he will direct 
the wholesale sales effort of dis- 
tributors from coast to coast. 

E. G. Kramer will handle the 
Iowa and Nebraska territory 
where he served in the same ca- 
pacity before the war. Mr. 
Kramer held the position of top 
supervisor of expediting war ma- 
terials during the past four years 
for Electromaster. 

W. Alex Keuhlthau is assigned 
the Washington, Idaho, and Mon- 
tana territory. He joined Elec- 
tromaster in 1935 and has held 
several positions in the sales di- 
vision. During the war he was 
Electromaster’s west coast con- 
tact man with Army, Navy, and 
Marine Corps. 

B. G. Sanderson will manage 
the California territory. Mr. San- 
derson has been in the appliance 
field since 1934, specializing on 
electric ranges and water heater 
sales. 

D. L. Kirk will cover the Mis- 
souri territory. Mr. Kirk has been 
on the Electromaster sales staff 
since early 1937, and formerly 
handled the Michigan territory. 
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by 


Gerald Hulett, vice-president of 


He has been war material expe- 
diter supervisor for Electromas- 
ter during the past four years. 
E. R. Sigler is to travel the 
Pennsylvania and Ohio market. 
Joining Electromaster in 1937, 
Mr. Sigler has supervised sales 
in several territories. He served 
with the U. S. Engineering Corps 


| during the war. 


New England States territory 
sales will be directed by W. L. 


| Leavis. Mr. Leavis came into the 


organization in 193] and has held 


| positions in engineering, service, 








and sales divisions. During the 
past four years he acted as East- 
ern contact man with the armed 


| forces for Electromaster. 


F. E. Drouillard will be re- 
sponsible for Michigan territory 
sales. After 15 years as a sales 
executive in the appliance field, 
he joined Electromaster in 1944 
as head of its order department. 

The territory of Texas, Louisi- 
ana, Tennessee and Arkansas 
will be controlled by W: A. 
Roberts. Until his recent dis- 
charge, Mr. Roberts served two 
years in Chemical Warfare Ser- 
vice in Washington and before 
that had 10 years’ experience as 
a sales executive. 

The New York territory, out- 


side the City of New York, will | 


be under the direction of J. A. 
Watts. Mr. Watts had six years’ 
experience as sales executive in 
the major appliance field before 
the war. 








PENNSYLVANIA AND ATLANTIC SEABOARD HARD- 
WARE ASSOCIATION, convention and exhibit, Feb. 12-14, 
Bellevue-Stratford Hotel, Philadelphia, Pa., elected R. D. 


Howell, Perth Amboy, N. J., president to succeed M. C. Gay, 
Jr., Tunkhannock, Pa. George R. Park, Jr., Wayne, Pa., is 
first vice-president and M. Haswell Pierce, Milford, Del., is 
second vice-president. W. Glenn Pearce, Philadelphia, Pa., 
continues as managing director and Harry D. Kaiser, Phila- 
delphia, Pa., as assistant treasurer. Executive committee 
members are: R. M. Imschweiler, Tremont, Pa.; T. Lawrence 
Edwards, Ebensburg, Pa., and M. W. Allen, Carlisle, Pa. 
(new). The association favored: retention of Miller-Tydings 
amendment and urged that more manufacturers, so qualified, 
enter into fair-trade contracts in states where permissible; 
requiring consumer co-ops to pay taxes on same basis as 
other corporations with which they compete and the con- 
tinuance of Regulation ““W" or a like “code on a flexible 
basis." Opposed: OPA price absorption policy and increase 
or continuance of government competition with private busi- 
ness. Shown in photo, left to right: W. Glen Pearce, M. Has- 
well Pierce, R. D. Howell, M. C. Gay, Jr., and Harry D. 
Kaiser, past president, NRHA. 











MAJESTIC DEALERS | cago, recently, and discussed 
MEET, PLAN SALES product and merchandising plans. 
Fourteen Majestic Radio and | The panel members were given 8 
Majestic Record distributors met | PTeView of a program which is to 
with E. A. Tracey, president, and be presented to the entire Majes- 
other executives of Majestic | tic distributor organization in a 
Radio & Television Corp. and | series of meetings to be held 
| Majestic Records, Inc., in Chi- | throughout the country. 








No. 3 
7S'x170° Addition 
Under Construction 





No. 1 No. 2 
Purchased Stoel Warehouse 
F June, 1944 Under Constructiba 


NEW FACILITIES OF ORGILL BROS. & CO., wholesale hardware concern in Memphis, 


Tenn., now in process of construction, are shown as they will appear when they will be 


read 
will 


for use by late Spring. 
e approximately $300,000. The buildings on the right of the tracks represent new 


The expansion will cover two city blocks, the cost of which 


floor space and the new 75-ft., four-story addition being built is shown by the architect's 
drawing at the left. An L-shaped, one-story steel warehouse is being built next to the 


five-story International Harvester Bldg. which Orgill Bros. & Co. purchased a 


few 


months ago. The new steel warehouse, 50 by 92 ft., joining with the International build- 


ing 


ives an additional 180 by 270 foot space that will be connected to the present main 


warehouse by an overhead bridge which will house a modern two-way conveyor 960 ft. 
long with trucks every 20 feet moving 30 feet a minute. This conveyor will have a 


capacity of 96,000 Ibs. The 
spur. 


warehouse will be served by a recessed Illinois Central R.R. 


The four-story and basement addition which is being constructed to the west of the 
present office building will feature a recessed loading dock, an employees recreation room 
and two more floors of additional warehousing space. 





HARDWARE AGE 















<D- 


ay, 
, is 
] is 


ila- 
tee 
nce 
Pa. 
ngs 
ed, 
le ; 


> 
ble 
ise 
\si- 


we oe" 
1000,000 See s] 


RURAL FAMILIES ss 
ARE WAITING FOR!) 4 pana 























































‘PRICE “ye? 














initiating and improving ferment 
ing action for efficient sewage 
freatment end safe. sanitary 
yal 1 disposal. Prevents rapid accumu- 
lation of solids which clog tank 
and pipes SEPTIC-PEP is quict- 
acting. sure, safe. Cant harm 
fiatures. pipe of tank. Non- 
A PRODUCT OF 
THOMAS SANITARY PRODUCTS CO. 
There’s a ready market for this new product —a AKRON 8, OHIO, U.S.A. 
61IG market — made up of 1,000,000 rural and sub- PIONEERS IN at 
urban families with septic tank disposal systems. They 
need SEPTIC-PEP to keep bacterial action going for 
efficient waste disposal, to prevent rapid clogging of 
tank and pipes, to maintain uninterrupted use of “in 
side” plumbing facilities. Recommended use is one 


package every three months, adding up to the high total poten- 
tial market of 4,000,000 packages annually. 



















SEPTIC-PEP PRICES PUT 
“PEP” IN YOUR PROFIT PICTURE 





J € 
. ; 
ee 


SEPTIC-PEP starts action in new tanks, revives action 
in sluggish tanks, keeps fermentation going at full efficiency, 
prevents the inconvenience and ex- 






> 
+ 


Pave pt Sales 







pense resulting from a septic system 2 SEPTIC-PEP retails for $1.00 per 
that quits working. a package. Check your prices below 
§ . note the profit you make. . 







Made By Sanitation Experts, 
SEPTIC-PEP was developed “on the 
job” during 15 years of experience in solving sewerage and 
‘drainage problems of all kinds. It’s a dependable product that 
you can sell with absolute confidence. 





and order today. 





>* at 





One Dozen $0.60 per pkg. 
Vy Gross 54 per pkg. 
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One Gross ........ .49 per pkg. 
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Powerful Advertising in leading farm publications is 




























aren to take the facts about SEPTIC-PEP to the owners of o: m Special Introductory Offer 
septic tanks, who need it right in your ter- te wales is ate anak oni to 

— Dring al and cash in with Bs anit ead edt ER TICAED. Wid 

. 3, your initial order for 12 gross or 
JOBBERS—ATTENTION K more, we will give you a boaus of 






34 






12 extra packages. $12 extra profit 
for you. Get this extra profit — 
order today from Dept. O-10. 


:— THOMAS SANITARY PRODUCTS CO. 


. aie AKRON 8, QHIO, VU. S. A. 
' PIONEERS IN SCIENTIFIC SANITATION 





Write Dept. O-10 today about selective 
jobber program and jobbing discounts. 
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ARE FAST-SELLING AND 
PROFITABLE TO 
HARDWARE DEALERS 
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PROFITABLE TO SELL. 
They’re reasonably priced and discounts are sub- 
stantial. Each pump is exceptionally well constructed 
of high grade bronze. 











P. 
ALL AROUND FARM gon 
silo filling, cesspool - _ 
i n tanks, 
: om py hundreds of other 
a 


a Low-cost 
For filling tractor — 
cellar draining, — 
transfer and circu “1 
uses cround the farm. 



















USED BY EVERYONE = 

in all industries dairies, wineries, canneries, 
machine shops, food and chemical plants, paper 
mills, fishing, boating, air-conditioning, etc. 


RIORITY. 
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pROVED SUPE s ond 


i facture 
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nil ore using these pumps 


other equipment: 


year 
motors and 








i 5. 

NOW AVAILABLE, PROMPT DELIVERY. 

is 6 Distributed nationally by leading hardware jobbers, 
shate. @ by wholesale farm implement houses, ship chandlers, 
pump distributors, wholesale plumbing companies, etc. 











ALLY ADVERTISED. 
industrial papers, 
. SELLING YOU : 
ards and advert! 
build your sales. 


be xd 
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NATION 


Farm papers 
magozines ore 
° Counter display © 
available to help 


JABSCO 


The pump with the RUBBER impeller! 
eee (oil resistant) 
JABSCO PUMP COMPANY 
8302 Wilshire Boulevard © Beverly Hills, California 


fishing and marine 
R CUSTOMERS! 
sing literature © 






These pumps are 
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Thompson, Hobbs, N. M.; J. 


tary; Claude Harp, Matador, 





PANHANDLE HARDWARE AND 
convention at the Herring Hotel, Amarillo, Tex., Feb. 11-12, 
elected Clarence L. Thompson, Canyon, Tex., president suc- 
ceeding Claude Harp, Matador, Tex.; vice-president, Ernest 
Lee, Wheeler; Mrs. C. L. Thompson, Canyon, Tex., executive 
secretary; Directors: A. S. Meinecke, Lubbock, Tex.; S. C. 
Harrison, Memphis, Tex.; Sam Hergert, Perryton, Tex.; Grady 


IMPLEMENT ASSN. 





K. Applewhite, Tahoka, Tex., 


and E. C. Armstrong, Clovis, N. M. In the illustration left to 
right, front row: Clarence L. Thompson, Canyon, Tex., presi- 
dent; Mrs. C. L. Thompson, Canyon, Tex., executive secre- 


Tex., retiring president. Rear 


row: S. C. Harrison, Memphis, Tex.; E. C. Armstrong, Clovis, 
N. M., and Ernest Lee, Wheeler, Tex., directors, and Ernest 
Lee, Wheeler, Tex., vice-president. 











| E. EARL FISHER TO OPEN 


| 
| 
| 


MANUFACTURERS’ 
AGENCY 


After 28 years’ service with the 
Colorado Fuel & Iron Corp., as | 


| eastern division manager, E. Ear] 


| 
| 


Fisher plans to form his own 
manufacturers’ agency, on April 
1. He will sell lines particularly 
to the hardware and automotive 


| trade in Nebraska, Kansas, Okla- 


| 


| and Fort Smith, Ark. 


homa, and Missouri river points | 


,from Sioux City, Ia. to Kansas 
City, Mo., as well as Joplin, Mo., 
For the 
present he will maintain offices at 


2422 Rivera St., Wichita 9, Kans. 





E. EARL FISHER 











EDWARD L. TAYLOR 


TAYLOR NEW PARTNER 
IN CAMFIELD MFG. 


Edward L. Taylor has been 
elected to partnership in the 
Camfield Mfg. Co., Grand Haven, 
Mich., of which he is general 
sales manager. 

The Camfield Co. manufactures 
the Camfield electric toaster, a 
fluorescent light diffuser called 
the “Fluor-O-Shield,” Camfield 
plywood serving trays, and also is 
continuing the manufacture of 
special items of formed lami- 
nated wood. Two plants are oper- 
ated by the company in Grand 
Haven and employment of 550 








by summer is anticipated. 
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Walter Clark Elected Vice-President 


Patterson Sargent Company 


At a recent meeting of the| trade as well as in the paint in- 
board of directors of The Pat-| dustry. 


terson Sargent Co., 1325 E. 38th 
St., Cleveland, Ohio, paint manu- 





WALTER T. CLARK 


company. 
tinue as a director and also gen- 
eral sales manager of the trade 
sales division. 

Mr. Clark became associated 
with The Patterson Sargent Co. 
in 1910 upon finishing school 
and has since served in various 
sales and merchandising capaci- 
ties. He is a past president of 
the Cleveland Paint, Varnish_ & 
Lacquer Club and has a wide 
circle of friends in the hardware 


RICE TO REPRESENT 
| HANSON SCALE CO. 


| The Hanson Scale Co., manu- 
facturer of spring scales, an- 
| nounce the appointment of Earl 
S. Rice, Arlington, Mass., to rep- 
resent them in the New England 
| States. 
| The increasing demand for 
| Hanson scales has made is neces- 
| sary to construct an addition to 
| the factory in Chicago that will 
| practically double the former 
output. 





| PENNSALT ADOPTS 


| 
| 


| company-financed retirement pro- 
facturer, Walter T. Clark was| gram for all its 


elected a vice-president of the| Everyone, from officers down, 
Mr. Clark will con-| Will be eligible for retirement at 





RETIREMENT PLAN 


The Pennsylvania Salt Mfg. 
Co., Philadelphia, has adopted a 


employees. 


the age of 65. 

Under the retirement benefit 
plan, employees will be eligible 
for monthly payments of one and 
one-half per cent of the highest 
annual pay in the three years 
preceding retirement, multiplied 
by the years of service. The maxi- 
mum monthly payments will be 
40 per cent of the highest annual 
pay less an amount equal to So- 
cial Security benefits. 











WISCONSIN Retail Hardware Association convention and 
exhibit at the Milwaukee Auditorium, Milwaukee, Wis., Feb. 
5-8, 1946 elected Joseph H. Kitz, Oshkosh, president suc- 


ceeding W. H. Niebergall, Wausau. H. A. 


Point, is secretary-treasurer. 


expansion of government in business; passage of 





Lewis, Stevens 
Convention opposed: further 


U. S. Sen- 





ate Bill S1678 which would require registration of all fire- 
arms in the hands of individuals, dealers, wholesalers and 
manufacturers while exempting those licensed to make or 
distribute machine guns and other weapons regulated by the 
National Firearms Act from registering sporting firearms in 
their stock; cost absorption policy of OPA; repeal of Miller- 
Tydings law. Favored: co-op payment of taxes on same 
basis as other corporations. W. T. Johnson, Rice Lake, is 
vice-president. Directors are Messrs Kitz, Johnson, B. F. 
Strong, Eagle River; Gerald Zenz, Lancaster; E. G. Haas, 
Kaukauna; S. V. Kubly, Madison and C. A. Kildow, White- 


water (new). Men in photo above, left to right, Messrs 


Lewis, Johnson, Kitz and Niebergall. 
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DOUBLE Locking 
DOUBLE Security 


BOTH 
SIDES 
Shackle 





Shown Actual Size 
2 Double Bitted 
Milled Keys 
with each Lock 





Cut open View. Actual Size 


All CHICAGO LOCKS—tock BOTH SIDES of shackle 


CHICAGO 
LOCK CO 
CHICAGO.ILL 
MADE IN U.S A 

| ii 2 FT 

Medium Priced Popular Seller. 


11 Criss-Cross Tumblers. 
Locks BOTH SIDES of Shackle. 





Lowest Priced Popular Seller 


in Chic Line. ks BOTH 
SIDES of Shackle. 





Drawer Lock No. 1970 
Shown Half Size 


Write—Know-Why 
CHICAGO LOCKS 


. 1978, 
er Be assure 


Single Bitted. : 
For Desks, Cupboards, Werdrobes, etc. 


Bigger Sales - Profits - Good Will 
Ask Your Jobber About Complete CHICAGO Line 


CHICAGO LOCK CO. 


2024 N. Racine Ave., Dept. 12, Chicago 14, Ill. 


LTS 


























IOWA RETAIL HARDWARE ASSOCIATION 48th annual 


convention held at the Hotel Fort, Des Moines, lowa, Feb. | 


12-15, elected R. B. Schlotfeldt, De Witt, president; Stanley 


Shupe, Clarion, vice-president, Philip R. Jacobson, Mason 
City, secretary-treasurer. Directors: G. W. Aspinwall, Hawk- 
eye, three-year term; Stanley Shupe, Clarion, and Carnot 
H. Thomas, Creston, two-year terms, the latter to fill a va- 
cancy; H. F. Young, Osage, and J. A. Van Ness, Mason City, 
both filling vacancies. Advisory board: Harry L. Summitt, 
Macedonia, three-year term; William A. Broquist, Des Moines; 


C. U. Chickering, Waterloo. Resolutions favored OPA ad- 


justing retail prices to reflect increases allowed manufactur- | 
ers; favored legislation to require co-operative organizations | 


to pay taxes on same basis as firms with which they com- 
pete; favored ammunition makers to qualify under Fair Trade 
Laws; opposed effort to repeal Tydings-Miller amendment. 
Shown in the illustration, left to right: Stanley Shupe, Clarion, 


vice-president; Philip R. Jacobson, Mason City, secretary- | 


treasurer, and R. B. Schlotfeldt, De Witt, president. 








THREE APPOINTMENTS 
ANNOUNCED BY LANDERS, 


able previous experience in sell- 
ing retail organizations. 
Ralph F. Moore will represent 


| and South Carolina and West 
| Virginia on small appliances, 
| housewares and cutlery. He was 
recently discharged from the 
Army after serving four years in 
the Pacific and European the- 
atres, formerly was sales repre- 
| sentative for the Goodyear Tire 


& Rubber Co., in New York City. 
John A. Andrews has been ap- 
pointed as sales representative in 
| the appliance division, 
cover Missouri and 


major 
will 


and 





RALPH F. MOORE 


Kansas. At one time he 
department of the New Britain 
(Conn.) Herald and in 1937 was 


assistant secretary of Grasinger 





pliance dealers. In 1939 he came 
to Landers, Frary & Clark and 
since 1942 has been on leave of 
absence while in service in the 
Navy. 


OPA STOVE CHIEF 
JOINS NESCO 


Charles O. Slaby has been ap- 
pointed assistant sales manager 
of the National Enameling and 
Stamping Co., Stove and Heater 
Div., 270 N. 12th St., Milwaukee, 
Wis. 





| 


was | 
| connected with the advertising 


Mr. Slaby comes to the Nesco 
organization from Washington, 
D. C., where for the past two 
years he has been chief of the 
Stove Section, Consumer Goods 


Div. of OPA. 









































FRARY & CLARK 


Landers, Frary & Clark, New 
Britain, Conn., has made three 
new appointments to its sales de- 


the company in Virginia, North | Kendall, Inc., Dallas, Texas, ap- | CHARLES 0. SLABY 








partment. 
F, P. Hogan will be sales 
representative on major appli- 


ances in the northwest territory, 
covering Wisconsin, Minnesota, 
North and South Dakota, mak- 
ing his headquarters in Minne- 
apolis. Mr. Hogan joins the 
company after several years ser- 
vice with the Northwest Public 


Service Co. He had consider- 





OKLAHOMA HARDWARE AND IMPLEMENT ASSN. in convention, Feb. 5-7, at the Mu- 
nicipal Auditorium, Oklahoma City, Okla., elected Matt Culp, Duncan, president succeeding 
C. S. Springer, McAlester. G. G. Pinkerton, Bartlesville, was elected first vice-president; J. 
A. Wheatley, Yukon, second vice-president, while R. K. Thomas, Oklahoma City, was re-ap- 
pointed executive secretary. Board of directors consists of J. Dewey Clemens, Ardmore; 
R. Bauman, Elgin; C. L. Murphy, Stillwater; J. E. Lang, Perry, and O. D. Fenimore, Wood- 
ward. The executive committee is composed of President Culp, G. G. Pinkerton, vice-presi- 
| dent, and R. K. Thomas, executive secretary. Advisory board consists of C. A. Fahnestock, 
Okmulgee; R. R. Smith, Wakita, and C. S. Springer, McAlester. Resolutions approved 
amending of tax laws to require co-operative organizations to pay taxes; approved more 
manufacturers qualifying under Fair Trade laws; opposed repeal of Tydings-Miller amend- 
ment, and favored adjusted retail prices. 

Illustration, left to right, front row: R. K. Thomas, executive secretary; C. S. Springer, 
retiring vice-president; Matt Culp, president; G. G. Pinkerton, first vice-president, and J. 
A. Wheatley, second vice-president. Rear row: Stewart Martin, E. R. Bauman, C. L. Murphy, 
| O. D. Fenimore, J. E. Lang, directors; C. E. Young, N.R.H.A.; R. R. Smith, advisory board, 
and W. W. Hickman, retiring member of advisory board. 











F. P. HOGAN 
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circLe ©) from billet to 


bolt...and: that means 
uniform, controlled quality 


From billet to finished product the manufacture of 
all circle © fasteners is controlled in one plant—the 
largest independent in the country. For this reason 
you can depend on the hundred thousandth bolt or 
nut leaving the machine to be as accurate in size 
shape and thread as the first. 


THE UNIFORM QUALITY OF ALL CIRCLE @ PRODUCTS 
BEGINS IN OUR OWN ROLLING MILLS. 


FFALO BOLT 


COMPANY 


NORTH TONAWANDA, N E W YOR K 


DORR RERRERER 


\ 

















with fast-action, 
thin-blade 
cutter wheel 


G 












@ The instant your customers 
pick up this new primar pipe 
cutter, with its rugged new style 
malleable frame, they like the feel 
of it, the efficient balance — and 
it cuts pipe with the easy speed 
that feeling suggests. True clean 
cuts, almost without burr, the 
thin tool-steel blade wheel rolling 
right through with least effort. It 
pays you to introduce them to this 
new signi. Order them from 
your Jobber. 
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They like this No. 


BAKER, RAISIG JOIN AMERICAN HARDWARE SUPPLY 
CO.: William A. Baker, Jr., left, who has joined American 
Hardware Supply Co., Pittsburgh, Pa, dealer owned whole- 
sale house, as sporting goods buyer. He was previously with 
Edw. K. Tryon Co., Philadelphia, wholesale hardware house, 
and traveled as a salesman in western Pennsylvania for that 
company. Charles Raisig, right, now warehouse engineer for 
American Hardware Supply, has recently been honorably 
discharged from the U. S. Army Ordnance Department. As 
a lieutenant colonel he commanded the 177th Ordnance Bat- 
talion in Europe, for four and a half years. Prior to his army 
service he was a roller in the tin temper mill department of 
Carnegie-Illinois Steel Co. 








VICTOR ELECTRIC sales manager in the South, will 
PERSONNEL CHANGES _ work with Charles Stoup, “Ameri- 


4 ” . 
Promotion of several officials of | ©" Kitchens” manager, in Con- 


Victor Electric Products, Inc., | Be*sville. 


Cincinnati, has been announced | 
hy ©. L. Harrison, president. | 


T. R. Harris, who has been| CREATES NEW POST 
general manager for the past | After more than 11 years in 
three years, is now vice-president | the newspaper advertising field, 
and secretary; L. E. Gaut, who | closely associated with retail ad- 
has been general sales manager | yertisers of all types, Gene Stark 


MOORE ENAMELING 














since 1944, is elected vice-presi- 
dent in charge of sales; H. F. 
Doll, who has been chief engi- 
neer for the past 10 months, con- 
tiues in that capacity and now 
heads all engineering, tool de- 
sign, drafting, inspection, model 
and laboratory activities. I. E. 
Ross, who recently joined the 
company after association with 
the Aircraft Electrical Council of 
the National Electrical Manufac- 
turers Assn., has been appointed 


| assistant chief engineer. 


“Victron” desk 


42 4-wheel cutter, | 


too—fast quarter 
turn cutting. 


WORK-SAVER PIPE TOOLS 


THE RIDGE TOOL COMPANY - ELYRIA, OHIO, U.S. A. 








manufactures 
and _ pedestal 
fans, air cirvculators, ventilating 
fans, portable ironers, exhaust 
fans, and fractional horsepower 
electric motors. The plant is 
located at 2950 Robertson Ave., 
Cincinnati, O. 


The company 


HENRY PROMOTED BY 
AMERICAN KITCHENS 


Gene Henry has been appoint- 
ed assistant to the sales manager, 
in charge of “American Kitch- 
ens,” for American Central Mfg. 
Corp., Connersville, Ind. Mr. 
Henry, who formerly was district 


has joined the sales organization 
of the Moore Enameling and 
Manufacturing Co., West Lafay- 
ette, O., to direct sales promotion 
and advertising. 

He will serve in a position 
newly-created by Moore Enamel- 
ing, concentrating on “Memco” 
and “Porcelanart,” glass-on-steel 
enameled cooking ware. 








GENE STARK 
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trical sales division. The Kansas 
City territory has been divided 
into two parts. The southern por- 
tion, comprising Texas, Okla- 
homa, and parts of New Mexico, 
Arkansas, and Louisiana, is now 
the Houston branch office terri- 
tory, with sub-offices at Dallas 
and Tulsa, with L. J. Dicianne as 
branch manager. 

The northern portion continues 
to be known as the Kansas City 
branch office territory and is now 
limited to Kansas and Nebraska 
and the western halves of Iowa 
and Missouri, with A. G. Viola 
as branch manager. 

J. L. Pasher, for many years 
manager of the Pittsburgh Auto- 
motive Div. branch territory, is 
now in charge of both the electri- 

SEEKS HARDWARE cal and automotive divisions 
FOR COLOMBIA there. 

Ludwig Cohen, associated with 
Gerhard-Beltz Co., Bogota, Co- VETERAN OF BOTH WARS 
lombia, S. A., manufacturers’ NAMED OFFICER OF 
representative, recently visited HOUSTON FIRM 


the Harpware Ace offices. Mr.| Gus C. Dittmar, recently re- 
Cohen is in this country in order} turned from four years of army 
to obtain general hardware,| service as civil affairs officer on 
woodworking machinery, and) the staff of General Omar Brad- 
electrical tool lines for represen- ley, has been elected a vice-presi- 
tation in Colombia. His address} gent of the F. W. Heitmann Co., 
while in New York is in care of} 113 Main St., Houston 2, Texas, 
Max Hertz, 41-15 44th St., Long} wholesale hardware concern. 

Island City 4. Also a veteran of World War 
I, Colonel Dittmar was formerly 


purchasing agent for the Heit- 
WAGNER ELECTRIC mann Co. He has taken an active 


SPLITS SALES AREA interest in civic and trade groups, 

The Wagner Electric Corp. an-| and is now serving as vice-presi- 

nounces branch manager and|dent of the Texas Wholesale 
sales territory changes in its elec-| Hardware Association. 





LUDWIG COHEN 

















THE CONNECTICUT Hardware Association at its 43rd 
annual convention, Feb. 12-14, Hotel Taft, New Haven, 
Conn., elected the following officers: president, John LeClaire, 
Jewett City; first vice-president, William B. Weldon, Simsbury; 
second vice-president, Charles Bacon, Middletown; third vice- 
president, Fred Hall, Canaan; secretary, Ned Russell, South- 
port; treasurer, Carl Nygard, Branford. 

Photographed, left to right, are: Messrs. Fred T. Blish, Jr., 
Manchester, retiring secretary; Weldon; Weldon, Lester B. 


Hayward, Middletown, retiring president; LeClaire; Russell I 


and Nygard. 

Elected directors for one year were Fred Norris, Hartford; 
Everitt Eaton, Collinsville; Harold Burghoff, Wallingford, and 
Robert Seamon, Manchester; directors for two years, Ben 
Kreiger, Shelton; Eric Waldo, Plainville; Charles Greenspon, 
Hartford; Joseph Doran, Willimatic: directors for three years, 
Louis Heyman, Danbury; Francis Pritchard, Rockville; Rich- 
ard Langdon, Bridgeport, and Burton Morrison, Torrington. 

The Association resolved that its members would ask con- 
gressmen to use their influence through legislation and other- 
wise to require OPA to adjust retail prices so that dealers 
would not have to absorb increases. 
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THIS UNIQUE 
PORTABLE 
MAINTENANCE 





DEPENDABLE, practical welder "i 
built into a strong, handy, shock- c3 50 
proof carrying case. Plugged in on 
any standard 110-V, 60-cycle AC out- ‘WIGS 
let, the Magic Wand Welder will weld, 
braze or solder any metal—iron, steel, 
bronze, brass, aluminum, etc. Any handy man, 
guided by the clear, detailed Magic Wand Instruc- 
tion Manual, will quickly learn to do electric flame 
and metallic arc welding, light and heavy brazing 
and soldering jobs successfully and economically 
with this unique outfit. 


A complete professional welding kit, including 
heavy-duty transformer, electrode holders adjustable 
for flame or arc welding, special polarized outlet 
plug, all necessary welding, brazing and soldering 
supplies, welding helmet and 16-sheet Instruction 
Manual. Fully guaranteed against any defect. 


SOLD THROUGH HARDWARE WHOLESALERS 


Here’s a “natural” for today’s market—one of those items 
that many of your customers, all through the war, have been 
waiting to get their hands on. They'll buy it for its handi- 
ness, its many uses, its savings in time and money. Let us 
send you full information on profits, repeat sales of supplies, 
advertising. aids, etc., and ad- 
dress of your nearby jobber. 
Write today to: 










JOHN H.GRAHAM&CO. inc. 


(reneral Sales Agent 
Dept. J., 105 Duane St., New York 8, N. Y. 






WELDER 


Welds, Brazes, Solders— Saves Money 


ADE BY PATENT SPECIALTIES. INC NEW YORK. N 









Atkinsons Mark 50th Anniversary 


Saturday night, Feb. 9, was a 
gala occasion for friends and well 
wishers of R. J. Atkinson, Inc., 
Ralph Ave., Brooklyn 21, New 





SIDNEY ATKINSON 


York, retail hardware firm, which 
then celebrated its 50th business 
anniversary with a dinner party 
at the Arion Club, Brooklyn. The 


celebration was attended by 





more than 80 including many 
representatives of firms with 
which the Atkinsons have been | 


dealing continuously since 1896. | 
Guest speakers were H. A. 
Cornell, New York hardware | 


notable, Arthur Segerdell, Yale 
& Towne Mfg. Co., and A. L.| 
Flamman, president, Hardware | 
Boosters, friends of the late R. J. | 
Atkinson who founded the firm. | 
They recounted many mutual 
business experiences of the past 
with Mr. Atkinson. Russell At- 
kinson and Sydney Atkinson, 
sons of the founder, who have 
carried on the business, also ad- 
dressed the guests, Sydney Atkin- 


son relating incidents in the his- 
tory of the firm. 

The anniversary celebration 
was further heightened by pres- 
entation of a bonus payment to 
employees, the first under a 
bonus plan recently inaugurated. 

Following the dinner, there 
was a variety of entertainment, 
featuring acts of magic by Ken- 
neth Atkinson, son of Russell 
Atkinson. Kenneth Atkinson is 
now associated with the firm and 
in order to learn the business 
has been put in charge of the 
hardware stock. 

R. J. Atkinson, founder of the 
business, was prominent in hard- 
ware circles, having successively 
held the presidencies of the 
Brooklyn, Metropolitan, New 





RUSSELL ATKINSON 


York State and National Retail 
Hardware Associations. Sydney 
Atkinson appears to be following 
the order, having been president 
of the Brooklyn, Metropolitan 
and New York State associations. 








P. H. ERICKSEN 


MAJESTIC SALES HEAD 
MADE VICE-PRESIDENT 


The directors of the Majestic 
Radio & Television Corp., St. 
Charles, Ill., have appointed 
Parker H. Ericksen, director of 
sales, a vice-president of the firm. 
Mr. Ericksen, who has been 
with Majestic since 1943, has 
been associated with the radio 
and appliance industries for al- 
most twenty years. 


HAGIN & KING SALES 
AGENCY FORMED 


A. E. Hagin, Oakland, Cal., 
manufacturers’ agent, has enter- 
ed partnership with Frank M. 
King. The firm, re-named Hagin 
& King Sales Agency, will cover 
the California market for toys, 
hardware, electrical appliances, 
gifts, ceramics, lucite plastics 
and leather goods. Offices and 
displays are maintained on the 
mezzanine floor of the Pacific 
Bldg., 608 16th St. Oakland, 
Cal. 








MUNRO PRODUCING 
SPORTS LINE IN 
LARGER PLANT 


With production under way in 
its newly-acquired plant at Utica, 
N. Y., and the establishment of 
executive offices there, Munro 
Sports, Inc., is planning mer- 
chandising and marketing oper- 
ations for its expanded line of 
sporting goods. 

The new Munro plant at Utica 
triples production facilities for 
the company whose original fac- 
tory is at Boonville, N. Y. Munro 
is manufacturing a full line of 
improved products for the sport- 
ing goods trade, including table 
tennis equipment, dart boards, 
badminton sets, paddle tennis 
sets, tennis racquets, shuffle 
board sets, shuffle pitch sets, 
poker tables, bowling alleys and 
croquet sets. 

Through recently organized 
Munro Sales, Inc., the company 
will distribute its products under 
a plan to assure controlled cover- 
age of the sporting goods market 
nationally with consistent cover- 
age by an adequate traveling 
sales force and branch offices in 
the country’s most important 
centers. 


B. & T. SPRING LINE 
CATALOG ISSUED 


The Bronson & Townsend Co., 
126 State St., New Haven, Conn., 
hardware wholesalers, is issuing 
a full-illustrated, 24-page 1946 
Spring Line catalog of lawn, gar- 
den and farm items. Prices 
shown are consumer prices. 
These booklets will be sold to 
Bronson & Townsend customers 
at cost. Space is allotted on the 
cover for hardware dealers to 
have their own firm name im- 
printed. 








TRIPLE SALES CONFERENCE: Salesmen of the S. M. Jones 


Co., Eclipse Lawn Mower Co., 





subsidiaries of the 


Buffalo Bolt Co., Buffalo, N. Y., photographed at a recent combined sales meeting for the three companies. Top row, left 
to right: E. T. Larkin, W. E. Barfield, B. B. Dawes, W. C. Meeks, R. D. Dale, W. M. Ware, L. W. Fagg, H. McWorkman, 
L. J. Pundt, F. Stritmatter, K. L. Miller, C. Weigel, C. W. Turner, G. H. Ross, and C. H. Baldwin. 

Middle row, left to right: R. W. Rose, W. J. Phalen, C. A. Mesler, L. T. Finn, G. A. MacGregor, R. E. Thompson, F. 
Stoll, W. G. Flanigan, A. E. Clausen, W. Clausen, D. Myers, W. E. Harvey. C. E. Zettel, and D. T. Sinclair. 

Front row, left to right: T. J. Usher, C. Curtiss, A. A. Binkerd, A. G. Witt, J. C. Walker (president, Buffalo International 
Corp.), C. N. Turner (general manager, Eclipse Lawn Mower Co.), C. L. Turner (vice-president-sales, S. M. Jones Co.), 
L. L. Hurd (sales manager, Buffalo Bolt Co.), J. J. Whittington, W. M. Jillson, C. L. Lane, and W. R. Petillon. 
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HE all-American dish of fried chicken 

and gravy can start your profit ball a ’roll- 
ing quickly. With this Buckeye Aluminum 
extra heavy (10 gauge) chicken fryer, a not- 
so-tender fowl becomes luscious, tender 
morsels of goodness. It’s the perfect utensil 
for economical, efficient “waterless” cook- 


ing of all kinds of meats. 


It will sell on sight because it’s big (10°s’ 
in diameter, 2)2 deep) . . . it’s bright with 
mirror-like finish... it’s beautiful in design. 
And when your customers get this chicken 





Start your profit ball a’rolling 
with this Buckeye Aluminum heavy wear 


CHICKEN FRYER 


fryer they’re going to want the other 
matching pieces of Buckeye extra heavy 
“waterless” cook ware. One sale just natur- 
ally leads to another. 

So start your profit ball a’rolling with this 
good-looking, easy-to-sell Buckeye Alumi- 


num chicken fryer—Catalogue No. 1011. 







Whe Buckryr 
LUMINUM C2. 





























































YOUR CUSTOMERS GET 


DOUBLE SERVICE 


from EVERY INCH of 


R-V-LITE 


4lt- Purpose WINDOW MATERIAL 






Because R-V-LITE is 
DOUBLE-LAMINATED on 
DOUBLE STRAND MESH 
for Double Strength 
and Double Life 
Free Dispensing Display Unit 
and Other Dealer Helps 


R-V-LITE repeat sale quality, R-V-LITE 
magazine and radio advertising, plus 
many powerful sales helps for your store, 
make it easy for you to sell R-V-LITE. 






































ARVEY CORPORATION 


Exclusive Manufacturers of R-V-LITE 


3470 N. KIMBALL AVENUE CHICAGO 18, ILL 





MAJESTIC OFFICIAL 
CITED FOR A-BOMB 
CONTRIBUTION 


Paul Sperling, service mana- 
ger for Majestic Radio & Tele- 
vision Corp., St. Charles, Ill., has 
received from the Secretary of 
War a certificate of recognition 
for his participation in the de- 
velopment and production of the 
atomic bomb. 

Mr. Sperling, who was located 
in New Mexico during his con- 
nection with the famed Manhat- 
tan Project, joined Majestic last 
year immediately following com- 
pletion of his assignment there. 





JACOBS CO. CHANGES 
DIVISION NAME 


The F. L. Jacobs Co., 1043 
Spruce St., Detroit, automotive 
parts and household appliance 
manufacturer, has changed the 
name of its Major Appliance 
Division to Appliance Division. 
Edward A. Ash continues as 
director of the division. 


OHIO BRASS PLACES 
IMLER IN VALVES 


The Ohio Brass Co., Mansfield, 
O., has named John R. Imler as- 
sistant manager of the valve dept. 
Mr. Imler has rejoined the com- 
pany after five years in the Army, 
serving with the 37th Division for 
three years in the Pacific theatre 
as a first lieutenant. 

He has been connected with 
the company since 1935 in the 








JOHN R. IMLER 


order and engineering depts. In 
his new position Mr. Imler will 
coordinate factory production 
and shipments of valves. 


CORBIN CABINET LOCK 
ENGAGES SVENSK 


Eric N. Svensk has been ap- 
pointed sales representative for 
the Corbin Cabinet Lock Div., 
American Hardware Corp., New 
Britain, Conn. His territory will 
include New York City and part 
of New Jersey, with his head- 
quarters in New York. 

Mr. Svensk previously served 
as an engineer with the W. S, 
Rockwell Co., New York City, 
and as superintendent of the A. 
F. Holden Co., New Haven, 


Conn., metallurgical engineers. 














NORTH COAST Retail Hardware Association in conven- 
tion, Feb. 10-11, in Portland, Ore., elected the following 








officers: R. H. Devore, Ferndale, Wash., president, succeed- 
ing Roscoe Hazer, North Bend, Ore.; Ruel D. West, Portland, 
Ore., (reelected) vice-president; F. G. Wilson, Snohomish, 
Wash. (reelected) vice-president; directors from Washington, 
H. E. Mohn, Bothell; Harry Craig, Vancouver; W. J. Mc- 
Kenzie, Goldendale; Harold Enger, Tacoma; directors from 
Oregon, Clark Adams, Grans Pass; W. H. Bohenkamp, La- 
Grande. Frank L. Taylor, Reedsport, Ore., was elected to 
replace William Knight, Springfield, Ore., who has retired 
from business, as a hold-over director from Oregon. Other 
hold-over director from Oregon is K. L. Mendenhall, Haw- 
thorne Hdwe. Co., Portland. Hold-over directors from Wash- 
ington are: Tom J. Cochran, Renton; A. L. Wold, Issaquah; 
Henry F. Peterson, Seattle, and Charles C. White, Bremerton. 

D. D. Stewart, American Bank Bldg., Seattle, Wash, was 
again elected secretary-treasurer. 

In the photograph, left to right, are: Messrs DeVore, Craig. 
McKenzie and West. 
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THE NORTHWEST HARDWARE CLUB’S OFFICERS were 
snapped following their election at a meeting held during the 
sessions of the Minnesota Retail Hardware Association con- 
vention in Saint Paul, last month. From left to right they 
are P. N. Russell, American Fork & Hoe Co., reelected secre- 
tary and treasurer; Frank Feyder, Hall Hardware, president, 
and E. A. Knudtson, Henry Disston & Sons, vice-president. 
About 75 members and guests attended. As a means of en- 
couraging greater activity it was decided to set up a special 
award to the member contributing most in furthering the club 
during the year. This is to be a rotating award, known as 
the MacSpedon Fellowship Trophy in recognition of A. T. 
MacSpedon, Stanley Works, the club’s first and retiring 
president. 











EVANS PRODUCTS CO. 
TO TRAIN DEALERS 


An international program to 
instruct and train distributors 
and their representatives in the 
operation and servicing of prod- 
ucts of the heating and appliance 
division of Evans Products Co., 
Detroit, is being organized by 
C. C. Van Wagoner, newly-ap- 
pointed service manager. 

Mr. Van Wagoner’s program 
includes the training of dealers’ 
service departments throughout 
the U. S., Canada and Mexico. 
Westinghouse Electric Supply 
Co. will handle distribution of 
the Evans oil-burning home heat- 
ers in the U. S. and Mexico, and 


Fairbanks Morse Co., Ltd., will 





c. C. VAN WAGONER 
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handle distribution in Canada. 
Other products of the heating 
and appliance division include 
water heaters, furnaces, floor fur- 
naces and the “Waste-Master” 
garbage disposal unit. 

Prior to joining Evans Prod- 
ucts Co., Mr. Van Wagoner had 
15 years’ experience with the ser- 
vice departments of Montgomery 
Ward & Co. and Crowley Milner 
& Co. 

SALES-DISPLAY ROOM 

FOR CLARION RADIO 


The Warwick Mfg. Corp., 4640 
W. Harrison St., Chicago 4, III., 
has completed its new sales 
offices and display room at its 
plant for its “Clarion” radios. 





PEPPERS TO HANDLE 
EUREKA IN S. E. 


Samuel B. Peppers has been 
named Southeastern regional 
sales manager of the Eureka 
Vacuum Cleaner Co., Detroit, 
Mich., making his headquarters 
in Atlanta, Ga. 

Mr. Peppers has been asso- 
ciated with the company since 
1928, save for two years during 
World War II when he joined 
National Fireworks, Ine., at 
Bristol, Va., to serve as assistant 
chief inspector. Early last year 
he rejoined the company as 
supervisor of the receiving in- 
spection division at the com- 
pany’s factory in Detroit, Mich. 
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Replacement Coils 


FOR SERVICE AND REPAIR 
OF ELECTRIC RANGES 
AND SMALL APPLIANCES 


These fast selling, highly dependable "JIFFY" replace- 
ment coils are now available in unlimited quantities. 
"JIFFY" coils are made from a high grade nickel chrome 
alloy which is totally resistant to alkaline solutions, prac- 
tically all acids, corrosion and heat. All "JIFFY" coils are 
cut to resistance and not to length to insure greater 
accuracy and long life. Special resistance coils can be 
supplied to meet specific requirements. 


"JIFFY" has available compact, economical kits 
of various units which can be used readily for 
repair of most appliances and electric ranges. 
We will furnish gladly on request a list of these 
kits ... their contents and prices. 


THE HARTFORD ELEMENT CO. INC. 


274 Windsor Street 
HARTFORD oe CONNECTICUT 
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POWER-SAVER | 


Completely Automatic 


WATER PRESSURE SYSTEMS 


For deep or shallow wells 


Big Profits!) Tremendous demand for 
electric water systems right now! 


Here is the answer to your need for a precision built, 
dependable water system that you can sell now. Ideal 
for rural and suburban use. Operates with high efficiency 
in any well down to 200 feet which has a 5 inch lower 
casing. 


Balanced, force action, twin-cylinder pump is built of 
finest materials throughout. Stainless steel ball valves and 
cylinder linings. Brass valve seats. Chrysler Oilite (oil 
cushion bronze) bearings. Machine cut gears. Ample 
capacity — amazingly low power requirements. 


Furnished complete with tank, pressure gauge, and 
automatic switch as shown. Pump also sold separately. 


JOBBERS-DEALER 


Write today for details of our money- 
making proposition, and full literature. 


NATIONAL MILKER 


SALES CORPORATION 
Distributors of National Milkers & Power Sever Water Systems 


515 East Grand Avenue Des Moines, lowa 
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TEXAS HARDWARE AND IMPLEMENT ASSOCIATION 
in convention, Jan. 15-17, at Dallas, Tex., elected the follow- 
ing officers: Henry Rush, Marlin, president; James A. Hill, 
Jr., Alice, first vice-president; E. B. Reed, Dallas, second vice- 
president. Ray M. Souder, 814-15 Texas Bank Bldg., Dallas 2, 
is secretary. Photographed are Claud Rogers, Frisco, retir- 





ing president (left) and Henry Rush, new president. 

Directors elected were: Charles H. Flato, Kingsville; R. E. 
Lindsey, Lott; Robert Meyers, 
mour; Frank Van Ness, Mission; R. H. Deaton, Paris; E. M. 
Schaefer, Schulenberg, and J. E. Stevens, Coleman. 


Gainesville; L. P. Nolen, Sey- 








PITTSBURGH TO HAVE 
JOBBERS’ SHOW 
MARCH 4-6 


Pittsburgh will hold its 10th 
Merchandise Mart at the William 
Penn Hotel on March 4, 5 and 6. 
Leading wholesalers in hard- 
ware, house furnishings, electric 
appliances, floor coverings, bed- 
ding, paint, etc., will display 
| their products during the show. 

For the entertainment of their 
customers an official A.A.U. box- 
ing contest will be staged in the 
ball room, and other entertain- 

ment will be provided. 

| Expectations are for a very 
' successful show. Lou Braden, of 
| J. A. Williams Co., wholesale 
| hardware firm, is president of 
| the wholesale merchants division 
|of the Pittsburgh Chamber of 
| Commerce, sponsors of the show. 
| Donald Scully, of Joseph Wood- 
| well Co., hardware wholesaler, 
|is mart chairman, and E. M. 
Marks, is mart director. 








PERSONNEL DIRECTOR 
FOR RUBBERSET CO. 


James L. Macwithey has been 
| named director of personnel of 
| the Rubberset Co., Newark, N. J., 
paint and shaving brush manu- 
| facturer, and for William Peter- 
| man, Inc., according to a recent 
| announcement by the company. 

Mr. Macwithey’s business ca- 
| reer includes several years of 
branch administration work with 
the Chase Bank, as well as exten- 
sive experience with New York 





| Stock Exchange houses in vari- 


ous capacities. Prior to joining 
the Rubberset Company, he was 
associated with Federal Ship- 
yards, Kearny, where he held the 
position of Chief Clerk in the 
Industrial Relations Department. 





GRATTAN REJOINS 
RAWLPLUG ON COAST 


Lee Grattan who formerly 
represented the Rawlplug Mil- 
waukee Co. has realized an am- 
bition to go to the West Coast 
where he is now in charge of 
the Los Angeles branch of The 
Rawlplug Co., Inc., 98 Lafayette 
St., New York 13. Mr. Grattan 
returned from the service a few 
months ago with the rank of 
captain. 








LEE GRATTAN 
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New York City’s Grand Cen- 
tral Palace will be the scene of 
a large-scale exhibit of the hard- 
ware industry’s products, Sept. 





COL. J. @ TILSON 


16 through Sept. 21, sponsored | 


by National Hardware Show, 
Inc., 331 Madison Ave., New 
York 17, N. Y. The show is 
planned to provide an opportu- 
nity for hardware manufacturers 
to display their products before 
an audience of international 
buyers. 

Col. John Q. Tilson has been 
named vice-president and counsel 
for the National Hardware Show.” 
Col. Tilson is well known 
throughout the industry, having 
served in Congress from 1915 
until 1932 and having been ma- 


New York Will House Hardware Show 
At Grand Central Palace, Sept. 16 | 


and 71st Congress. 
Inc., will contact retailers’ and 


publicizing the New York hard- 
ware exhibit. Special folders de- 
tailing the show and its plans 
| are available from the organiza- 
| tion. 
| 





SALES REPRESENTATIVE 
NAMED BY DZUS 


Dzus Fastener Co., Inc., has 
appointed L. S. Gilleo as a sales 
| engineer representative in the 
| Michigan-Ohio-Indiana _ territory 
| and L. L. McMaster, Jr., in the 
| Middle Atlantic states. They will 
provide engineering consultation 


service on fastening problems for | 
hardware manufacturers in their | 
| territories where Dzus Fasteners 


| are used extensively. 
Mr. Gilleo was formerly asso- 
ciated with the Ford Motor Co. 


with the Elastic Stop Nut Co. 


locknuts and other fastening de- 
vices. 


STELLWAGEN & KUNZ 
CHANGE LOCATION 


Stellwagen & Kunz, Inc., hard- 
ware manufacturers’ representa- 


Reade St., New York 7. The 
offices were formerly at 12 War- 





mS. = 2c 











jority leader of the 69th, 70th 
The National Hardware Show, | 


renee } 
buyers’ organizations everywhere, 


Mr. McMaster previously served | 


and the Standard Pressed Steel | 
Co. in the development of their | 


tive, has a new location at 78 | 
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$ILOO FUEL Ol TANK SOLVENT keeps oil burner systems 
clean from tank to burner. It removes sludge end gum 
from clogged pipe lines, strainers and filters—disperses 
all water accumulations due to condensation. SILOO 
FUEL OIL TANK SOLVENT is nationally advertised and en- 
joys a reputation for assured profits in a wide market. 


SILOO FUEL OIL TANK SOLVENT kéeps the entire fuel 
system clean and free-flowing, thus eliminating the 
necessity of scouring and cleaning storage tanks. 
SILOO FUEL OIL TANK SOLVENT is non-inflammable, non- 
explosive, non-corrosive and non-toxic. Wholesale dis- 
tribution only. Write today for particulars. 








—_ = SOLVENTS FOR ALL TYPES OF PETROLEUM RESIDUES 
TWICE 25 YEARS IN BUSINESS AND TWICE HONORED: | [arolum Solvents 


R. W. Levenhagen (left) senior vice-president of The Glidden 


Co., Cleveland, receiving a gold watch from Adrian D. | 


Joyce, president and chairman 


of the company, in honor of 


25 years of service. This marks the second time Mr. Leven- 
hagen has been similarly recognized; the first time 26 years 
ago when as secretary and assistant to the president of The 


Sherwin-Williams Co. he completed a quarter of a century | 


with Sherwin-Williams. 
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CORPORATION 
(Tank Solvents Division) 
General Offices: 331 Madison Avenue, New York 17, W. Y. 


Plants and Laboratories: Port Reading, New Jersey 
Petroleum Solvents Corp. of Canada, Ltd., Dominion Square Bldg., Montreal 
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In 1896 (when AGM started in 
business) the magnificent stove 
illustrated above was the pride 
of America’s parlors. It be- 
longed to an age of furbelows 
and dark woodwork. 


The 1946 AGM Sun Flame oil 
space heater (right) belongs 
to the light walls and wood- 
work of today’s homes. 50 
years of manufacturing know- 
how are in its quality and per- 


formance. You can sell AGM 
with pride and profit. 











AGM Kampkold, AGM 
gasoline lanterns, AGM 


ances you can be proud to 
sell. 


\ {e) > 7 





Kampkook are small appli- [5 


WHanuka {at 


en 
P fi896-1946 


YEARS 


AGM oil and gas automatic storage 
water heaters combine beauty and 
dependability to a high degree. These 
are heaters that will build loyalty to 
your store. 


——— 


Dicays Qood Merchandise 


Copyright 1945, American Gas Machine Co. 


Please write for literature and franchise information. 


Sooo AMERICAN GAS MACHINE COMPANY 


BERT LEA 


¢/596 
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WILLIAM T. MORRIS 


William Thomas Morris, presi- 
dent of the American Chain & 
Cable Co., died Feb. 6, at Great 
Neck, L. L., at the age of 62. 

In addition to heading the 
American Chain & Cable Co., 
Mr. Morris, the son of a coal 
miner, was, president and director 
of five other large industrial con- 
cerns, 

He was founder, president and 
a director of the William T. 
Morris Foundation, a_philan- 
thropic organization which ad- 
vanced money to children of em- 
ployees in various enterprises to 
enable them to go to college. 

He went to work in a coal 
mine at 14, but after a day and a 
half he changed his mind and 
went to New York where he got 
a job with an oil company at $6 
a week, 

Next door was the Weed Chain 
Tire Grip Co. and the lad began 
to work overtime assembling 
chains. 

In 1912 when the American 
Chain Co. was formed and took 
over the Weed firm he became 
manager of the Norfolk plant 
and in 1919 he was made vice- 
president and general manager. 





SHELTON WEED 


Shelton Weed, 72, president 
for 31 years of Weed & Co., Buf- 
falo, N. Y., wholesale house, the 
oldest business concern of the 
city, died Feb. 1, after an illness 
of several months. 

While his business enterprise 
was his principal concern Mr. 
Weed was esteemed as one of 
the foremost citizens of Buffalo 
for his interest in civic and 
church affairs. He was an unos- 
tentatious supporter of numerous 
charities. 

Immediately after completing 
his schooling Mr. Weed joined 
the hardware business which had 
been established by his ancestors 
in 1818. His business was his 
life and he knew all the minute 
details of it. He rarely missed a 
day of business and seldom even 
took 2 vacation. 

He maintained an active in- 
terest in the general welfare of 
all his associates and employees. 

It was under his presidency 
that Weed & Co. grew to its 
present importance. In 192] the 
old Genesee Hotel was purchased 
and in 1924 the present store 
was opened on the site. The 
Walbridge Hardware Co., an- 





other well-known Buffalo busi- 
ness, was acquired in 1926. 

Mr. Weed was a good club- 
man, belonging to a number of 
the best clubs but he neither 
golfed or fished. He was an in- 
fluential member and former 
vestryman of St. Paul’s Cathe- 
dral. 

Mr. Weed had never married. 
He is survived by his sister, Mrs. 
Louis B. Hart, and a nephew, 
Walter C. Weed, treasurer of 
Weed & Co. 


DONALD W. MACOMBER 


Donald W. Macomber, 51, 
southeastern representative for 
The Lufkin Rule Co., Saginaw, 
Mich., died Dec. 12, in Nashville, 
Tenn., from a heart attack. 

Mr. Macomber was born in 
Fair Haven, Vt. After schooling 
in Fair Haven and Rutland, he 
started his hardware experience 
with the Clark Witbeck Co., 
wholesale firm, Schenectady, 
N. Y. He enlisted in the army in 
World War I, served overseas as 
a sergeant in a base hospital in 
England. After discharge he 
went to work for Peck, Stow & 
Wilcox Co., representing it in the 
South for several years. He then 
joined the sales force of Ames, 
Baldwin, Wyoming Co., and was 





D. W. MACOMBER 


with that firm until he joined 
The Lufkin Rule Co., whom he 
had represented in the southeast 
for the last 16 years. 

He was a member of the Old 
Guard, a Mason and Shriner, be- 
ing affliated with Cyprus Tem- 
ple, Albany, N. Y. 

He is survived by his widow, 
one daughter, his mother, two 
sisters and a brother. 
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Adolph Kastor, Chairman Emeritus 
Of Camillus Cutlery Co., Passes 


Adolph Kastor, founder of | 
Adolph Kastor & Bros. and chair- 
man emeritus of the board of the 
Camillus Cutlery Co., 60 East 
42nd St., New York City, died 
February 6, 1946, in New York 
after a short illness, 





ADOLPH KASTOR 


Mr. Kastor was born April 14, 
1856, in Wattenheim, Germany, 
and emigrated to this country at 
the age of 14. Upon arrival he 
went to work as a stock clerk in 
the New York wholesale hard- 
ware firm of Bodenheim, Meyer 
& Co. In 1876 he founded his 
own wholesale hardware firm, 
then called Ad Kastor. Shortly 
thereafter he brought his broth- 
ers, Nathan, Sigmund and Au- 
gust Kastor, to this country to 
join the firm, the name of which 
was then changed to Adolph 
Kastor & Bros. 

Through close connections 
with English and German cutlery 
manufacturers made by Mr. 
Kastor on trips abroad and 
through sound, honest selling 
procedures, Adolph Kastor & 
Bros. grew to be one of the 
largest importers of cutlery at a 
time when all but a small por- 
tion of the cutlery consumed in 
this country came from Europe. 

At the turn of the century, Mr. 
Kastor foresaw the decline of the 
importing business due to the 
effects of the increase in the pro- 
tective tariff on imports of cut- 
lery and purchased the Camillus 
Cutlery Co., then a small manu- 
facturer of pocket knives, em- 
ploying about 25 workers. 

Under his expert guidance this 
branch of the business developed 
considerably to become a leading 
manufacturer of pocket knives in 
America. Mr. Kastor was presi- 
dent of the company from 1902 


board from 1938 to 1944 when 
he became chairman emeritus. 

Adolph Kastor and his broth- 
ers retired from active participa- 
tion in the business in 1930. At 
that time the management was 
passed on to his sons, Alfred B. 
Kastor, now chairman of the 
board, and Robert N. Kastor, now 
sales manager and treasurer of 
the Camillus Cutlery Co. 





P. H. OBER 


P. H. Ober, senior vice-presi- 
dent of The Mansfield Tire and 
Rubber Co., Mansfield, O., died 
at his home in Mansfield, Feb. 1, 
as a result of injuries suffered in 
a fall. Mr. Ober, who was nearly 
80, was a veteran of 49 years in 
the rubber industry, 30 of them 
with the Mansfield Tire & Rub- 
ber Co. 


LOUIS B. WAXBERG 


Louis B. Waxberg, 65, who 
spent many years in the hard- 
ware business at 46 Ludlow St., 
New York, died Feb. 16, on the 
street, the victim of a heart at- 
tack. He is survived by his 
widow, two sons and two broth- 
ers. 











MARVIN E. FERRER 


42, who had been associated with 











John T. Everett & Co., Memphis, 
Tenn., manufacturers’ representa- 
tives for 10 years, died Dec. 12. | 
He was widely known in the | 


Southern territory. | 
| 
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UP TO OUR 
WADER TOPS 





We're up to our “wader tops” at H-I, 
manufacturing and distributing the 
finest line of fishing tackle we've ever 
produced in more than 100 years of 
supplying fine tackle for every fisher- 
man and every kind of fishing. 


However, despite expanded manufac- 
turing facilities and the utilization of 
new skills and methods developed as 
a result of our war work, the tremen- 
dous demand for H-I fishing tackle far 
exceeds our production at this time. 


So, until we can get “caught up” ship- 
ments will be rationed to give the 
largest number of distributors and 
dealers the benefit of H-I tackle as it 
becomes available. 


HORROCKS-IBBOTSON Co. 


UTICA, N. Y. 


Manufacturers of the largest line of fishing tackle in the world 

















BILL SEEKS TO LIMIT 
FTC PENALTY POWERS 


(Washington Bureau 
of HARDWARE AGB) 
Federal Trade Commission 
orders would be subject to more 
effective court review under H. R. 
2930, which is before the House 
Interstate and Foreign Commerce 
‘Committee. 
The legislation introduced by 
B. Carroll Reece, Rep., Tennes- 
see, would permit those served 


with FTC cease 





orders to obtain a review of such 
orders in the Circuit Court of 
Appeals, by filing in the Court, 
within 60 days of the service of 
the FTC order, a written petition 
asking that the order of the 
Commission be modified or set 
aside. 

This legislation, which is con- 
ceded a good chance of passage, 
would severely limit the penalty 


and desist | powers exercised by FTC in its 





function as an administrative tri- 
bunal. 

The Commission would be fur- 
nished with a copy of petitions 
filed with the Court and be re- 
quired to submit all evidence in 
the case in question. If the FTC 
is upheld by the Court the cease 
and desist order will then be 
binding upon the petitioner, who 
would still have recourse to the | 
Supreme Court. 

Violations of FTC orders after 
they have been upheld are 
punishable by a fine of 1000 for 
each violation, not to exceed 
$10,000 in the aggregate. 

The legislation also redefines 
false advertising. Under its pro- | 





advertisement” 
means an advertisement, other 
than labeling, which is mislead- 
ing in a material respect. In de- 
termining whether any advertise- 
ment is misleading, the bill says 
that “there shall be taken into 


“false 


visions 


account (among other things) 
not only representations made or 
suggested by statement, word, de- 
sign, device, sound, or any com- 
bination thereof, but algp the ex- 
tent to which thé advertisement 
fails to reveal facts material in 
the light of such representations 
so as to prevent deception re- 
sulting from indirection and 
ambiguity, as well as from state- 
ments which are false.” 








War Assets Corp. Gets 
Surplus Property Control 


| gional offices listed in the Feb. 
| 14 issue, are conducted by the 


(Washington Bureau 
of HARDWARE AGB) 

This is a correction of the 
article which appeared on page 
127 of the Feb. 14 issue of 
Harpware Ace concerning the 
disposal of surplus goods. Con- 
solidation of practically all sur- 
plus property disposal in one 
agency was made effective Jan. 
31 when President Truman trans- 
ferred the functions of the Sur- 
plus Property Administation to 
the War Assets Corp., headed by 
Lt. Gen. E. B. Gregory. 

On March 25 a War Assets 
Administration will be set up in 
the Office for Emergency Man- 
agement, to administer both the 
present surplus property disposal 
functions of the WAC and the 
former policy-making functions 
of SPA. General Gregory will 
be named head of the new 
agency subject to confirmation 
by the Senate. 

Thus, for the first time, more 
than 90 per cent of domestic sur- 
plus disposal will be in the hands 
of an independent agency re- 
sponsible only for surplus dis- 
posal. The old method of as- 
signing disposal problems to vari- 
ous existing agencies, such as 
RFC and the Commerce Depart- 
ment, had long been the subject 
of criticism in Congress. 

At the present time the 11 re- 
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War Assets Corp. There are also 
numerous sub offices in all parts 
of the country—a list of which 
will be published in a later issue 
of Harpware Acr. 

The WAA will be responsible 
for all surplus except food, ships, 
and certain classes of real estate. 

The two remaining problems 
that require attention before sur- 
plus property disposal can be 
accomplished in a businesslike 
manner are (1) the unworkable 
provisions of the surplus prop- 
erty act, particularly the sections 
dealing with priorities, and (2) 
slow disposal methods. 

The first of these requires 
Congressional action. Several 
committees investigated the prob- 
lem last fall. However, with 
Congress bogged down on labor 
legislation, the troublesome 
FEPC bill, as well as other con- 
troversial measures, it is difficult 
to predict when action will be 
taken. 

The second problem can be 
solved by General Gregory. Sales 
methods have required too much 
red tape and elaborate program- 
ming in the past. 

It is reported that General 
Gregory has under consideration 
a return to a quicker method of 





selling. While this might result 
in a lower immediate return to 
the government, it would elimi- 
nate government expenditures 
for storage and other purposes. 
For example, the Ordnance De- 
partment plans to spend almost 
$75,000,000 during the first six 
months of 1946 for storage, main- 
tenance, handling, and packaging 
of some of its surplus stocks. 
This amount is in addition to 
what must be spent by the dis- 
posal agency for advertising, ad- 
ditional packaging, etc., before 
eventual sale is made. 

Auction sales were held by the 
Treasury Procurement Division 
more than a year ago, as well as 





the RFC, but were badly han- 
dled. The auction method was 
quickly discarded for most sales 
a short time later. 

The transfer of SPA was made 
in accordance with the recom- 
mendation of former Surplus 
Property Administrator, W. 
Stuart Symington, who felt that 
there was no longer any need for 
a Surplus Property Administra- 
tion, since the policy-making 
phase of the surplus property 
program has been substantially 
completed. 

Mr. Symington has been ap- 
pointed Assistant Secretary of 
War for Air, and resigned his 
SPA post as of Feb. 1. 








ROPE MAKERS MAY USE 
MORE MANILA FIBER 


A wider use of manila fiber in 
the manufacture of rope, re- 
placing a like quantity of sisal 
fiber, will now be permitted, the 
Civilian Production Administra- 
tion has been announced. How- 
ever, the overall quantity of rope 
to be processed during the first 
quarter of 1946 has not been in- 
creased. The action was effected 
by amending Order M-84. 

The reason for the change was 
that with the discontinuance of 
the Combined Raw Materials 
Board, shipments of sisal fiber 
from British East Africa have 





been greatly reduced. The di- 
minished supply of sisal, how- 
ever, has been offset by slightly 
increased receipts of manila fiber 
from the Philippines, and also 
shipments from Central American 
abaca plantations have been in- 
creasing slightly. 

The amended order also allows 
manila rope to be manufactured 
in 1% inches diameter (3% 
inches circumference) and larger, 
plain and cable laid, within each 
processor’s quota for any end use 
in addition to the end uses pre- 
viously permitted by Order M-84. 
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HOW MUCH COVERAGE 
CAN | EXPECT FROM 
A GALLON OF 
SYNCHROME ON STEEL? 


ACCORDING TO MY INDICATOR 
YOU CAN FIGURE ON 
500 TO 600 SQUARE FEET 
PER GALLON 





Handy, Pocket Size 


ALUMINUM PAINT ~~ 


INDICATOR 


ANOTHER EXCLUSIVE FEATURE 
FOR SYNCHROME ALUMINUM 
PAINT DEALERS 


One setting of the Indicator tells you all you want 
to know about painting any interior or exterior 
surface with SYNCHROME Aluminum Paint. 
Set it to the surface to be painted, and it tells you— 
1. How to prepare the surface before applying SYN- 
CHROME. 
2.How many square feet of that surface can be 
covered with a gallon of SYNCHROME. 
3. The kind of structures having this surface. 


We will gladly supply handy Indicators to Cres-Lite 
SYNCHROME dealers, and their sales force, as part of 
Crescent’s dealer-help program. If you haven't already 
received yours, let us know how many folks in your 
organization can use one, and we'll send them promptly. 


Cres-Lite SYNCHROME is exclusively a quality product. It 
is a quick-drying, synthetic resin, oil paint, containing 
only pure 325 mesh aluminum pigment. We pledge 
ourselves to maintain at all times the quantity and the 
high quality of OIL, PIGMENT, and SYNTHETIC RESIN 
used in SYNCHROME. 


One coat of SYNCHROME com- 
pletely covers most surfaces 
with a chrome-like finish unsur- 
passed for its resistance to heat, 
moisture, fumes, weather and 
corrosion, 


SyNCHROME’s high hiding pow- 
er and durability make it the 
best protective coating for 
tanks, stacks, roofs, metal, 
concrete, brick and other types 
of structures and equipment. 


CRESCENT 


Street « Chicago 10, IMlineis 
Los Angeles 15, California 


116 West IIlinois 
1841 South Flower Street « 
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CPA Survey Shows No Appliances 
Withheld From Market By Mfrs. 


A spot check on the stocks of 
34 leading producers of electrical 
refrigerators, washers, radios, 
ranges, and ironers at the end of 
December showed no excessive 
inventories of finished products 
being withheld from the market, 
the Civilian Production Adminis- 
tration disclosed. 

Six plants had no inventories 
at all, though they had produced 
a total of 78,525 units—electrical 
refrigerators, washers or radios 
—since reconversion. Another six 
companies (including an electric 
ironer firm) had an inventory of 
less than 500 units each. As 
only 29 companies were in pro- 
duction at that time, of the 34 
firms checked, the fact that 12 of 
the 29 producing companies only 
had inventories of less than 500 
units each indicates that ship- 
ments were being made steadily. 

A total of 526,046 units—elec- 
trical refrigerators, washers, 
radios, ranges or ironers were 
made since reconversion by the 
29 spot-checked producing plants. 
Only 47,350 units of this total 
were in inventory at the end of 
December, the period when this 
survey was made. 

Many of the units in inventory 
had not been shipped, Civilian 
Production Administration of- 
ficials found, because the manu- 
facturer was accumulating quan- 
tities with which to supply his 
distributors for a uniform display 
date, or because pricing arrange- 
ments had not been completed, or 
because of difficulties in obtain- 
ing crating material. 

A number of the manufac- 
turers checked including some of 
the largest producers in these 
industries, were shipping their 
units as fast as they came off 
the production line, it was re- 
ported. For instance, of the 29 
producing plants checked, 12 
were shipping 500 or more units 
daily. The top daily shipment 
figure among the companies 
checked was 1300 by one of the 
electrical washer firms. 

Six companies producing elec- 
trical refrigerators were found to 
have made 173,618 units since re- 
conversion and had only 7,703 in 
inventory at the time of the in- 
spection. 

In the electrical washer field 
nine producing firms, including a 
number of the leaders, were 
checked. These nine firms had 
made 187,067 washers since the 
industry reconverted, and had 20,- 
486 washers in inventory. 

Civilian Production Adminis- 
tration officials checked 15 com- 


164 











panies in the electrical radio in- 
dustry. Three of these firms 





were found to be not in produc- 


tion at the end of December be- 
cause of difficulties in obtaining 
components. The 12 producing 
firms had made 160,155 electric 
radios (mostly in October, No- 
vember and December) and had 
an inventory of 18,299, 

One large electric range com- 





pany was inspected and found to 
have an inventory of 715, of the 
3,086 ranges it had made since it 
reconverted from war work. 

An electrical ironer firm was 
checked also. It had an inven- 
tory of 157 ironers of a total of 
2,120 made since reconversion. 














Simplified Ceiling Computation 
For Some Stock Screen Goods 


(Washington Bureau 
of HARDWARE AGE) 
OPA has provided a simple 
method for computing ceiling 
prices at all levels for stock 
screen goods wired with 14 x 18 
mesh galvanized or bronze wire 
and 16 x 16 mesh aluminum wire, 
comparatively new products. 
Effective Feb. 13, the new pric- 
ing method revokes the former 
open billing order in effect for 
the items. Products sold under 
the open billing arrangement will 
be settled for at ceiling prices 
provided by OPA’s action. 
Ceiling prices will be com- 
puted under the new method by 
applying specified additions to 





ceiling prices already listed in 
the regulation governing sales of 
screen goods with 16 x 16 mesh 
wire. The resulting prices are 
subject to the usual discounts de- 
termined by species of lumber 
and type of purchaser. Where 
no 16 x 16 mesh wire ceiling 
prices are provided in the regu- 
lation, the seller must apply to 
OPA for individual price authori- 
zation for these new wires. 

The listed price additions were 
determined by computing the dif- 
ferential in cost per 100 sq. ft. 
of wiring between the new wiring 
and the cost for the particular 
16 mesh wiring to which the list 
is added. 


Items affected include Pon- 
derosa pine and Southern pine 
doors, extension window screens 
and combination doors equipped 
with 14 x 18 galvanized wire and 
Ponderosa, Southern pine and 
oak screen doors, and combina- 
tion doors equipped with 14 x 18 
mesh bronze and 16 x 16 mesh 
aluminum wire. 

Pricing provisions for the af- 
fected items are provided in the 
regulation governing sales of 
screen stock goods for manufac- 
turers, jobbers, retailers and mai? 
order houses. Sales of combina- 
tion doors included in direct mill 
sales of 15,000 lb. or more of 
stock millwork moved by rail to 
one or more points, or 12,000 Ib. 
or more moved by truck to @ 
single destination are priced in 
the regulation governing sales of 
stock millwork. 








Storm and Screen Doors and Windows, 


Sash Screen Pricing Made Uniform 


(Washington Bureau 
of HARDWARE AGE) 

Effective Feb. 12, OPA estab- 
lished a uniform method for 
computing manufacturers’ ceil- 
ing prices for combination storm 
and screen doors and windows 
and sash screens wired with 
16x16 mesh aluminum screen 
wire cloth, a comparatively new 
product. Previously manufac- 
turers were required to apply to 
OPA for individual ceiling prices 
for this product. 

Consumers’ prices for the 
items wired with the new product 
will be higher than those paid for 
items wired with ordinary screen, 
but they will be in line with the 
prices charged for other stock 


screen goods covered by the 
regulation. 
In computing their ceiling 


prices for combination storm and 
screen doors wired with 16x16 
mesh aluminum wire, manufac- 
turers may add $1.35 to the list 
prices of 14 mesh galvanized wire 
listed in catalogue No. 40 of 
Standard Lists, and apply a dis- 
count of 59% per cent. 


E 


Li 





In computing ceiling prices for 
window and sash screens wired 


with 16x16 mesh aluminum wire, 
manufacturers are required to use 
the 16 mesh bronze wire list 
found in catalogue No. 40 of 
Standard Lists and apply a 20% 
per cent discount. 








EASE UNIFORM PRICING 
FOR ALL OUTLETS OF 
CHAIN STORE SYSTEMS 


Applications for uniform pric- 
ing in all outlets of a chain 
store system may now be sub- 
mitted to regional offices of the 
Office of Price Administration if 
all outlets and the central office 
of the chain are in one region, 
OPA has announced. 

Heretofore, applications had 
to be submitted to the Washing- 
ton office in cases where uniform 
pricing had not been the regular 
practice prior to March, 1942. 
The change is effective Feb. 11, 
1946. 

Techniques for handling ap- 
plications for uniform pricing 
have developed to the point 
where it is no longer necessary 
for the national office to review 
all individual cases, OPA said. 
The field offices will be in a bet- 
ter position to study local condi- 
tions. 


EONVERSION NEV 








Two other changes in the pro- 
cedure for uniform pricing were 
made at the same time: 


1. When a chain determines 
the price to be used, which in 
no case may be higher than the 
ceiling price, it must send writ- 
ten notification of the price to its. 
outlets and must see to it that 
his notification is available for 
inspection in each outlet. The 
outlets will be required to sell 
articles at prices no higher than 
stated on the notices, unless ceil- 
ing prices are also stated, in 
which case they may sell up to 
their ceilings. 


2. The procedure: for submit- 
ting applications now calls for 
more extensive information than 
was originally required. This ad- 
ditional information is being re- 
quested as the result of past ex- 
perience, which has shown that 
the information previously re- 
quired was insufficient. 


The revised order also relieves 
chains using uniform pricing of 
the necessity of making periodic 
reports of markups, as was pre- 
viously required. 
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They'll help you 
build up your 
V-BELT sales! 


Gin. 


FOR SMALL DRIVES 








Steady sales and good profits are assured when you dis- 
play this specially selected assortment of Gilmer V-Belts. 
Place it in your window or on your counter. It’s attrac- 
tive, convenient, takes but little room, and will do most 
of its own selling. 

There are 35 V-Belts in this Gilmer “Eye-Ful” Tower 
Assortment. They cover 887 applications, which include 
all the more popular makes of washing machines, oil 
burners, power tools, home workshop equipment and 
other small appliances. 

Profit from the all-seasons belt replacement business. 
The complete Gilmer Assortment, including all needed 
selling accessories, costs but $21.01 and gives you a profit 
of $14.01. Sign and mail coupon today. 


» 


4M} L. H. GILMER COMPANY 


Tacony, Philadelphia 35, Pa. 
Division of United States Rubber Company 





L. H. GILMER COMPANY 

Tacony, Philadelphia 35, Pa. 

Send me the complete Gilmer “Eye-Ful’’ Tower Assortment 
No. 350 as follows: 

1—35 assorted V-Belts for household appliances 

2—Gilmer Handimeter (patented) for quick measuring of belts 
3—Display stand, sign, inventory form 

4—Gilmer Belt Catalog, “America's Belt Bible” 

Bill me $21.01 through your nearest jobber 


NAME__ 
ADDRESS 
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Nats, Screws 


(Washington Bureau 
of HARDWARE AGB) 


More than $7,000,000 worth of 
turnbuckles, bolts, nuts and 
screws in a wide variety of sizes, 
shapes and finishes and in inde- 
terminable quantities are being 
offered in a nation-wide sale 
now under way, the War Assets 
Corp. has announced. The war 
surplus is being offered to fed- 
eral, state and local govern- 
ments; veterans; dealers; indus- 
trial users and exporters, through 
the regional consumer goods 
offices maintained by WAC in 11 


cities. 


$7,000,000 Worth of Surplus Bolts, 





. It includes 365,000 turnbuckles 


on Nation- Wide Sale 


from size 3/16 by 3 to 2% by 48 
in the following styles: with and 
without stubs, hook and eye, 
hook and hook, eye and eye, jaw 
and eye, and jaw and jaw. Also 
included is an indeterminable 
quantity of bolts, nuts, machine 
screws, cap screws, set screws, 
wood screws and stove bolts. All 
are in various types in standard 
packages and in bulk. 

WAC regional offices taking 
part in the sale include: Boston, 
New York, San Francisco, Phila- 
delphia, Cincinnati, Chicago, At- 
lanta, Kansas City, Denver, 
Seattle and Fort Worth, Tex. 








| Mexican Sisal Twine Sales 


Put Under Uniform Ceilings 


Uniform ceiling prices have 
been established for all sales in 
the United States of Mexican 
sisal (Henequen) twine other 
than binder twine, the Office of 
Price Administration announced 
Feb. 13. Binder twine, both im- 
ported and domestic, already has 
specific ceiling prices. 

The new ceilings, effective Feb- 
ruary 18, 1946, are at the levels 
that OPA would allow to im- 
porters and other sellers apply- 
ing individually for a ceiling 





price as now required by the 


import regulation. This action 
simplifies the pricing operation 
by making these individual ap- 
plications unnecessary. 

Ceilings for importers and pri- 
mary wholesalers, f.o.b. port of 
entry, duty paid, range from 20% 
to 244% cents a pound. Secon- 
dary wholesalers may add one 
cent a pound to these ceilings. 
Retail ceilings range from 27 to 
34 cents a pound. All sellers 
may add freight other than local 
cartage. 








OFFICE MACHINES SWELL 
SURPLUS GOODS’ LISTS | 


Office machines, particularly | 
typewriters, are being declared | 
surplus at an accelerating rate by | 
owning agencies as war-time in- 
dustrial plants are disposed of 
and military and naval establish- | 
ments are closed down, the War | 
Assets Corporation has reported. | 
Approximately 20,000 standard | 
typewriters and 3000 portables 
were declared surplus during the 
last three months of 1945, about 
half of them in December. 

In accordance with the provi- 
sions of the Surplus Property 
Act such machines are being of- 
fered first to federal priority 
claimants. Second priority is be- 
ing established for state and 
local governments while  vet- 
erans, purchasing the machines 
for their own small business are 
third in line of preference. 

Due to the generally poor con- 





dition of the machines remain- 


ing after the satisfaction of the 
Government, comparatively few 
purchases have been made by the 
state and municipal governments. 

A somewhat larger proportion 
of sales have been made to vet- 
erans who have entered the type- 
writer and business machine re- 
pairing business. The bulk of 
such sales, however, has been 
to established business machine 
dealers who have facilities for 
the extensive reconditioning and 
rebuilding usually required be- 
fore the machines can be turned 
over through normal channels for 
commercial use. 

Commercial and __ industrial 
users have the right to purchase 
surplus property in the minimum 
lots established by the disposal 
agencies, but it appears highly 
doubtful that business machines 
satisfactory for commercial use 
without extensive repair will be 
available for direct sales to pri- 
vate industry for some time. 
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SURPLUS RUCKSACKS 
GIVEN CEILINGS 


United States Army rucksacks, 
now declared surplus and being 
sold for civilian use, have been 
provided with retail price ceil- 
ings of $3 each when new and 
$2.15 each when used, the OPA 
has announced. 

War Assets Corporation reports 
that 90,000 new rucksacks lo- 
cated in Philadelphia and Cincin- 
nati, and 34,000 used rucksacks in 
Philadelphia, Chicago, and Den- 
ver will be suffered for sale by 
regional offices of that agency. 

On Government sales to whole- 
salers, the ceiling prices will be 
$1.50 for new rucksacks and 
$1.08 for used ones; while on 
sales to retailers the ceilings are 
$1.90 for new rucksacks and 
$1.35 for used ones, f.o.b. ship- 
ping point. 

All the ceiling pzices are ef- 
fective Feb. 6, 1946. 

These rucksacks, which are a 
canvas carrying sack or knap- 
sack, are attached to steel or alu- 
minum frames and have carrying 
straps and four pockets. 

Ceilings established on sales to 
wholesalers are below acquisition 





cost to the Government. Ceilings 
on sales to retailers and at retail 
reflect customary mark-up for 
sales of this type of article. 
Rucksacks sold at retail must 
bear a tag showing the retail 
ceiling price, OPA said. 
CEILINGS FIXED FOR 
SURPLUS TIRE CHAINS 


Retail ceiling prices ranging 
from $11 to $30 a pair have been 
established for three sizes of new 
tire chains that have been de 
clared surplus by the armed 
forces and are now being sold 
for civilian use. 

The retail ceilings, effective 
Feb. 2, 1946, are $11 a pair for 
size 7.50 x 16 chains for tires on 
small trucks and larger passen- 
ger cars; $20 a pair for size 


10.50 by 18 chains, and $30 a | 


pair for size 14 x 20 chains. The 

















latter two sizes are used on | 


trucks or buses. 
War Assets Corp. reports that 
approximately 15,000 pairs of 


these chains are now located in | 


Philadelphia and Cincinnati and 
will be offered for sale by the 


regional offices of that disposal | 


agency. 








FEDERAL SIMPLIFICATION NEWS 








WIRE NAILS, STAPLES 
AND WOVEN FENCING 


A technical committee of the 
American Iron and Steel Insti- 
tute is sponsoring two closely re- 
lated simplification programs 
which are being developed 
through the established pro- 
cedure of the Division of Simpli- 
fied Practice, National Bureau of 
Standards. 

One program proposes a list of 
stock sizes and types for wire 
nails and staples. It includes 
fence staples, poultry netting 
staples and all kinds of wire 
nails commonly used by the vari- 
ous building trades and by box 
manufacturers. 

The other is a proposed re- 
vision of Simplified Practice 
Recommendation R9-28, Woven 
Wire Fencing. It presents a list 
of stock items in the following 
products: farm fence, close mesh 
fence, wolf proof fence, poultry 
and garden fence, chick fence, 
galvanized barbed wire and gal- 
vanized two-ply barbless wire. 

Should these proposals as sub- 
mitted, or as adjusted in accord- 
ance with suggestions which 
may be submitted, meet with the 
approval of producers, distribu- 
tors and users, they will be is- 
sued in printed form. 
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HACK-SAW BLADES 
The proposed revision of Sim- 


plified Practice Recommendation | 


R90-36, Hack-Saw Blades, has 
been approved for promulgation, 
according to an announcement 
by the Division of Simplified 
Practice of the National Bureau 
of Standards. The revised rec- 
ommendation will be identified 
as R90-46, and was effective from 
Jan. 15, 1946. 





The original draft of this rec- 


ommendation, which became ef- 
fective July 1, 1928, was limited 


to standard tungsten and car- | 


bon blades. In the revision of 


1929 the scope of the recom- | 


mendation was enlarged to in- 
clude high-speed blades. The 
last revision, effected in 1936, 
included special-alloy blades. The 
current revision increases the 
scope of the recommendation 
still further by the addition of 
schedules of stock sizes for 
coarse-tooth and broach blades. 
The blades are designated by 
different type names from those 
shown in R90-36 and definitions 
of types have been added. 

Until printed copies of R90-46 
are available, mimeographed 
copies may be obtained from the 
Division of Simplified Practice, 
National Bureau of Standards, 
Washington 25, D. C. 
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Kerosene, distillate fuel oils— 
Effective Jan. 24, OPA authorized, at all 
levels, price increases on kerosene and all 
grades of distillate fuel oils, including 
Diesel and gas oil at the rate of one-half 
of one cent per gallon throughout PAW 
districts 1, 2 and 3, comprising the eastern 
seaboard, middle west and gulf coast areas. 

* * * 

Rakes—List the F.C. 
self-cleaning rake and F.C. steel broom 
rake made by Firecraft Corp., 3319 S. 
Wallace St., Chicago, Ill., have been re- 
duced. Prices for the self-cleaning rake 
are $24 per dozen for 14in. and $27 for 
18-in. models. List price on the steel broom 


prices on 


rakes is now $18 per dozen. 
* . +. 

Electric ranges— The Domestic 
Appliance Division, Pressed Steel Car Co., 
Inc., Chicago, Ill., has announced OPA 
price schedules on its new Presteline elec- 
tric ranges. Standard model S-100 is priced 
to the consumer in zone one (State of IIli- 
nois) at $173.25, not including Federal 
Excise Tax. Prices in other zones range 
from $176.95 to $180.75, not including Fed- 
eral Excise Tax. 

. * . 


Washing machines — Price ceil- 
ings, at consumer levels, on Speed Queen 
washers made by Barlow & Seelig Mfg. 
Co., Ripon, Wis., were recently issued by 
OPA. Five electric models are priced from 
$54.95 to $94.95 and three gas-engine 
models from $84.95 to $104.95 in zone 1, 
including the Dakotas, Nebraska, Kansas, 
Oklahoma, Minnesota, Iowa, Missouri, Wis- 
consin, Illinois, Indiana, Michigan, Ohio 
and Kentucky. For zone 2, the price dif- 
ferential is $5 higher, this area including 
Arkansas, Tennessee, Alabama, Georgia, 
the Carolinas, West 
Maryland, Delaware, New Jersey, Pennsyl- 
vania, the New England States, Mississippi 
and the District of Columbia. Zone 3, hav- 
ing a differential $5 higher, for each model, 
than zone 2, includes all of the rest of the 
United States. 


Virginia, Virginia, 
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Gas conversion burners—An in- 
crease of 9 per cent over Oct. 1, 1941, 
manufacturers’ prices for gas conversion 
burners was announced by OPA, effective 
Feb. 5, in amendment 8 to Order 48, under 
MPR 591. Resellers are permitted to pass 
on the dollar amount of the increase to 
the extent that manufacturers’ ceiling 
prices of March, 1942, have been increased. 
In addition to the price increase, OPA 
also announced the profit factor of 7.2 
per cent which manufacturers of gas con- 
version burners are to use in applying for 
individual price adjustment of these items. 

-” « * 

Rubber mats—Under OPA regula- 
tion 149, effective Feb. 18, makers of rub- 
ber mats or matting may seek individual 
adjustments in their ceiling prices. 

. * * 

Rubber flooring — Amendment 23 
to OPA regulation No. 149, effective Feb. 
18, permitted manufacturers to raise their 
ceilings for rubber flooring, excepting 
Neoprene, approximately 11 per cent. 

- * * 

Repair shop prices — Under 

amendment No. 3 to Supplementary Ser- 





vice Regulation No. 6 to Regulation No. 
165 and amendment No. 3 to Supplement 
Service Regulation No. 22 to Regulation 
No. 165, OPA has ruled, effective Feb. 9, 
that small repair shops for appliances and 
farm equipment cannot automatically in- 
crease their ceiling prices because of em- 
ployee wage increases. 
* . * 

Surplus fuses—Retail ceilings 
ranging from 63 cents to $3.89 per hun- 
dred have been established on 71 types of 
new glass cartridge fuses declared surplus 
by the armed forces, the Office of Price 
Administration announced recently. Ceiling 
prices are also established on three types 
of fuse clips. The retail ceilings range 
from 34 cents to 90 cents, while the whole- 
sale ceilings are 20 cents to 50 cents per 
hundred. All ceilings were effective Feb. 
14, 1946, and are f.o.b. point of shipment. 
Order 103 under Supplementary Order 94 
—Special Maximum Prices for Certain 
Fuses. 

+ * * 

Razor blades—New ceiling prices 
on Gem single edge safety razor blades, 
made by American Safety Razor Corp., 
Brooklyn, N. Y., on sales to dealers under 
MPR 188 became effective Jan. 25. The 
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A ‘Big Four’ 


making 
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History 


THE QUALITY QUARTET 








price is 38% cents per package for single 
packages of 10, or .36575 per package in 
full 10 package cartons. 
we * © 
Rifles—New ceilings on whole- 
salers’ sales to retail dealers on four 
models of rifles made by O. F. Mossberg & 
Sons, Inc., New Haven, Conn., were con- 
tained in order 11, MPR 254, effective Jan. 
26. They are for models with model S100 
sight as a substitute for model No. 4 
sights. East of the Rockies prices to deal- 
ers are: 42-M, $14.70; 46-M, $16.90; 46-B, 
$1480, and 51-M, $19.45. West of the 
Rockies the ceilings are: 42-M, $15.20; 
46-M, $17.45; °46-B, $15.35, and 51-M, 
$20.05. 


Plastic insect screen cloth — On 
wholesalers’ sales to retail dealers, price 
ceilings as of Jan. 25 on Lumite plastic in- 
sect screen cloth in two meshes were an- 
nounced for Chicopee Mfg. Corp., New 
Brunswick, N. J. For 16 by 16 mesh, 15 
gage, it is $8.00 per 1U0 sq. ft. and for 18 
by 18 mesh, 12 gage, it is $7.65 per 100 


sq. ft. 
. * . 


Aluminum insect screen cloth— 
Under MPR 591, Order 254, Alclad alumi- 
num wire insect screen cloth made by 
American Wire Fabrics Co., New York 
City, price ceilings for sales by wholesalers 
to retail dealers were authorized at $7.50 











Agriculture a $70,000,000,000 Industry 


Farm Income 
Doubled 
Since 1940 


Sources: 
1. Bureau’ of Agricultural 
Economics, U. S. D. A. 


2. 1945 Preliminary 
Estimate by C. G. 
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During the four years ended January 1, 1944, American agriculture grew from 
a@ 48- to a 70-billion-dollar industry as measured by the value of its physical 
goods. If certain intangibles are added. such as cash and deposits and U. S. 
bonds, the industry could be rated an 83-billion-dollar industry. So says the 
Bureau of Agricultural Economics of the U. S. Department of Agriculture. (Publi- 


cation No. 567, issued August, 1945.) 


During the same four years the value of land and buildings on American farms 
rose 12 billions, while farmers reduced their mortgage debt by 952 millions. This 
was in sharp contrast to the farm trend prevailing during World War I. the Bureau 
points out. During that period farmers increased their mortgage debt by 2.100 


million —Rural Marketing. 


HARDWARE AGE 











was 
son: 
desi 


autl 
stat 
live: 


prov 
excl 
volu 
viou 
und 


FE 








— On 
price 
tic in- 
re an- 
New 
sh, 15 
for 18 
r 100 


plumi- 


le by 
York 








G.L Joe’s Plans According 
to an OWI Survey 










of veterans will stay in 
the Arny. 


Will own their own 
Small Business or 
Farme 


will work for 
somebody else. 


—From News for Small Business 








per 100 sq. ft., plus actual incoming freight 
paid to obtain delivery. 
* . * 

Inventory controls—Order L-63 
was amended recently to provide that per- 
sons not previously in the business, who 
desire to purchase an initial inventory cost- 
ing more than $35,000 must receive specific 
authorization from CPA. The amendment 
states that a supplier “may not accept de 
livery of any material in his inventory of 
that material (that) is, or will be, more 
than a practicable minimum working in- 
ventory reasonably necessary to meet his 
own deliveries on the basis of his current 
or scheduled method and rate of operation.” 
The amendment’s purpose is to prevent 
suppliers, entitled, under the order, to 
large quantities of goods, because of sales 
volume in preceding three or four months, 
from concentrating purchases on single 
lires of merchandise, thus obtaining exces- 
sive inventories. In a new paragraph it is 
explained that items exempt from inventory 
controls under Table 3 of Priorities Reg. 
32 are not exempt from provisions of 
Order L-63. Exemptions specified in P.R. 
32 apply to users and not to those who 
urchase for resaie. List A of L-63 tells 
what items or classes of merchandise may 
be excluded from requirements of the order 
providing receipts for such goods are also 
excluded from the supplier’s total sales 
volume. The same types of supplies pre- 
viously controlled by the order continue 
under such controls. 
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Effective January Ist, 1946, Air 
Express slashed rates 13%—a 
total reduction of 22% since 1943. 















When time means money — 
may «When an order is at stake, when 
delivery of materials keeps a 

% plant going, when customers are 
better served—Air Express is by 
far the cheapest and most profit- 
able way to ship. 


Ree POR OEE GG EBLE ARR AERO NS 6 


Specify Air Express-a Good Business Buy 


























Shipments travel at a speed of three miles a minute 

cane principal U. S. towns and cities, with cost paces C08 OE. AS 
including special pick-up and delivery. Same-day Aim | 2 tos. | 5 ths. | 25 the.| 40 ths. |Ove, £0 Be 
delivery between many airport towns and cities. 140 1910013100] $100] $123] 07 
Rapid air-rail service to and from 23,000 off-airline a9 | 102] 1.18] 230] 368] 020 
points in the United States. Service direct by air to a a ‘2 2M i a 
and from scores of foreign countries in planes made soet vast sat ivasl eae] peat 
in America, operated by American personnel and Ove | sar] ase] rea] a0ar | 7300 


























flying the U. S. flag. 












Write Today for new Time and Rate Sched- 
ule on Air Express. It contains illuminating 
facts to help you solve many a shipping prob- 
lem. Air Express Division, Railway Express 
Agency, 230 Park Ave., N. Y. 17. Or ask for 
it at any Airline or Railway Express office. 


Phone AIR EXPRESS DIVISION, RAILWAY EXPRESS AGENCY 








Representing the AIRLINES of the United States 
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HEAD YOUR BUYING LIST 


WITH ZIM 









ZIM CAN OPENER 


Opens any shaped cans, leav- 
ing edges clean. Strongly 
made for long service. Folds 
upward when not in use. 





Removes screw caps, bottle caps, 
pry-up caps and friction caps. Folds 
flat against wall when not used. 






DELUXE MOD#L 
ZIM JAR OPENER 


ZIM FLATIRON REST 


STANDARD MODEL 





Leaves entire board for ironing. 
Folds back when not in use. 


VERY SOON NOW... 


we will supply you with the fa- 
miliar Zim appliances and new 
“postwar” ones too. Meanwhile, we 
are apportioning our production 
so each customer will get some. 


ZIM MANUFACTURING CO. 


Headquarters for Labor-Saving Home Appliances 
3037 CARROLL AVE. — CHICAGO 12, ILL. 
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Tack, nail prices — In a recent 
notice to its customers W. W. Cross & Co., 
Inc., E. Jaffrey, N. H., stated, “prices in 
effect at time of shipment will apply on all 
orders, for Cross tacks and nails, dated 
after Feb. 6, 1946.” 


- * . 


Wrapping papers — Wrapping, 
converting and protective papers other than 
Kraft that contain less than 50 per cent of 
sulphite or sulphate fibres, and waxing 
papers, were taken from the General Max- 
imum Price Regulation and put under 
RMPR No. 129, effective Feb. 13, by 
amendment No. 4. 


* ¢ * 


Tin mill products—Because work 
stoppages at steel plants caused a shortage 
in supplies of tin mill products, first pref- 
erence must be given by tinplate producers 
to orders for the production of cans and 
closures for food packing the Civilian Pro- 
duction Administration announced early 
this month. This action was effected by 
the issuance of Directions 9 to orders M-21 
and M-8l. Under Direction 9 to order 
M-21, producers of tin mill products are 
required to schedule maximum production 
of tin mill products suitable for making 
cans or closures for packing of food prod- 
ucts. This direction, therefore, will con- 
centrate tin mill production on tin plate, 


while the production of terneplate and 
black plate will be subordinated. 
* * 

Rosin — All quota limitations on 
consumption of rosin were lifted by CPA 
in an amendment of Order M-387, although 
rosin will not become available in surplus 
quantities. 


Surplus goods stocks—The War 
Assets Corp. reported, Feb. 13, that the 
nation’s inventory of surplus consumer 
goods as of Dec. 31, 1945, totaled $1,161,- 
000,000, based on reports from the 11 re- 
gional offices. Of this amount, $692,000,000 
worth of consumer goods is confirmed in- 
ventory while $469,000,000 represents ma- 
terials in transit. The New York regional 
office with a total of $195,400,000 inventory, 
of which $129,000,000 was confirmed and 
$66,100,000 in transit, led the regions. The 
regional office at Cincinnati reported the 
second largest inventory with $187,700,000, 
of which $92,500,000 was confirmed and 
$95,200,000 was in transit. 


1945 retail sales—The U. S. De- 
partment of Commerce recently announced 
that 1945 sales in retail stores, of all 
kinds, reached an all time high of $74,- 
570,000,000, or seven per cent above the 
earlier high in 1944. December sales were 








From Hardware to Rugs 





It's quite a jump from the retail hardware business to making rugs but S. B. 
Aines of Middlebury, Vt.. has made it. Mr. Aines entered the hardware field in 1889 
with G. E. Marshall and 33 years later went into business for himself. In 1927 Ver- 
mont experienced a serious flood and, as there was no business for a number of 
days, Mr. Aines began rug making. He has been extremely successful in this work. 
His braided rugs have won the Certificate of Merit for Workmanship and Color 
from the Fleming Museum, Burlington, Vt., and have been exhibited in Florida and 
at the Pan-American Building in Washington, D. C. His rugs are made entirely of 
wool and are said to be among the finest of their kind ever produced in New 


England. 
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Entrance Display Panels | | 
Attract Attention | ORDER NOW for PROMPT DELIVERY! 
fk LANKING a recessed entrance in | STAINLESS STEEL 
os a new store front, the George | 
CPA Schiedermayer & Sons hardware store | SAUCE PANS & SAUCE POTS 
hough in Appleton, Wis., uses two small glass | 
urplus covered display panels which really | WITH or WITHOUT COVERS 
bring items before the attention of the | 
public. One of these panels contains | 
a display of shears. The articles are | 
» War mounted on insulation board and | 
it the placed almost flush with the window | 
sumer glass. A display of this kind instantly 2-3-4 quarts 
1,161,- attracts the attention of people who en- 
— ter the store or whe pass on the stzest. Truly one of our finest metal ware! Made of h fainless steel and 
I e . ; u e etal ware ade o eavy gauge $s ainless steel an specia 
er It can be used for a variety of articles pluramelt. Choice of stainless steel handles, or panelyte handles. Ample supply for 
<n buyers who order now! 
gional WE ALSO HAVE AVAILABLE 
ntory, ALL STAINLESS STEEL FRYING PANS 
® and (special tees: . pone dy of stainless steel handles 
. The | Diameters 8¥/2""- 1073" 
LADLES 2-4-7-9 oz. © SKIMMERS © FORKS © CAKE TURNERS and SPATULAS 
4 the plain or perforated © COCKTAIL and JULEP STRAneeRs © RACKS @ JIGGERS 
0,000, | BUTTER-CHIPS @ ASHTRA 
| and 
” | We invite you to visit our New York or Chicago Showrooms and see our exceptional 
| line for home use, restaurant and hotel needs. 
~ FREEPORT MACHINE WORKS, INC. 
unced OFFICE: 16 East 52nd Street — Phone: Plaza 3-8225 
f all SHOWROOMS: Rooms 502-503, 1150 —— YORK CITY 
FACTORY: Freeport, 
$74,- CHICAGO SHOWROOMS: Room 408 — 268 v West Wacker Drive 
e the 
eens Every prospective customer that 








= | SN SS = BURNING UP FOR A HOT ITEM? 
| The FOLDAWAY Incinerator 


estimated at $8,230,000,000, or an increase | 
of 11 per cent over Dec., 1944, but three A PROVEN TRAFFIC-GETTER 
AND A PROFIT-MAKER! 


per cent below Nov., 1945. 
7 * * 
The FOLDAWAY all-welded incinerator has in- 
stant sales appeal. Durably constructed of heavy 
gauge metal, it withstands high temperatures and 
retains its shape even when packed full, Scien- 
tifically designed for fast, safe burning. Attrac- 
tive enamel finish. A year round seller that moves 
like a torrent in Spring and Fall. Place your 
order now. 








Air express — All air express 
records, domestic and international, were 
smashed in 1945, according to the Air 
Express Division of Railway Express 
Agency. On the domestic scene, air ex- 
press hurdled the two million shipment 
mark in one year for the first time with a 
total of 2,165,132. This marked a rise of | 
22.06 per cent over 1944, which also had | 
broken all previous records with 1,773,823 
shipments. 







* * * HEIGHT—2414” 
DEPTH—18%4” 


WIDTH—18%” 





Lawn mowers—The Eclipse Lawn 


ee od go ern we wade | Folds flat to 37"x24"xi'/". Think of the saving in 
nounced OPA retail ceiling prices on the | stock space, freight and delivery costs and you'll 
eight models and sizes of hand mowers it | realize that there's money in this item at $2.15 
will make this season, as well as six each—retail O.P.A. ceiling. Costs you $15.42 per 


o 
models and sizes of power mowers and four berg yee: Shelly oo etc 


models of sharpening units. Hand mowers 
are: Eclipse L, 16 in., $21,44 and 18 in., | ORDER TODAY! Folded—37" x 24" x 1/4" 


$22.90; Vogue 16 in., $16.15 and 18 in., 

$17.12; Arlington, 16 in., $10.68 and 18 in., | R. a COX CORPORATION 
$11.48; Torpedo, 16 in., $8.53 and Mid | 

cna ee, Ge es a ee 205 W. Wacker Drive, Chicago 6, Illinois 


lawn mowers are: Rocket, 20 in. $85.00; | National Distributors of Monticello Wire Products 
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Double Your Sales on 
This Triple Approval! 


Mystic Foam is Approved and Guaranteed by 


GOOD HOUSEKEEPING! 
PARENTS INSTITUTE!! 
AMERICAN MEDICAL ASSO.!!! 


MYSTIC FOAM 


is the ONLY Up- 
holstery and Rug 
Cleaner offering 
you such high 
salability. Millions 
of homes need it 
—and millions of 
housewives are 
reading about it 
in leading home 
and women’s 
magazines. It's 
the modern, quick, 
safe way of clean- 
ing upholstery 
and rugs! 




































“oe OR 4 htfung o 


$ "Guaranteed by 
‘Good Housekeeping 


4or  OLFECTIVE OF * 
45 aoveanisto ase 


% 






5 Point Promotion Plan 
Brings Immediate Profits 


If your jobber hasn't Mystic Foam, write 

us (mentioning his name). Jobbers: Wire 

or write. 

?. 3. MYSTIC ZIP, the kid sister, aaye you make 
two sales instead of on 


MYSTIC FOAM CORPORATION 
2003-07 St. Clair Ave., Cleveland 14, Ohio 








ON EVERY 
FARM 


ON EVERY 
CONSTRUCTION if 
JOB 


rder through Your Jebber 


EMBURY MFG. CO., WARSAW, N. Y. 





174 





Rolloway, 25 in., $199.50; Tornado, 36 in., 
$137.50; Rightoway, 30 in., $245.00; Speed- 
way, 32 in., $350.00 and Sulky, $35.00. 





Sharpening unit list prices are: Rocket, 
$3.00; Rolloway, $4.00; Rightoway, $7.50 
and Speedway, $7.50. 





Manufacturers Facing Wage Boosts ( 
May Seek Increased Price Ceilings S 


Where '36-’39 Price Structure Is Hit 


(Continued from page 106) 


producers who account for about 85 
percent of all consumer durable goods 
production. 

The Feb. 5 amendment to the order 
set up “materials cost increase factors” 


| for certain basic materials and com- 


ponents, These factors must be added 
to 1941 materials costs by manufac- 
turers who qualify under the order. 
Previously, manufacturers figured their 
individual materials cost increases, sub- 
ject to OPA approval. 

The new mandatory “materials cost 
increase factors” are given in percent- 
ages, which are the limit on which in- 
creases in materials may be used in 
calculating ceiling prices for finished 
products. They are based on the aver- 
ages found by OPA in the thousands of 
applications when the materials costs 
were calculated individually. 

The factors must be applied in place 
of any increase in the price of the 
material covered by the factor, regard- 
less of whether the factor is higher or 
lower. 


Simple to Revise Figures 
Under the present order, no increase 
factor is permitted for the majority 
of steel products, but as has been 
pointed out at OPA, it would be a rela- 
tively simple matter to revise these 
factors upward if it was determined 
that an increase in the price of steel 
was creating hardship to reconverting 
manufacturers. This is one method, 
already on OPA’s books, in which the 
steel price rise could be handled on an 
automatic basis, insofar as it affects 
steel users. However, it should be 
pointed out that OPA is determined to 
have as much of the steel increase as 
is possible absorbed by steel users, for 
the revised SO 119 specifically prohibits 
the inclusion of increases in the ceiling 
prices of materials and components 
which took place after Nov. 27, 1945, 
.nless failure to do so would result in 
“hardship impeding reconversion.” 
Existing materials increase factors 
for steel products are as follows: 
Factor (pct) 


Cold rolled bars ........... 4.0 
Blot relied bake.....cccres.s 50 
Hot rolled sheets .......... 5.0 


Factors for other materials and com- 
ponents follow: 





Castings: 
Copper and copper base—gravity 
poured — October, 1941, price 


(cents per pound) : a 
Factor (pct) . 
Rieke Met BB. occ ccicsscc 18.0 : 
25.01 to 30 eececesesecccce 13.0 $ 
SR MOE ccs ccccaewcuns 9.0 J 
SOD ccnsenssesesss. Oe s 
DTG cc sbanecevacsvesa 5.0 - 
DiS COMIAEE o00scceveeccves 10.0 b 
Gee TED cdc cccaseccccoces 24.0 . 
Malleable iron ............ 14.0 
Steel: TH 
SE oii cid anddenseten 11.0 
ee EE OT CET ORT eee 4.0 
Containers, corrugated or 
2 ee errr 30.0 
Cord sets, electric ......... 10.0 





Crates and boxes, industrial, — 
wire-bound and_ nailed 
wood, cleated fiber .... 50.0 ( 

Fabric, coated and combined: 

ee ee 15.0 | 

Pyroxylin coated and com- > 
| ee 12.0 

Rubber coated and com- 
PR eer ee 


Forgings, ferrous .......... 9.0 
Glass, fabricated products, 
except building glass 


CEE, a satesaiacexs 10.0 
Metals, unfabricated: 
eer rere rrr ee 7.8 
RONG. MEE iaccacevacoaes 11.1 
EE GE Sc s: a ndaine is 28 


Motors and generators, elec- 
trical, fractional horse- 
power including electric 
phonograph motors of all 
types, but excluding toy 
WED: oi ccicsevidiaccce 9.0 

PERS GOW occccccscsvees 10.0 

Rubber, fabricated parts, in- 
cluding molded, extrud- 
ed, lathe-cut, and chem- 
ically-blown sponge..... 12.0 


tn ie a 


Screw machine products, ex- 
cept bolts, nuts, screws ) 








OE SE occ cis dicsas 10.0 ‘ 
Stampings, metal, except forg- 
ings, non-ferrous mill = 


HARDWARE AGE F 














- SCREEN DOOR 


SPRING HINGE SET 


Series 
87-00-0 





_ A New 
e 
Design 
ity H 
wrod | Hinge 
ae bi covered 
ret) cont button tip looee > wae — = one le 
token denn, without ae “y enous a 4 dis- 
turbing spring. 
Y. | — 
=. LA . .. oe ea of wrought stee 


Packed one set “ = with screws. Set In- 
cludes one pair of new design spring hinges, 
one 3%” pull, one 2” hook and eye. 
Po Sots fer See tote eS 
@ supp! sepa jozen pairs 
x, with or hed enene 
Order from your Jobber 
THE SHELBY SPRING HINGE CO., Shelby, Oble 
16986 


BUILDERS —— 
freon Looks - Helnr lear 


ORDER NOW 
THE SEASON’S ON 














RUST PROOFED 
LICENSE PLATE 
FASTENERS 


Smartly designed for looks and satisfac- 
tion. Wide screw head for any slot. High 
wing nut for better grip. Two washers, 
flat and lock, for security. 
ORDER DIRECT OR THROUGH 
YOUR FAVORITE JOBBER 


SHARON BOLT & SCREW CO. 


BOSTON 10, MASS. 
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products, wire goods, or 
steel mill products ..... 10.0 

Portable cord, including lamp, 

heater, and heat resisting 10.0 


Wood parts: 
Small dimension (cut 
OEE) csvesvescccecs . 32.0 
Striking tool handles..... 45.0 
Turned and shaped prod- 
re 30.0 





So-Lo Mender Again 
With Natural Rubber 


“So-Lo” mender for shoes, tires, and all 
articles of rubber, leather, or cloth, is 
again being made with real, natural rub- 
ber according to an announcement by So- 
Lo Works, Inc., Loveland, Ohio. The new 
carton containing the complete mending 
kit is distinguished by a large yellow 
label on top, bearing the wording “Good 
Ol’ So-Lo is Back . . . Again You Get 
Real Rubber—Plus Twice the Blue Bund 
Cement.” The extra quantity of rubber 
cement is packed in a can instead of a 
tube as formerly. This new mending kit, 
with genuine rubber “So-Lo” and double- 
sized can of Blue Bond cement, retails at 
32 cents and is available for immediate 
shipment with display materials. 





Cedar Closet Wallpaper 
DDT Impregnated 


DDT insecticide has been incorporated 
in a new type of ready-pasted cedar closct 
wallpaper by the 7Trimz Co., Inc., Mer- 
chandise Mart, Chicago. Maker states 
moths, ants, flies, mosquitoes, silverfish, 
and other insects die shortly after coming 
in contact with this wallpaper which con- 
tains 5 per cent of active DDT insecticide 
in the top coating, without being hazard- 
ous to human beings and domestic ani- 


| mals. 


Correct Answers to 
Test Your Hardware Sense 


(Continued from page 128) 
1—Answer. (a) $10, 20 col. in.; (6) $27, 


| 60 col. in.; (c) $19.50, 39 col. in. 


2—Answer. It will reduce the net profits 


| of the business by $500. 


3—Answer, The balance sheet is a writ- 
ten report of the assets, liabilities, pro- 
prietorship or capital of a business pre- 
pared at the close of a fiscal period. 

4—Answer. A statement of profit and 
loss is a written report of the income, 
expenses, and net profits or losses result- 


| ing from the operation of the business dur- 


ing a fiscal period. It is prepared at the 
close of the period. 
5—Answer. It is the value of all mer- 


| chandise in stock at the close of a fiscal 


period as shown on a written list of this 
merchandise. The list includes the quantity 
and description of each kind of goods and 
its value at cost or market price whichever 
is lower. 


gf EEL 





Call Ryerson when 
you need steel —any kind, 
shape, or size. Large stocks are 
available at eleven convenient 
plants. Ask for a Ryerson Stock 
List—your guide to quick ship- 
ment of steel. 


Principal Products Include: 


Bars * Plates °* Sheets °* Structurals 

Inland 4-Way Floor Plate * Mechanical Tubing 

Boiler Tubes e Hi-Bond Reinforcing Bars 

Allegheny Stainless * Alloy Steels * Tool 

Steel * Babbitt Metal * Wire © Chain 
Bolts * Rivets, Etc. 


JOSEPH T. RYERSON & SON, Inc. 
Steel-Service Plants at: 


CHICAGO, MILWAUKEE, DETROIT, ST. LOUIS, 
PHILADELPHIA, CLEVELAND, PITTSBURGH, 
CINCINNATI, BUFFALO, NEW YORK, BOSTON 

















The ost ate 
BETTER BRAND 


mouse and rat 


TRAPS 


@ METAL OR WOOD TRIGGER 
@ FOUR-WAY ACTION 
@ OIL TEMPERED SPRINGS 


McGILL METAL Propucts Co. 
Marengo, Illinois 
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Improved Self-Service 
Tool Display Rack 


Identical in appearance with the cack 
offered for many years, the improved 
model is of simpler and stronger all-steel 


AY 
HUAN) 


a 





construction, having only four parts to 
assemble. Displays 144 tools, fanned out. 
The new rack sells for $3.00 which in- 
cludes shipping costs anywhere in the 
U. S. Deliveries will be made from April 
to June. The Union Fork & Hoe Co., 
Columbus 8, Ohio. 


Builder’s Hdwe. Catalog 


Erco Mfg. Co., 4010 W. Montrose Ave., 
Chicago 41, has issued Catalog No. 4 
illustrating some of the items the company 
is equipped to produce in cast brass, 
bronze, aluminum and nickel silver. 


Wabash Exposure Cards 


Wabash Corp., Photolamp Div., 345 Car- 
roll St., Brooklyn 13, New York, has issued 
new pocket exposure data cards for its 
“Superflash” photolamps for use with 
black and white films as well as Ansco 
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Tungsten and Kodachrome A and B color 
films. Exposure data on the daylight blue 
type of “Superflash” with Ansco and 
Kodachrome Daylight color films is also 
included. 


“Fresh ’nd Aire” Line 

For 1946 will include models, 14R, 17R, 
20R, 23, 26, and 35, the model number in 
each case also indicating propeller size. 
Line features: custom built motor, extra 
large to provide ample reserve power; 
chrome-plated motor housing, giving all- 
round protection for both motor and 
speed control and designed to keep a 
steady flow of air circulating around 
motor; visual speed control; sturdy safety 
guard; and propeller, molded of feather- 
weight plastic, statically and dynamically 
balanced. Fresh’nd Aire Co., 221 No. 
LaSalle St., Chicago 1. 


“Cyclo-Mower” 


Announcement of a new line of power 
lawn mowers, power driven hedge-trim- 
ming devices and air compressors has been 
made by the Doyle Mfg. Co., Syracuse, 
N. Y. The “Cyclo-Mower” is of feather- 
weight construction—68 lbs. Aluminum is 
widely used throughout the construction. 
It is powered with a high-speed, two-cycle 
aero-finned engine. Total weight of the 
engine with magneto, gas line and full 
equipment that will operate as an inde- 
pendent unit, is 32 lbs. Grass-cutting reel 
and double-edged bedknife are of semi- 
steel, flame hardened and diamord ground 
to a fine cutting edge. Chassis is finished 
off with grass shields of streamlined aero- 
plane wing formation, and a louvred hood. 


——— 7 . 








DDT Garden Dust 


“Knox-Out” garden dust, to control the 
Japanese beetle as well as other garden 
pests. “Knox-Out” is a simple dust con- 
taining 5 per cent DDT and a dusting ele- 





ment. The product may be used for corn 
earworms, corn borers and potato bugs, 
is said to be particularly efficient for use 
against potato bugs by the Pennsylvania 
Salt Manufacturing Co., 1000 Widener 
Building, Philadelphia 7, Pa. “Knox-Out” 
is packed in one-pound sifter cans and 
three-pound bags to -retail at 30 cents per 
can and 75 cents per bag. 


Portable Welding 
Outfit Folder 


A novel envelope-size folder concisely 
explains the advantage of the “Magic 
Wand” welder, a complete portable weld- 
ing outfit installed in a convenient carry- 
ing case. The cover of the folder repro- 
duces the back and front of the carrying 
case. Opened up, it shows an inside 
view of the welding outfit and the kit of 
welding supplies included with it. Dia- 
grams indicate three types of operation 
possible with the outfit. Copies available 
from Patent Specialties, Inc., 4020 Tenth 
Ave., New York 34. 
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Hair Clipper 


. «+ one of the complete Oster line of 
volume-builders 


There is growing recognition of the importance of per- 
sonal appearance. That creates a substantial demand for 
hair clippers for home use. 





#. a 








“Handy” 
Electric Clipper ™ 




















Oster Hand Clippers help you get a profitable share of 
this business. For Oster — maker of equipment famous 
in the barber and beauty shop field for more than 20 
years — knows how to build hair clippers that give your 
customers complete satisfaction. 

The Oster trademark is assurance of an easy-operating 
clipper. One that maintains its keen cutting edge... . 
gives customers the long life that makes them feel their 
money was well-spent . . . provides you with features 
you can really talk about. 

Stock and promote Oster human and animal Hair Clip- 
pers — along with other money-making Oster products. 
Order from your jobber. 






Model A-3 Heavy Duty 
Electric Animal Clipper 






John Oster Mfg. Company 


1549 ANN STREET RACINE, WISCONSIN 
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MINUTE MOP 

Line of Cellulose Sponge 

Products 

©@ Minute 
BATH 


Tus 
BRUSH 













69c 


Tops for cleaning the bath 




















For keeping wash bowls and stands spotless all 
the time. The housewife whe delights in cleanii- 
ness quickly sees its speed-up advantages, how it 
does away with untidy, messy Oxtures in a jiffy. 
Measures 4%” « 1%” = 1%". Shipping weight, 
per gross, 22 Ibs. 


© Minute | 
DISH 
MOP 





**Fin Model" 


Price 35¢ 


pitchers. 7 bottles — all 
deep china and glassware. 
Cellulose sponge head is sectioned and set into 
handle, resembling « agg that washes 
clean as you twist handle. Packed im counter dis- 
play cartons of 12 mops. Shipping ‘weight, per 
gross, 20 Ibs. 























@ Minute 
WINDOW 
BRUSH 


List 
Price 


59 


There’sa ready market await- 
ing this handy, efficient 
housekeeping device that 
windows sparkling with 

work. Especially useful te 
clean small, partitioned win- 
dows. W 








to tne case. Shipping © weight, 
47 Ibs. 


Send in your order new te | a gh — 
learn how easy it is to cash le on extra 
profits with the steady-selling. tomers | Minute 
a = Sponge Line that's distributed 


\ MINUTE MOP (0. 


a ee ee et 
WADI CHICAGO 16 TLE. 
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WHATS NEW 


DDT in Powder Form 


To meet the demand for DDT insecti- 
cides the Carbola Chemical Co., Natural 
Bridge, N. Y., is marketing a variety of 
DDT formulations in powder form. Based 
on tests made of the effect of different 
percentages of DDT on various insects by 
agricultural experiment stations, and the 
company’s own tests through country farm 
agents on 500 farms, CCC-DDT is being 
made available in 2 per cent, 3 per cent, 5 
per cent, 10 per cent and 25 per cent. The 


fer 
‘MPanese seeriés 
ERE MOPPERS 
FEM peeTies 
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"ence worms 
POtaro peeries 
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lower percentage in Carbola-DDT disinfect- 
ing paint is for farm buildings and cellar 
use; the 3 per cent as a garden dust, the 5 
per cent in an interior fine-pigment wall 
paint for homes, the 10 per cent powder 
as a roach and flea killer, and the 25 per 
cent for use as wettable powder spray on 
farm crops, including fruit trees. 








“Watergyro” Sprinkler 


Adjustable to water circular, square, tri- 
angular, rectangular, oval or combinations 
of both. Maker states it gives maximum 
coverage from fixed position because of 
long range jet and positive slow speed 
operation. One full minute is required 
for the unit to make a complete revolution 
to allow the use of sidewalks or entrances 
to the house within the area being watered. 
Average water pressure of 35 lbs. will cover 
an area as long as 90 ft., it is claimed. 





Unit weighs seven pounds and construction 
is of materials that are said to eliminate 
rusting. Base of unit is 17% in. in 
diameter. Available for Spring delivery. 
Elco Associates, 906 Main St., Cincinnati 
2, Ohio. 


Milking Truck 


The De Laval Separator Co., 165 Broad- 
way, New York 6, has announced a new 
milking truck to its line of dairy equip- 





ment. The milking truck comes equipped 
with a strip cup and four enameled pails 
to accommodate clean towels, chlorine so- 
lution, hot water and udder towels. As 
the milking progresses, the truck can be 
easily moved down the line thus placing 
all the necessary equipment within arm's 
reach of the operator. Equipped with 
strong rubber tired steel wheels and of 
rugged tubular construction truck has 
an additional feature as it can also be used 
to carry four De Laval milker units or 
milker pails. 


Hand Cultivator with 
Tool Selector Unit 


All-steel hand cultivator designed ex- 
pressly for the garden farmer, has a new 
tool selector unit to enable operator to 
accomplish all of the ordinary garden 





tasks without stopping to change tool at- 
tachments. Rotating the unit with light 
foot pressure puts any of the four built-in 
tools (plow, weeder, cultivator and hiller) 
to use. Positive locking device automati- 
cally locks each tool when it comes into 
correct working position. Cultivator fea- 
tures handles adjustable to operator’s 
height, over-all durability and light weight 
construction, 28 lbs. All tools are standard- 
type replaceable if broken. For complete 
information and illustrated literature w-ite 
manufacturer, Aircraft Mechanics, Inc., 
Colorado Springs, Colo. 
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More Than 1,000,000 
TAYLOR PADLOCKS 


Delivered to the Army and 


Navy... 
NO. 1" 
750M DISC 
PADLOCK TUMBLER 





. and more going to the occupation forces. Now 
available in limited quantities from your jobber. 


ee 





@ DOUBLE LOCKING IN @ 200 KEY CHANGES 
HEEL AND TOE OF oe 2 HEAVY MILLED KEYS 
SHACKLE @ ONE-PIECE DIE-CAST BODY 


PRICED TO SELL 


Quatiy GBD ies 


TAYLOR MANUFACTURING CO., Philadelphia 7, Pa. 


MAKERS OF 
LOCKS — KEY BLANKS — HARDWARE 








TO INCREASE YOUR 1946 


“GARDEN COUNTER’ SALES 


Plant Products Company has materially increaxed its 
advertising program in Better Homes & Gardens, Flower 
Grower, Home Garden, Horticulture, House & Garden, 
Gardeners’ Chronicle, and many newspapers. 





Prompt 





THREE NEW 1946 LEADERS 
“DANDYKILL” kills Dandelions 
and most other lawn weeds without 
injuring grass. A fast seller. 

6 oz. $1.00, 4 oz. $3.00, 6 lbs. $10.00 
retail. 

PROTEXALL GARDEN SPRAY (Contains DDT, 
Rotenone, Fermate, Sulphur) for control of most 
every plant insect and many fungi. 

4 oz. $1.00, 1 Ib. $3.00, 5 lbs. $12.00 retail. 
PROTEXALL DUST (scientifically correct com- 
bination of DDT and Rotenone) controls chew- 
ing, sucking insects and most fungi. 


1 Ib. $.75, 4 Ib. $2.00, 50 Ibs. $20.00 retail. 











SEED-LESS-SET for earlier, seedless and larger yield 
of tomatoes. 
8 oz. $1.00, quart $3.00, gallon $9.00 retail. 


ROTOTEC, the ideal Home Garden Rotenone Spray. 
Now with 5% DDT added. 

4 oz. $1.00, pint $2.75, quart $5.00 retail. 

Also STIM-ROOT hormone for cuttings and PLANT 
STIM for transplants. 


We suggest that you place your stock order early. 











Plant Products Corporation 
DEPT. HA, BLUE POINT, N. Y. 


















PROFITABLE, fast-moving merchandise 
which sells itself when displayed. 


Easy for anyone to install in concrete, 
tile, plywood, brick or any type wall. 


Anchor will not drop when screw is re- 
moved. 
ASK YOUR JOBBER 


MOLLY CORPORATION 


s headg 
2-266 GENERAL MOTORS bLDG 122 E. 42ND ST 
DETROIT 2, MICH NEW YORK 17,N.Y 
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Pincor compact, gaso- 
line-driven generating 
plants have earned a 
reputation for highest 
efficiency and depend- 
ability. 

Units from 500 to 
10,000 watts—station- 
ary or portable—AC 
or DC—for every use 
in homes, on farms, in 
mines, on board ships, 
on construction jobs, 
in repair shops and in- 
dustrial plants. 


POWER PLANT 
Model BLA-6N 


Hise se eens $130.00 


and volt 100 wat 
oc f.o.b. Chicago 





PINCG 
LAWN MOWERS 
Hand and Power 
ELECTRIC HEDGE TRIMMERS 

POWER PLANTS Write for catalog today! 


Dept. HA-2 














| PINCOR 


ORPORATION 


btalucts | PIONEER GEN-E-MOTOR 


584) WEST DICKENS Ave mica 


BUY BONDS 








Stop Leaks 
Permanently 





PRODUCTS 


2322 West 58th Street, Chicago 36, II! 








SIEBRING 


i Speed 


CULTIVATOR 
SHIELDS 


F/T ANY 


Standard 
Make of 
Cultivator! 







Enchles we SPEED CULTIVATING 


Cultivating speeds of 15 to 18 miles an hour are 
practical even the first time over corn or soy- 
beans. Protects plants perfectly ... even when 
ground is wet. Prevents any damage from 
covering up or large clods. QUICKLY in- 
stalled on any make cultivator, too. EASILY 
adjustable. STURDILY constructed of hea 

wrought iron. Immediate A yn tenq Now! 


GIEELIIC MEG. co. 


1104 Main Street GEORGE.IOWA 
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“Weed-No-More” 


This new product is an ester of 24D 
(Dichlorophenoxyacetic acid) which is 
said to destroy most broad-leaf weeds with- 


| out harm to common lawn grasses. The 


-——— 








-— 


8-oz. size package will sell for $1.00 and 
maker claims it will treat 1600 square feet. 
Mixes with water and is easily sprayed. 
Offered in a 24-unit counter dispay carton 


| including window streamers and consumer 


circulars. Sherwin-Williams Co., Cleve- 
land, Ohio, and its affiliates, Acme White 
Lead & Color Works; Roger Paint Prod- 
ucts, Inc.; W. W. Lawrence & Co.; The 
Lowe Brothers Co.; John Lucas & Co., 
Inc.; and The Martin-Senour Co. 





Razor Blade Display 


In less than a square foot of counter 
space, this display holds a complete stock 
of razor blades (single- and double-edge, 
various sized packages) in pilfer-proof 
compartments and also provides display 
for related shaving products. Display is 
of solid wood, enamel finished in a com- 
bination of blue, red, white, and buff. 
Glass front shows blade packages stacked 
in rear columns, accessjble only to clerk 
behind the counter. Entire unit measures, 
1554 in. in width; 55 in. deep; 22% in. 
high. Pal Blade Co., Inc., 595 Madison 
Ave, New York 22. 











SALES AGENCIES AND BROKERS 


Manufacturer of original and patented house 
ware and hardware items is seeking aggressive 
sales agencies throughout the United States 
who are in a position to cover exclusive allot- 
ted territory. Interested in agencies sow con- 
tacting Wholesale Hardware, Wholesale Build- 
er’s Hardware, National Syndicates and Chains. 
Give all information in your first letter as to 
territory covered, number of salesmen and 
lines carried. Our products are fast moving, 
volume items paying liberal commissions. 


Address Box K-478, care of HARDWARE AGE 
100 East 42nd Street, New York 17, N. Y. 














NU-WAY 
Calf & Cow 
WEANER 


SELLS ON SIGHT 





PaTENTmD 
BECAUSE THE PRINCIPLE 18 RIGHT 
Thousands of satisfied users frem coast te const 


Jabs ee Animal Weans Them the 
Do: the Sucking Humane Way 
— An item Theat Repests — 

SEE YOUR JOBBER 
AUSTIN MFG. CO., ROUND GROVE, ILL. 





FAST SELLERS! 


GRD 


SAFETY DOOR HOLDERS 
For Homes, Garages, Offices, Schools, 
Churches, Theatres, etc. No tripping has- 
ards! Adjustable levers for varying floor 
coverings. Solid brass, or eadmium-plated 
steel. 8 -R rubber 
shoes. 6 sizes. — for illustrated bulletin 
and free display off 
GRAND SPECIALTIES co. 

3130 W. Grand Ave., Chicago 22, Ill. 


TROY 
BEST 











FILE HANOLE. Assures better workmanship and 
safety to user. it can't split. 


FILE CARD—cleans files, taps, and dies quickly and 
theroughly. 


TROY FILE WORKS 


Troy. Est. 1831 N. Y. 











screw — HYORAULIC 


Jacks 


Templeton, Kenly & Co. 
Chicago (44) IIl. 
Better, Safer Jacks Since 1899 


Wa43, 


























WOOD PARTS 


If it’s made of WOOD send your 
inquiries to us. We manufacture 
handles of every type, dowels, 
automatic turnings, and miscel- 
laneous wood items. 

Wood Products Division 


MAINE INDUSTRIES COMPANY 
General Offices - Bangor, Maine 
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Shelton 
-vianes 





Do a Better Job 
FASTER 


Open hearth steel cutters carefully tempered and 
ground. Fine grey iron bodies, rugged construc- 


tion, perfect balance. Easy, accurate adjustments. 
Quality construction that craftsmen quickly recog- 
nize. 


PRECISION 
BUILT FOR 
CRAFTSMEN 


Limited 
deliveries are 
now being made 
to jobbers. 


SHELTON PLANE & TOOL MFG. CO. 
SHELTON, CONNECTICUT 








The Hack Saw Frame That 
« “CUTS AROUND CORNERS” 


As shown cutting a feed line inside an aircraft 
wing section, this sturdy saw frame makes cuts 
impossible with conventional frames. The K-D 
No. 99 is a one piece noncollapsible all steel frame, 
quickly changed to take 3”, 6”, 8”, 10” and 12” 
blades. One 3” and one 12” blade furnished. 
Ideal for Maintenance _ 

Engineers, Plumbers, 
Janitors, etc. From your 
Hardware Jobber or 
direct from the factory. 





Write for full information about other K-D Hard- 
ware items: Ratchet Wrench Sets, Pliers Sets, ete. 


LANCASTER, PENNSYLVANIA 


25 years of ‘Making Hard Jobs Easy”’ 























Practical xcelss Advantages 
This eye-catching tool is a quick seller to 


every electrician, radio man or mechanic. The 





handle is genuine XceLite shockproof plastic 
—the blade is carefully machined with a 
unique attachment that securely holds screw, 
Bi providing 3-point grip for rigidity. Can also 
Fl be used as regular screwdriver. Offered in 14” 
square blades in 3”, 4” or 5” lengths. 
This Display Stops ‘Em! 

Weer Xcelite ® Yes, they're back again, 
seers re a = the neat, compact colorful 
XceLite Displays. Put the 
XceLite (SH-12) Screwdriver 
display to work for you. Its 
durable, all-metal construc- 
tion will last for years. Full 
details on request. Write 
Dept. G. 


PARK METALWARE COMPANY, INC. 
Orchard Park, New York 


XC E L T Ratiseeditg we Experts 
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QUICK-ACTION CALIPER 
FOR USE IN 


WORKSHOP — INSPECTION 
AUTOMOTIVE REPAIR 


Permits accurate measurements of external and internal 
dimensions. Knife-edged jaws accommodate thread meas- 
urements and a depth gage blade, depth measurements. 
Made in stainless steel or tool steel. Each caliper packed in 
a leatherette cover. 

AMIC PRECISION VERNIER CALIPERS: 6”, 10”, 24” 
AMIC PRECISION VERNIER HEIGHT GAGES: 10”, 18”, 


24 
DEPTH GAGES: POCKET CALIPERS 





Ask for literature and prices 







AMERICAN MEASURING 
INSTRUMENTS CORP. 
240 WEST 40th ST. * NEW YORK 18, N.Y. 
















CROSS 
Sterilized 





AS A NEEDLE ! 
W.W.CROSS &CO. INC. 


East Jaffrey, N.H. 














Bonds 
are still 
your BEST 
INVESTMENT 
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FOLKS NEED 


to repair walls, floors, 
furniture, woodwork or 
plaster. This plastic 
repair material comes 
ia powder form... jast 
mix with water aad 
ase. Will aot shriak. 
Sticks and stays pat. 





ean give im- 

mediate deliv- 
ery on Durham’s 
Rock-Hard Water Putty. 
Packed twelve 1-Ib. cans 
or four 4-Ib. cans to case. 


The PLASTIC Repair Material 
In POWDER Form 
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WHATS NEW 





Whiting Again Makes 
Smaller Stoker 

Manufacture of a smaller Whiting stoker 
for home use has been resumed, it is an- 


nounced by Whiting Stoker Sales Co., 11 
South LaSalle Street, Chicago. The unit, 





i 


the 25S6, allows for a feeding and burning 
range of 25, 18% and 12% lbs. of coal 
per hour. It was designed for installation 
in the small size furnaces and boilers 
commonly found in bungalows and houses 
of limited dimensions. The retort—of one 
piece design like other Whiting home 
models—is only 9% in. in diameter. All 
the essential combustion and operating 
features of the larger Whiting models are 
said to be incorporated in the 25S6. The 
hopper holds 350 Ibs. of coal. 





Aluminum Paint 
Use-Indicator 


A handy, pocket-size aluminum paint in- 
dicator is offered by the Crescent Powder 
Co., 118 W. Illinois St., Chicago 10. Setting 
of the indicator tells how to prepare any 
given surface before applying the paint; 
how many square feet of any given sur- 
face can be covered with a gallon of the 
paint; the kind of structures having the 
given surface, which is covered in detail 
for each possible surface on which alumi- 
num paint can be applied. Indicator has 
two sides, one for interior, the other for 
exterior applications. 


Refrigerator Lamp 


G.E.—40-watts; special designed for 
mechanical refrigerators. Maker states 
small size saves refrigerator space and re- 
duces the cost of the lamp shield. Said 
to give approximately the same size as 
the general service 40-watt lamp. Inside 
frosted, medium screw base. Designed for 
120 volts. List price, 11 cents plus tax. 
General Electric Co., Lamp Dept., Nela 
Park, Cleveland, Ohio. 
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ask YOUR JOBBER 
FOR OUR DOUBLE DUTY CHAMOIS 
DOUBLE VALUE TO THE CONS wee 
HOYT & WORTHEN TANNING CORP 
MAWERHMILL. MASSE 





FOLDING 


CHAIRS 


Upholstered and 
Piaia. Meany styles 

Folding Tables 
PROMPT SHIPMENT 


ADIRONDACK 


CHAIR COMPANY 


1142 BROADWAY 
NEW YORK 1, N. Y. 
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. GIBSON GOOD TOOLS, INC. « 
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Bor 268 Oreage, Mass., U.S.A. 














i> TWIX 


Vy Nailclip 


Precision made 

Hardened and ground 
Drop-hammer design 
immediate delivery 

Twix Manufacturing Co. 

40-09 21st St. Long Island City, N. Y. 













Remember When It's 


STOVES— 


Oil—-Gas—Wood—or Coal 
Brushes—Paint—Rope 
Kitchen—Farm or— 
Hardware Specialties 


DAVID B. TAYLOR CO., Inc. 
Wholesalers and Distributors 
161-103-105 Light Street 
Baltimore 2, Maryland 




















A COMPLETE LINE 


77 YearrRaulalion 
on The Mraas y 
4 


(AMERICAN SHEARER MFG CO, nacaua 
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“SPEE-DEE” Fabric Cement 


now on the market, is used for repairing all 
fabric and canvas goods including clothing. 
It is waterproof and flexible. All hardware 
dealers should stock this product for the de- 
mand is very good, especially from farmers. 

Also do not fail to order a stock of “Spee-Dee” 
Utility Cement. This is an all purpose cement 
and works on any material. It gives the best 
of satisfaction, and has a big demand. Your 
jobber can supply you both of these products. 


OWOSSO PRODUCTS COMPANY 
Manufacturers of "Spee-Dee” Products 
OWOSSO, MICHIGAN 


Powerful, Adiviteh ip 


| Salles Representatives: JOHN i. kcal 80, a 5 1S and 3t, Hee Varig ty 8 





SPRING HINGES 


Spring Hinges 
of Quality 

The quality that is built into Chicago Spring Hinges is the 

result of experience and knowledge acquired during more than 


sixty years of sincere effort and honest endeavor to produce the 
finest line of Spring Hinges obtainable. 


Our "Triplex" Spring Hinges combine quality and design in har- 
mony with the most modern requirements in builders’ hardware. 


Chiragos Sue 


CHICA 


FEBRUARY 28, 1946 


Type 2003 The ‘'Tripiex"* 





ring Hinge Co, 
U.S.A. NEW YORK 
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GARAGE oR PAIR SHOP. 
~ FACTORY ELECTRICIAN 
_ FARM © seeker rar 


ELDER 
ME SERVICEMAN 
ALL ECHANICS EVERYWHERE 
.. BETTER THAN A PLIER becouse it affords a 
‘Yerrifie grip with no unusual hand strength. 
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‘SEYMOUR SMITH & SON, I 
- 201 Main St., Oakville, Conn., U.S. A. 
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TWO PROFITABLE 
GARDEN ITEMS 


COMPO a new, improved, fast acting 
compost developer that has been most enthu- 
siastically welcomed by the trade. Scientif- 
ically perfected, desirably priced, attractive 
to both the home gardener and the profes- 
sional grower. Packaged in 744, 25, and 100 
lb. units. The 74 lb. garden size makes 
375 lbs. of rich, organic manure. Be sure to 
put this profitable item in stock. 


NO-PEST The safe, sure acting, time 
tested insect bait. Made from ripe apple 
parings. Attracts by odor and taste. Kills cut- 
worms, snails, slugs, grasshoppers, many 
weevils and other common destructive pests. 
Easy to apply. No wetting or mixing; just 
seatter it around infested plants. And easy to 
sell as well. Professional growers use it in 
quantity. Home gardeners buy package after 
package. 














Ask your jobber or write direct. 


AGRICULTURAL LABORATORIES ¢ 


Incorporated 
1119 Chesapeake Ave., Columbus 2, O. 
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* 








183 











BETTER DELIVERIES NOW! | %. 4. Woodruff Display 


We are catching up on our flood of orders. | 
Perhaps by the time you read this we will | 


again be ia a position to fill current orders | 


promptly. We thank you for your forbearance. 


5B 


2 WAY CLEANING HARMONY! 
_ —_ 


lan) j / / 
PVUAGAU1 GaHd Wa te1e4 


LIKE A 


SPONGE 


"4 Used WET, 
| ij DAMP or DRY 
f \ ALSO A 
c | _ SWELL 
ye DISHCLOTH 
NO OTHER CLOTH LIKE IT! 








Inbal 
4 Gad //adaivte 4 





Holds amazing amount of water. Used 
like a Chamois for cleaning, drying, 
polishing. Dry, it’s perfect for dusting. 


CANNOT UNRAVEL. Hidden stitch 
locks each thread. Result: dense, long- 
wearing surface. 


Handsomely put up in red, white and 
blue display bands. Free counter folders. 


INTRODUCTORY ASSORTMENT #23 
PACKED IN DISPLAY CARTON 








2 Pleces DUET #100 ; BU BBecccccccce $2.00 
2 Pieces DUET 75 qioeesccoees 1.50 
7 Pleces DUET SO @ = BO... canes 3.80 
12 Pleces DUET # 25 BBs cccsccess 3.00 
2 Total Retail Value. .........++0. $10.00 | 


IF YOUR WHOLESALER DOESN'T 
HAVE “DUET” SEND US HIS NAME 


Another Product of 


American Sponge & Chamois Co., Inc. 


49 Ann Street, New York 7 
245 Mission Street, San Francisco 5 


Producers of 
AMSCO CHAMOIS and MERMAID SPONGES 
EST. 1868 DEMAND BY BRAND 
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| quantities for all of the 54 varieties of 


For Garden Seeds 


Enables serving bulk garden seed, in 10 
cent packages, without the use of scales. 
Seven sizes of dips, each in a different 


color, for easy identification, take care of | 





garden seed displayed in this setup offered 
by F. H. Woodruff & Sons, Inc., Milford, 
Conn. Sales of the seed are measured by 
color dip, the color sticker on each jar 
and bin indicating color of dip to be used 
for measuring. Price list indicates color 


| of dip for 10 cent sales. J. B. Hagle of 


the company has patented and copyrighted 
the Color Dip system. The specially de- 
signed cabinet, illustrated, is offered deal- 
ers at actual cost. Fifty-four varieties of 
seed are shown in glass front bins or jars 
on the permanent serving front table. Has 
removable slide tables on each side of 
permanent table with specially designed 


| packet containers of four sizes on each 


side of cabinet. Cabinet measures 45 in. 
wide by 60 in. high. Customer may stand 
directly in front of display and see all 
varieties of seed at once. Glass front bins 
are tilted to permit easy vision. Large 
size colored decalcomanias show actual 
colors of product of each seed. 

















The 
HAMMOND 


Line 


Profitable to handle! 
Quick turnover! You stock 
it and we’ll send in the 
customers! Our products 
are nationally advertised 
in home, farm and garden 
publications, as well as 
Sunday newspapers over 
the country. 

Slug Shot 

Grape & Rose Dust 

Copper Solution 

Weed Killer 

No-Crow 

Kix 


Potato Mix 
Stab. “‘75’”’ Dust 
Egg Preservative 
B. B. Dust 
Dikilz (D.D.T.) 

WRITE TODAY FOR PRICE- 
LIST, DEALER AIDS, 
ELECTRO SHEETS 
HAMMOND PAINT 
& CHEMICAL CO. 
46 Ferry Street 
a NEW YORK 















* 
PROTECTING 


AMERICA'S 
HAND POWER 





THE BOSS MFG. CO.. KEWANEE, Iil., U.S.A 
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Cz BOOT SAVER 


IT'S NEW — SELLS ON SIGHT! 
TO SPORTSMEN, FARMERS 
AND OTHER 
OUTDOOR WORKERS 


Van's Boot Saver is a smart, simple 
device for the proper drying and be- 
tween-season care of all types of 
boots and other outdoor footwear. 
Easy to carry, even in coat pocket— 
folds flat. 





Prevents cracking—long boots do not have to be 
folded. Rising warm air circulates through boots, 
quickly drying them. Indestructible — Van's Boot 
Saver will last for years. 


For easy sales, a convenient vending display 
which holds stock—occupies less than a square 
foot of counter space. Consistent advertising 
planned in leading sportsmen's magazines. 


Retail price $1.25, leaving you a good profit. 


If your jobber cannot supply you right now, 
we will give your order prompt service. 


NOEL VAN TILBURG COMPANY 


1027 Washington Ave. S.E. — Minneapolis 14, Minn. 











MORE ENCHANTING THAN 
ALADDIN’S LAMP 


TODDELITE glows with rainbow colors to soothe and charm 
every child. 
More than a toy ... a pet for children to “adopt” . . 
educational, animal shape, either lamb or dog. 
TODDELITE is also a practical lamp . . . just enough light in 
nursery to please the child and keep mother from stumbling 
around. Also used for night light or ornamental dressing table 
lamp. A lovely gift for child of grown-up. Operates with AC or 
DC. In individual carton (minimum shipment 12); list price $5.00. 
hadow Box demonstrator free with each order for 12 or more. 
Order now! 


FLORENCE PRODUCTS CORPORATION 
EXCLUSIVE SALES AGENTS 
4011 W. Harrison St. 








Chicago, fll. 











Quick Sellers : GOOD PROFITS 
QUALITY THAT MAKE AND HOLD CUSTOMERS 


LINOLEUM | COLD 








PASTE WATER 
MIN 
Ready for use 
Knits to Old or 


for laying and | jew plaster 
patching. Also 








SAAS 





a, on drain rons 

oards and stair ol « 
treads. crack. 

Packed: Packed: 

Pints—Quarts—Gallons 12% & 

The Old Reliable S-lb. car- 


tons. Also 2—5—10-lb. Bags. 





CONSUMERS Brushes 
CRACK Need the }§ 
FILLER Best of 


OR WOOD PUTTY] Care 
Mixes smooth, 
dries hard and DAISY 


stays put—will | ,; s 
aa ak ca will do that job. 





shrink or peel. Retail: 
Fills holes, cracks or breaks| 3-02. cartons ....... 10c 
in wood, stone, ete. 12-0z. package ...... 25¢ 





5-oz. and 1-lb. cartons. Packed 1 gross to the case. 








CONSUMERS GLUE COMPANY 
SINCE 1906 
ST. LOUIS (18), MISSOURI 
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STEVENS 


No. 556 New POCKET LEVEL 


For Mechanics and Home Use — 


STEVENS 


am eae 


Made of hard drawn 34" 
hexagonal aluminum tubing, 
514," long, equipped with 
pencil clip. 


Used for leveling machinery, 
appliances, plumbing, fabri- 
cating, automotive construc- 
tion and equipment. 


Packed 12 in a striking 
three color 





Sales Making Display Box 


that commands attention and does the selling for 
you. Weight:—1I2 oz. List price—75 cents each. 


E. A. STEVENS LEVEL co. 


Newton Falls, Ohio 






Hand Mower 


“Pincor”—A-16—steel construction but 


of light weight. Welded steel frame; 


16 in.; five-blade, four-spider steel reel, 


fe 





mounted in New Departure life lubricated 
bearings and cutter bar unit, a com- 
pletely removable cutting assembly. Cut- 
ting height adjusts from % to 2% in. 
Has 10% in. cushion rubber tires; 4sec- 
tional wood rollers; adjustable handle for 
convenient storage, locked in either up- 
right or operating position. Finished in 
yellow baked enamel with chrome hub 
cap and specially finished handle. Handie 
gtips of moulded rubber. Approx. weight, 
43 lbs. OPA ceiling price, $22.50. Pio- 
neer Gen-E-Motor Corp., 5841 Dicken Ave., 
Chicago 39. 


WHATS NEW 





New Package Design 


The Enoz Chemical Co., 2430 So. In- 
diana Ave., Chicago, has dressed its prod- 
ucts in new post-war package design. Re- 
packaging of the entire =noz moth goods 
line, along with addition of an Enoz DDT 
product, is in line with the company’s 
post-war plans for stepped-up merchandis- 
ing on a widespread basis of nationwide 
distribution. 





Air Circulator 


“Roto-Beam” now made by the Climax 
Engineering Co., Clinton, Iowa, is said to 
employ a newly discovered aerodynamic 
principle in the shape of the revolving 
blades. This is claimed to cause a two- 
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way pulsating circulation of air at all 
levels. Industrial and home sizes will be 
produced, including pedestal base com- 
mercial models. 





MONROE 











ACCLAIMED THE FINEST FROM COAST TO COAST 


Acclaimed by th ds as the HOTTEST HEATER line at the Chicago 
Furniture Show. 

You too will agree that MONROE Heaters, with their striking beauty and 
outstanding quality are the Heaters for you to sell, Modern MONROE 
Vented circulating Heaters will make available to your customers the 
luxury of gas heat at a cost comparable with coal or oil. 

Unrivalled gas economy resulting from the unique design of the Super 
Warm-Flor Radiants and famous Gasmaster Burner make MONROE the 
choice of the L. P. G. user as well as those using other gases. 


LET THESE SALES FEATURES 
INCREASE YOUR HEATER VOLUME: 
© Ultramodern Styling © Automatic Lighting 


* Abundant Radiation ¢ No Moisture Problem 
@ Warmer Floors ¢ A.G.A. Approval for L.P.G. 


100% Safety Pilots and Thermostats optional 
FAMOUS 


GASMASTER 
BURNER 


Model illustrated is MRY65, 65,000 
B.T.U., Height 35", Width 33'/,"', Depth 
20%"". Other vented models in 45,000, 
30,000 and 20,000 B.T.U. capacities. 
Also unvented Kool-Kabinet models. 









Orifice Inside Bel! Horizontal Orifice Monroe Designed V: 
(Protected from damage) )Dirt or Dust won't clog it) (Precision ons Aa 
Interior Baffles Beveled Crown Blue Flame Pilot 
(Brea Game distribution) (Better secondary aeration) (Light it once a year) 
Larger Air Bell More and Higher Ports 


(Abundant primary air) (For perfect combustion) 


DEARBORN MONROE CO. — pivision OF DEARBORN STOVE CO. 


COLUMBUS, OHIO 3256 MILWAUKEE AVE., CHICAGO 18 SAN FRANCISCO, CALIF 
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You'll sell a lot of 


i! weaeees-ve N-DURENE 

& gn? 
StS / 

WOM longo’ 
hah 


Take advantage of the brand-new 








sales appeal of Rubbermaid N-Durene Stove Top Mat 


Houseware. The specially compound- 
ed Wooster synthetic rubber, called 
N-Durene, gives Rubbermaid 4 to 5 
times the life of similar items made 
with natural rubber and has greater 
resistance to soap, grease, heat and 
water. That’s big news, worth telling 
your customers about. 

Besides, it’s well designed, color- 
ful, appealing. 


We're telling women the story of 





high-quality Rubbermaid N-Durene 
Houseware with hard-selling national Dish Drainer 
advertisements. There’s a nice profit 


for you in this complete line of rubber 





household accessories. Order now and 


Sink Strainer 


start benefiting from our consumer 





advertising program aimed to back = 


N-DURENE HOUSEWARE , 


Bathtub mats, shower mats, toilet top trays, stove top mats, drainboard 
mats, sink strainers, dish drainer baskets, plate and bowl scrapers. 


up your sales efforts. 






THE WOOSTER RUBBER COMPANY 


WOOSTER - OHIO 
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The "HOSTESS" that's 


aud Mooi 


In HARDWARE STORES 
Throughout the Country 


ta dl 


Nationally 4 
Advertised | | 
by Leading 


Stores 





OSTESS 


Bun Warmer 


and VEGETABLE CASSEROLE 
with cool Bakelite” Handles 


A large-size, sparkling utensil and serving dish for 
easier, more nutritious cooking and gracious serving 
—from oven to table. Made of heavy-gauge, easy- 
to-clean, highly polished Aluminum. individually 
packed in colorful display carton. 


Complete with inner Basket 


JOBBERS: Several jobbing territories 
are still open. Write at once. 








EE 
<LI 
HOSTESS HOSTESS 
CAKE COVER VEGETABLE 
CASSEROLE 


Aluminum Cover 
with Glass with *'Fire King"’ 
Serving Tray Oven Glass Cover 


He HELLERGayay 


PROMOTIONAL HOUSEWARES 


s ond Plont WHITE PLAINS NEW YORK 





N.Y 50 BROADWAY Chicogo 1493 MERCHANDISE MART 















“Renuzit” Quart Size 


“Renuzit” french dry cleaner now comes 
in a quart size for dry cleaning clothes, 
upholstery, rugs, drapes, slip covers, etc., 





and removing spots and stains, and clean- 
ing painted walls, woodwork. Retails for 
29 cents. Radbill Oil Co., 1724 Chestnut 
St., Philadelphia 3, Pa. 





Mark-Up Calculator 


A new mark-up calculator enables re- 
tailers to compute mark-ups on any mer- 
chandise costing from 1 cent to $1,000 
on mark-ups on cost from 30 per cent to 
110 per cent by 1/10th per cent ranges. 

If a retailer knows the cost and allowed 
percentage of mark-up, this calculator 
shows the retail price. Also, if the retail 


WHATS NEW 


price at which the merchandise can be 
sold is known and the allowed mark-up, 
finds the maximum price which dealers 
can afford to pay. 

This calculator was originally brought 
out to help retailers affected by OPA 
Maximum Price Regulation 580, which re- 
quires retailers to compute mark-ups on 
net cost rather than selling price and per- 
mits them to hold to these within 1/10th 
of one per cent. 

Copies of the E-R-N Mark-Up Calcu- 
lator may be had by writing to the Eddy- 
Rucker-Nickels Co., Harvard Square, 1402 
Massachusetts Avenue, Cambridge 38, 
Mass. Price $2.50. 


Replaceable Air Filter 


A new dry, replaceable type of air 
filter for domestic and commercial use in 
forced warm air and air conditioning 
units. Made of odorless, fire-resistant 
glass fibre, the new filter is said to pro- 











vide 25 per cent greater filtering surface 
because of an exclusive rib design. Spe- 
cial flange construction assures a perfect 
air seal in the frame, according to the 
manufacturer, and fixed media said not to 
slide, pack, swell or settle. Although 
light long life is claimed to be assured 
by great rigidity and sturdiness of strong 
cardboard frame firmly cemented to ex- 
clusive rib structure. Badger Corp., Mil- 
waukee, Wisconsin. 


“Beaver” Caulking Guns 


Designed for use with either cartridge 
or bulk compound. Maker states every 
part is machined to a perfect fit, including 
the nozzles, to insure strength and smooth 





flow of compound. Has positive ratchet 
drive. Heavy gage barrel is said to 
handle all material from the heaviest to 
the lightest including light oils; no ob- 
structions in the nozzles to impede flow 
and they are threaded on. Sold with life- 
time guarantee. Guns come in three sizes, 
5, 10, and 15 in., and are shipped with 
choice of %, %, %,or %4-in. round noz- 
zles. Western Reserve Mfg. Co., 3715 
93rd St., Cleveland 5, Ohio. 














NAIL COUNTERS 


NO. NBC-240 





7 ft. Long . . 24 Keg Capacity 

Counter Model No. NBC-240 has two ro- 
tating cabinets 41” wide, 3-sections, 12 
compartments each, a total of 24 compart- 
ments with capacity of 125 Ibs. nuils or 
similar stock per compartment. 

Model No. NBC-12 consists of one rotating 
cabinet 41” in diameter, 3-sections, 12 com- 
partments, with counter 42” long by 32” 
wide by 36” high, made of steel with lam- 
inated wood top covered with Government 
standard green linoleum. 


fevotve 


“Revolvo” Storage 


fall apart. 


Finish is olive-green baked enamel. 


Ask for further information regarding the 
adaptability of ““Revolvo” units to your specific 


needs. 


BRINGS 
STOCK 
To you 


ALL STEEL — ROTATING 
SECTIONAL EQUIPMENT IDEAL 
FOR STORAGE OF NAILS, 
RIVETS, WASHERS, FITTINGS 


Equipment saves you 
40-50% of floor space. Your merchandise is 
out in the open and easily accessible, 


MODELS SHOWN ARE TWO OF MANY 


“Revolvo” displays and bins your stock in 
a visible, orderly, attractive manner. No time 
wasted looking for correct size. No boxes to 
open and no drawers to stick, swell, warp or 








NO. 25B 


“NAILS at SCALES” 


Model No. 25B (with scales) : 
25 Keg Capacity—44” Dia., 
66” H. Steel sections are 
mounted vertically one above 
the other on heavy steel tube 
set rigidly into a heavy metal 
base. Sections do not sag or 
get out of line, and each shelf 
section rotates freely either 
direction on ball bearing as- 
sembly when fully loaded. 


Finish — Olive green baked 
enamel unless otherwise spec- 
ified. 


Scales — Extra equipment. 
Complete consists of Spring 
Balance Hanging Scale, Scoop, 
Chains, Scale Arm and Hold- 
ing Plate. 


THE FRICK-GALLAGHER MFG. CO. -- WELLSTON, OHIO 


SALES OFFICE: PHILADELPHIA (2), PENNSYLVANIA 
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SHEPS NEATSLENE HARNESS 
Se, OlL. Meade in three t 
3. Neatslene, Sheps + 
== ar ee Ster Horness On: 
a Made from same formule for 
== over 30 years. Contains fish 
pee pure neatsfoot oll, and beef 





We 
**BEST FOR LEATHER IN ALL KINDS OF WEATHER" 


From the Foot Bones of beef animals processed in 
Omaha Packing Houses, comes the Pure Neatsfeot 
Oll used in SHEPS NEATSFOOT OILS. 


Made In three grades. Pure—Prime—No. 1 
Softens—Preserves Leather 














Sold by jobbers everywhere. Inquire of salesmen 


NEATSLENE COMPANY 


OMAHA 8, NEBRASKA 
























Two Fast Sellers ~ 


That Every Woman 
Wants! 


Ideal washboard for stockings, lin- 
ferie, etc. Small enough to tuck into 
handbag, large enough to be practi- 


Size 5%4x11% cal. Shaped handle, smooth aluminum 
Packed 1 or 3 dos. washing surface, wood back to pre- 
Shipping wt. 4 lbs. vent marring of porcelain wash-basin. 


Perfect for home or travel. 


Vac - Um - It 


CREAM EXTRACTOR 


Each one mounted on display card 
as shown, attractively printed in 
2 colors. Works on any kind of 
quart milk bottle. Adjustable... 
automatic ... no glass to break 
+ +. easy to clean . . . will last 
a lifetime. 


U. S. Pat. 2256432 





Unt, Mok 
Packed 1 doz. to carton. Wt. 1 Ib. sad 





JOBBERS — 
ASK FOR OUR PROPOSITION 














wy Ong Today You Will Enjoy Ui 
Write for samples and prices : i. 7" 


HAND-E MFG. CO. “akc U 


MINNEAPOLIS 12, MINN. 

















For (greater 
FIREPLACE EFFICIENCY pis 


Majestic 
FORMED STEEL* 
Dampers 


*FORMED STEEL 





The heavy-gauge 


formed steel units Rugged and Long-Lasting 


eeeeroped by = Fireplace construction and mod- 
pee to meee ernizing are simplified by using 
vital needs proved Majestic Formed Steel Dampers. 
the advantages of They maintain proper ratio of 
throat area to fireplace opening; 
assure correct height of thfoat an 

other dimensions. Built-on lintel— 
no angle iron required. No fitting 
regular Majestic necessary; damper rests flat on 
line, including Cir- rough masonry. Valve closes 
i tightly, and operates easily with 
te ad , an ingeniously simplified poker 
ee control. Built to get highest éfh- 
Garbage Receivers, ciency from every fireplace, Majes- 
Home Incinerators tic dampers also withstand years 
of exposure to rust, smoke, soot, 
and heat without impairment. For 
safe draft control and permanent, 
smoke-free satisfaction, install 
Majestic Formed Steel Dampers. 


Nationally Known and Advertised for 40 years 







this advanced con 







struction — which is 





now. featured on the 







ator Fireplace 
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AMERICA’S FAVORITE 
LINE OF GARDEN TOOLS te 


Get ready NOW for the spring rush for 
Sure-Grip Garden Tools! These pre-war 
favorites are back again—better than 
ever—and paced by a sparkling new lawn 7 
shear that’s already shown Itself a “best 7 
seller!” Improved models, new materials, © 
better designs. And now 





NATIONALLY ADVERTISED 
in several popular home and garden mag- 
azines. Tie in for sales and profits this ~~ 


spring! % : 


ASK YOUR JOBSER ... OR WRITE 















aughau 
FINE TOOLS 



















AY a2. 
teil Sine 


acclaimed in war 

- - essential to 
competitive 

peacetime work 


Vaughan Fine Tools are. 
outstanding in 
*& Design 
_ %& Dependability 
» 5 Durability 
*& Materials. 
- & Craftsmanship 


VAUGHAN & BUSHNELL 


MANUFACTURING CO 
ILLINOIS 





od Low-Wcle mmr: 
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New Base Design for 
Salt and Pepper Shakers 


Modglin’s plastic salt and pepper shak- 
ers have a new base design making them 
easier to refill, better looking removable 
new bottom. A twist and it’s open, an- 
other twist and it’s closed. Medglin Co., 
3235 San Fernando Road, Los Angeles 41, 
Calif. 


Knife Rack 


“Flint Holdster”—a* wooden rack that 
provides both storage space and protection 
for six “Flint” hollow ground knives. Rack 
may be hung on the wall or placed inside 
kitchen drawer. Each rack has a wood- 





fiber back to protect cutting edge of the 
knives. Six knives included in the “Holds- 
ter” are the ham slicer, roast slicer, paring 
knife, utility knife, French Cook’s knife 
and the steak slicer. Ekco Products Co., 
1949 No. Cicero Ave., Chicago, Il. 





Water-Mix Oil Enamel 


“Spred-Luster”—a water-mix oil enamel 
is said to dry to a hard, satiny, glossy 
finish and to wash like a china plate. De- 
signed chiefly for walls and ceilings, maker 
claims it also gives an attractive enamel 
finish. The Glidden Co., Cleveland 2, 
Ohio. 








le 
HE GLIDDEN COMPANY ~ 


TRUSTWORTHY 
PERFORMANCE 


IN 


SOLDERING IRONS 
BLOTORCHES 
SOLDERS 


Ask any user — check 
with any seller—they'll 
tell you LENK leads in 


sales and profits. 









xkx*x* 
MFG. COMPANY 
MEWTOM LOWER FALLS 62, MASS. 
Manufacturers of Soldering Equipment Since 1919 








HARDWARE AGE 



























| Hall’s 1946 
e---ADVERTISING - - - ---- 
Campaign 


















Hall of Fame advertising is ap- 
pearing in a group of magazines 
bought by nearly one and one- 
half million sportemen — telling 
them of the fine quality of Hall 
Lines “that hold ‘em’’ — lines 
that reflect the experience of 
more than 100 years of line 
making. 






and OTHER 
PUBLICATIONS 


will continually 
remind FISHERMEN 


| 
pn og ly gy Be of the 
shipments as fast as production | 


seer HALL Loves 
¢4FAME 


Small Reproduction ef Ads Several Times This Size. Send for Free Catalogue 





HALL LINE CORPORATION °¢ 263 Park Avenue, Highland Mills, N. Y. 


TWIN PROFIT 
PRODUCERS, 


Poreeaee| Nationally ADVERTISED 
|e GODS COMPANION PRODUCTS 





FOR THINGS THAT STICK JR SQUESK 


DOOR-EASE 19° 














LUBRICANTS NEEDED IN EVERY 
HOME, OFFICE AND SHOP 
Colorful Action- 
Compelling Displays 
CONSISTENT PROFIT PRODUCERS 

coo a That Sell on Sight and 7 
DOOR-EASE AMERICAN 
STAINLESS STICK Onder Today ! DRIPLESS OIL 


LUBRICANT FROM YOUR JOBBER Penetrates, lubricates, rust 


proofs. Won't drip at 
200° F. Won't gum at — 


windcws drawers dgdoo-s 





enh ng Nothin ¢ ee 2 a 30° F. A shames dros 
+o Attractive 3 Color Sig ee New 3 Color Display with 
NY Display with 1 Dozen % Each 2-Doxz. Dealer Carton 
ae k $ e a . Sells for 25¢ a can 
ells for | ic é Rn 
e 2919 + OZ. GAN 
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READY... 


The POST-WAR MIRACLE 


SUPERHEATER 


"Way ahead of other space 
heaters. Amazing heating 
capacity. First to use the 
high teat value of radiat- 
ing surfaces — we've now 
added many unusual im- 
provements, 

It’s a miracle of combus- 
tion engineering! Compact, 
modern design. Heats a 
room or a small house with 
surprising comfort and 
economy. 


EXCLUSIVE 
FEATURES 
that make it a super- 
seller 
* 
CONTINUOUS 
HOT WATER 
* 
No other space hecter with TWICE THE HEAT 


erie, ates feces ware per square inch of radi- 
ating surface 


LEWIS SUPERHEATERS teteoit 2. mien: 








es 


















That's our entire Post-War Policy at Putty Headquarters. 
We'll have more machines, more help, more containers, 
more raw materials which all adds up to more putty. 

It will be Better Putty, too, because it will contain 
a new ingredient, unobtainable during the War. It will 
be a finer putty, easier in application, with improved 
adhesiveness and better keeping qualities than was 
ever possible before. 

If you want Quality Putty, packed in non-leaking 
metal cans, at a fair price, we've got the answer 


LANDEN PUTTY WORKS 











45 Irving Street Malden, Massachusetts 














BENGAL’S PURE TINTING 


COLORS-IN-OIL 


LOW PRICED TO DEALERS 


We aim to keep BENGAL’S Colors-in-Oil the 
finest colors in America. High tinting strength, and 
true tones. 

Priced very low, because of our mass production. 
Attractive labels. Prompt shipment. In \-pints and 
quart cans. 

FRE Write TODAY for free 4-pint sam- 
ple and dealer prices and discounts. 


Jobbers—Write for special offer 
BENGAL CO., 214 St. Nicholas Ave. N. Y. 27, N. Y. 








QUICKE the new 


HAND CLEANER 
that removes GREASE, GRIME, PAINT 
without the use of water! 


Gentle. Quick acting. 
Fortified with Lanolin 
and Vegetable Oils. 
Prevents chapping. 


Territories open for 
live-wire representa- 


ich CLEANER (,. tives. 
TRY IT YOURSELF! 


Mail this coupon to us for a free sample jar of Quickee. 
TUDOR PRODUCTS, INC. 
305 East 43rd Street, New York City 
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NOW-PIPE JOINT 
oe 





7 y FOR ALL THOSE PIPE INSTALLATION 
AND REPAIR JOBS 
NO LEAKS! Always Ready For Instant Use 


Just rub 3 or 4 strokes 





Soveeds and il head ECONOMICAL 
——— ae HANDY... CLEAN 






















Tested and Fully Ap- 
proved by Independ- 


Note these ent —— 
an ustry. 
FEATURES i 


NO BRUSH 


% Withstands gasoline, 
NO WASTE 


oil, butane, propane, 
Freon, air, water, 
steam, acid, gas, brine. 


% lubricates and completely : ASK YOUR 
seals pipe joint threads, — 
nuts, bolts, gaskets, turn- WRITE 


buckles, etc. 


% Contains no lead. Contains no in- 
jurious ingredients. 


Lake Chemical Company 


613 N. WESTERN AVE., CHICAGO 12, ILLINOIS 


HARDWARE AGE 
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For Precision Wire Hard- 
ware, Cotter Pins, Plumbers’ 
Specialties, Flat Spring Keys, 
Riveted Keys, etc. 
e 


CONTACT YOUR JOBBER 


BRIGHT «2 BRASS 


























WIRE GOODS 














HINDLEY MFG. CO. ¢ 66 John St., Valley Falls, R. !. | 


A ne 
schol hit! 


A BEST SELLER IN MANY OF 
THE COUNTRY’S LEADING STORES 










wt 


Nothing else like it! DUSORB 
is a new chemical discovery 
that transforms any cloth or 
mop into scientific dust ab- 
sorbers. Makes dusting easier, 
leaves surfaces immaculate, 
no oily streaks or greasy spots 


Nationally advertised! 
Better Homes & Gardens, 
Ladies’ Home Journal, 
Woman’s Home Companion 
Good Housekeeping and 
McCall’s. Newspaper ad mat 
and display cards supplied. 


Two Thrifty Sizes 
12. 50° 32 «. $] 


Write for special Spring 
e 
Advertising Allowance. 


ce oe Sttune o> ’ 
Good Housekeeping 


FRANCO-AMERICAN HYGIENIC CO. CHICAGO 10, ILLINOIS 
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LINE 'EM UP 
with 
TOP LINE! 

































Customers will be waiting in line for the 
new 1946 TOP-LINE appliances. Give 'em 
a look at the beautiful new water heaters, 
fans, irons and churns. Let 'em see how 
time-saving and practical they are. Send 
for your catalog sheets describing the new 
line NOW! . 

















We're doing our best to increase our 
production during the second quarter. 


TOP @LINE 


Toys APPLIANCES 


TENNESSEE VALLEY 
ASSOCIATED MARKETERS 


GAMBILL BUILDING, NASHVILLE, TENNESSEE 









































Prices 















































To Sharpen — 
NICK with string 
PULL the paper 
(0. S Pat, Me. 1 756,953) 
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it easier for you— 


Si/ais0e/s 
METAL MARKERS 


~Satsoe PENCIL COMPANY, EST. 1893 
PHILADELPHIA, 44, PA. 






in view make 


USE ’ 





Blaisdell Metal Marker: 
make clear, durable 
price marks on metal, 
china, glass, plastic — 
all smooth surfaces. 
Note: The specia! 
process used in pape: 
encasing these pencils 
seals in the ingredients, 
preventing oxidation 
Write us for free sample 
mentioning this publi- 
cation, and order a sup- 
ply from your dealer. 


792-T with thin black lead 
795-T with thick black lead 


*neo U & PAT. OFF. 





Coming Conventions 
And Events 


Corrected Each Issue 
According to Latest Data 


Alabama, Retail Hardware Association 
of, May 15-17, 1946, inclusive; convention 
and exhibit at the City Auditorium, Bir- 
mingham, Ala. Mrs. J. H. Crowe, secre- 
tary, 1906 N. Fifth Ave., Birmingham 3, 
Ala. 

American Hardware Manufacturers’ 
Association, meeting jointly with the Na- 
tional Wholesale Hardware Association and 
the Southern Hardware Jobbers’ Associa- 
tion, March 11-14, inclusive, 1946, at the 
Marlborough-Blenheim, Atlantic City, N. J. 
Charles F. Rockwell, 342 Madison Ave., 
New York 17, N. Y., is secretary-treasurer, 
American Hardware Manufacturers’ Asso- 
ciation; George A. Fernley, 505 Arch St., 
Philadelphia 6, Pa., is secretary-treasurer, 
National Wholesale Hardware Association, 
and T. W. McAllister, 814 Metcalf Bldg., 
Orlando, Fla., is secretary of the Southern 
Hardware Jobbers’ Association. 

American Toy Fair—New York City, 
March 11-23, 1946, inclusive, with exhibits 
at 200 Fifth Ave., 1107 Broadway and other 
permanent showrooms and at the Hotel Mc- 
Alpin and Hotel Breslin. Horatio D. Clark, 
assistant director, Toy Manufacturers of 
the U. S. A., Inc., 200 Fifth Ave., New 
York 10, N. Y., is manager of the Ameri- 
can Toy Fair. 

Arkansas Retail Hardware & Imple- 
ment Association, convention, March 18-19, 
1946, at Marion Hotel, Little Rock, Ark. 
George L. Turner, 322 E. Markham St., 
Little Rock, Ark., is secretary. 

Carolinas, Hardware Association of the, 
convention, May 28-29, 1946, at the Hotel 
Charlotte, Charlotte, N. C. Sally Couch 
Masten, 118 E. Fourth St., Charlotte, N. C., 
is acting secretary. 

Eastern Hardware Golf Association, 
annual tournament at Shawnee Country 
Club, Shawnee-on-Delaware, Pa., May 23- 
25, 1946. H. L. Gilliam, Wood Shovel & 
Tool Co., 30 Rockefeller Plaza, New York 
20, N. Y., is treasurer. 

Florida Retail Hardware Association, 
convention May 13-14, 1946, Anglebilt 
Hotel, Orlando, Fla. William W. Howell, 
Waycross, Ga., is secretary. 

Georgia Retail Hardware Association, 
convention May 7-8, 1946, Ansley Hotel, 
Atlanta, Ga. William W. Howell, Way- 
cross, Ga., is secretary. 

Housewares Show, The, managed and 
directed by Mrs. Flo English, will be held 
at the Atlantic City Auditorium, Atlantic 
City, N. J., May 13-17, inclusive, 1946. Mrs. 
Flo English has her headquarters at the 
Hotel Pennsylvania, New York 1, N. Y. 

Missouri Retail Hardware Association, 
convention and exhibit, March 5-7, 1946, 
inclusive, at Jefferson Hotel, St. Louis, Mo. 


THIS 1S NEW! 


“Trade Mark Registered U. S. Pat. Of. 


Luminous—Plastic 
HOUSE NUMBERS 
4 f eye 
| catching 


4 eee 


NOVELTY 
APPEAL 






reteil 15¢ each 


Tremendously practical! Absorbs 
light by day. Glows all night. 
Glowing quality permanent 10 


doz. in glassine envelopes with 


screws. | doz. of each number 


REFLECTO LETTERS CO. 








110 WEST 27:h STREET, NEW: YORK 








MANY USES in the HOME 


Ever ready pliable 
plastic plugger - up- 
per keeps out dust 
and dirt, mosquitoes, 
flies, ants, etc. Fills 
holes and cracks 
around windows, 
screens, casements, 
drainboards, sinks, 
bathtubs. Use inside 
or outside. During 
cold weather, 
weatherstrips. 





EASY TO APPLY 


Unrolls like ribbon. Just press into 
place and it stays put. Does not crack, 
chip or shrink. Can be painted. A roll 
covers about 80 ft. 


oe 


Higher west of Rockies and Canada 
Free Booklet 


J. W. MORTELL CO. 
508 Burch St., Kankakee, iil. 





eee meee eee we ee ee ee ee 


The above is one of a series of advertise- 
ments running regularly in leading na- 
tional magazines creating a growing de- 
mand for Mortite. 





Order through your jobber. 


HARDWARE AGE 





















S. Pat. Of 


bsorbs 
night. 
nt 10 
s with 


imber 








ertise- 
ig na- 
ng de- 


















ae) ) D. @ & >ned 


NOZZLE 






“Dixie” Nozzles are built for hard use. They 
are ruggedly constructed of brass rod and 





heavy wrought brass . . . and yet are moder- 
ately priced. The “Dixie” is one of a complete 
line of Nelson Noz- 


zles. All Nelson ea 
sprinkling equip- or 


ment is sold only 
through Hardware 
Jobbers. 


, 


oe 


= as 





Lt. R. MFG. CO. 


PEORIA, ILLINOIS 










SOUTHINGTON 
SCREWS 


For Wood or Metal 


Southington Wood Screws, Drive 
Screws cud Sheet Metal Screws 
have upheld their quality since 
1867. All standard sizes with vari- 
ous styles of heads in the most 
called for types. Send for screw 
catalog, also our catalog covering 
steel squares, tri-squares, bevels, 
etc. 
PHILLIPS RECESSED HEAD SCREWS 

FOR WOOD AND SHEET METAL 


Driver fits se- Supply the in- 
curely into ta- creasing de- 
mand for these 


pered recess — 
will not slip 
out, or work to 


modern, time- 
saving screws. 


All standard 


one side. sizes. 
THE SOUTHINGTON 
HDWE. MFG. CO. 


E*. SOUTHINGTON, CONN. 53, 











The demand for Waterbury Handy Plugs has been terrific! 


Please be patient, for production is being 
increased as fast as possible and orders 
will be filled “on time" very shortly.. 


ppmasrpeapemnceane ane sea moe nares remem 








TO ASSEMBLE SIMPLY INSERT WIRES AND SCREW ON CAP 
@ No Bare Wire—No Short Circuits 
@ Easy to Attach—Handy to Use 
@ Uninterrupted Service 
@ Underwriter Approved 
Write for complete Information 


WATERBURY COMPANIES, 


INC. 
FORMERLY WATERBURY BUTTON CO.., EST. 1812 
SUPERIOR AVE., WATERBURY, CONN. 











The CHICAGO “V”.-BELT 
PULLEY DISPLAY 


will help You 
make Sales 


A $15.00 
Value 
for Only 
$7.20 


isk Your Jobber About— 


the No. 50 Display Board. A complete assort- 
ment of 24 pulleys in 12 popular sizes ranging 
from 114” up to 5” in diameters. 


All pulleys are for “A” belts and come in %4” 
and 5%” bores. 


The Display Board is finished in red, white and 
blue and has space in the rear for additional sizes. 


Mfr’d by 


CHICAGO DIE CASTING MFG. CO. 


2507 W. Monroe St. CHICAGO 12, ILLINOIS 
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@ You'll profit by displaying cro- 
quet—America’s Family Game! 

1. From croquet sales: 

2. From increased sale of yard 
equipment—chairs, tables, 
umbrellas. 

Croquet brings the tamily to- 
gether in the yard—promotes 
yard and lawn consciousness. 
Display croquet with your yard 
equipment and deal 
yourself in on this 
profitable promotion. 

South Bend cro- 
quet production is 
still not sufficient to 
meet demand, ne- 
cessitating our serv- 
ing Customers On an 
allotment basis. So 
get the help of your 
South Bend jobber 
to establish priority 
on deliveries, now! 


SALES REPRESENTATIVES 


Eastern — Julius Levenson, 7 E. 17th St., N. ¥. 
Southern — Louis Williams, Nashville, Tenn. 
Midwest — South Bend Toy Mfg., So. Bend, Ind. 


So. Cal. & S. W.—Glenn B. White & Assoc., 
122 E. 7th St., Los Angeles 14, Cal. 


No. Calif.— Standard to Agencies, 718 Mission, 
San Francisco, § 

& Pac. N. W.—Leo Scherrer, 2840 W. 

93rd St., Seattle 7, Wash. 


SOUTH BEND TOY MFG. CO. 
SOUTH BEND, INDIANA 


SOUTH/BEND 


AMERICA’S FAMILY GAME 


Croquet Sets + Baby Carriages + Children’s Furniture 
Doll Carriages + for over 70 continuous years, 
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Louis C. Kreh, 323-324 Wainwright Bldg., 
St. Louis, Mo., is secretary. 

National Retail Hardware Assn., An- 
nual Congress, June 24-27, 1946, at the 
Congress Hotel, Chicago, Ill. Rivers Peter- 
son, 333 No. Pennsylvania St., Indianapolis 


| 4, Ind., is managing-director. 
National Wholesale Hardware Asso- 
| ciation meeting jointly with the Ameri- 


can Hardware Manufacturers’ Association 


and the Southern Hardware Jobbers’ Asso- | 


ciation, March 11-14, inclusive, 1946, at the 
Marlborough-Blenheim, Atlantic City, N. J. 
George A. Fernley, 505 Arch St., Philadel- 
phia 6, Pa., is secretary-treasurer, National 


| Wholesale Hardware Association; Charles 
| F. Rockwell, 342 Madison Ave., New York 


17, N. Y., is secretary-treasurer of the 


American Hardware Manufacturers’ Asso- 


ciation and T. W. McAllister, 814 Metcalf 
Bldg., Orlando, Fla., is secretary of the 
Southern Hardware Jobbers Association. 





| 
| 
| 
| 


North Dakota Retail Hardware Asso- | 


ciation, convention and exhibit, March 26- | 


28, 1946, inclusive, in Fargo, N. Dak. Con- 
vention—Town Hall, Hotel Gardner; ex- 
hibit—Crystal Ballroom, Fargo Auditorium, 


| Miss Clarine Sherwood, 21 Clifford Bldg., 


Grand Forks, N. D., is secretary. 
Southern Hardware Jobbers Asso- 
ciation meeting jointly with the National 


| Wholesale Hardware Association and the 
| American Hardware Manufacturers’ Asso- 


ciation, March 11-14, inclusive, 1946, at the 


| Marlborough-Blenheim, Atlantic City, N. J. 


T. W. McAllister, 814 Metcalf Bldg., Or- 
lando, Fla., is secretary of the Southern 
Hardware Jobbers’ Association; Charles F. 


Rockwell, 342 Madison Ave., New York 17, 


N. Y., is secretary-treasurer of the Ameri- 


| can Hardware Manufacturers’ Association, 
| and George A. Fernley, 505 Arch St., Phila- 


delphia 6, Pa., is secretary-treasurer of 
N.W.H.A. 

Triple Mill Supply convention, May 
6-8, inclusive, 1946, at Atlantic City, N. J., 
with headquarters at the Marlborough- 
Blenheim of the American Supply & Ma- 
chinery Manufacturérs’ Association, Inc., 
The National Supply & Machinery Distrib- 
utors’ Association and the Southern Supply 
& Machinery Distributors’ Association. R. 
Kennedy Hanson, 1108 Clark Bldg., Pitts 
burgh 22, Pa., is general manager of the 
American association; Henry R. Rinehart, 
505 Arch St., Philadelphia 6, Pa., is secre- 
tary-treasurer of the National Association, 
George A. Fernley is advisory secretary of 
the National Association and E. L. Pugh, 
712 Volunteer Bldg., Atlanta 3, Ga., is 
secretary-treasurer of the Southern associa- 
tion. 








Latest News on 
RECONVERSION 
on page 162 

















HEAVY DUTY POCKET KNIFE, ONE SLADE 
$7.50 per Doz. 


aco 


SSE 
18.00 
Per Doz. 


10aco ald 
5 INCH POLISHED BLADES 
5 S6SE 





4°" BLADE #K300—$15.00 PER DOZ. 
Terms: 2% Cash Net 10 Deys 
We Guarantee eae back H Merchandise 
proves unsatisfactory uposn e 
if material is unavailable, we reserve the A te 
substitute equal or higher cost merchandise of @ 
nature at Ne Extra Charge 


BERNARD GOLDWEBER 


1133 Broadway, New York 10, N. Y. 
WaAtkins 9-66 ; 
WHOLESALERS’ INQUIRIES SOLICITED 








GARDEN [De 


fo) - Taf Lol te 


LAWN 
AND “iS TOOLS 


10-N Norcross Garden Grower 


55-N Five Prong Cultivator 


Always * anaes. rw 
up r hardest use. 
selected hard - wood handle, 
lacquered clear. 


V-Point Weeder—Asparagus 
Knife 


Superior in quality and attractive appear- 
ance. Sells on sight. 


YY —_ > 


SEE YOUR INDEPENDENT anager 
The s supply of these popular s 
will gg ow py & to continued material 
scarcities and heavy demand. 








C. S. NORCROSS & SONS 
BUSHNELL, ILLINOIS 
QUALITY GARDEN TOOLS SINCE 1891, 


HARDWARE AGE 
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IMMEDIATE DELIVERIES 


“LIBERTY” 


KNITTED COPPER 
POT CLEANERS 


counters, now. 


LETRAW MFG. CO. 


229 W. ILLINOIS + CHICAGO 





Now in gleaming copper—bigger 
and better than ever. Nationally 
advertised. Get them on your C 








Ve? a 





Evidence increases of Steel-Fashioned growing 
popularity —the preferred deluxe equipment 
among home owners who seek quality first. 
Use the Walters line as one means to maintain 
the leadership of your store in your city; it is 
working for other merchants and will 


y work for you. 
WALTERS /, .020*—- 


iu COMPANY 
fylare stiscsnnn near | ad 








Our close supervisio® 
of every detail results 
excelled quality 


in un 
y—economy. 


of America’s largest textile _qurabilit 
are Biegel-controlied 


“The Right Glove 
i ee 
Cie 


For Everv Job” 


AVE, WX. 17, WY. 
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To Jobbers on eiion 


O/, DDT 


IN 
CCC POWDER kills 


‘10% DDT perfect answer to bedbug problem” 
... says U. S. Department of Agriculture 


pane A can keep rid of hard- mew CCC Powder with 10% 

to- insect pests... DDT. Dust it under sinks, under 
Exterminate roaches, flies, rugs, in cracks and crevices— 

lice, ants, silverfish, fleas, body wherever insects run. . 

lice .. . and many other com- leave it on! 

mon pests. Pests die from contact... for 
It's easy! Just sprinkle on the months to come! 


USE ON ANIMALS 


De-fiea Get—theceuahiiy’ One-quarter teaspoonful of CCC 
Powder kills the pests when dusted thru hair. Use on dogs, cattle, 
... but not on cats. 
Get CCC Powder with 10% DDT at your dealer. 


CARBOLA CHEMICAL CO., Inc., Natural Bridge, N. Y. 


Established 1916 














For PATCHING, 
MENDING, REPAIRING 


USE 


TEHR-GREEZE 


Fabric Cement 


A tough, versatile adhesive with 

a thousand uses in the home, in 

the repair shep and on the farm. 

Works equally well on clothing, 

awnings, grain bags, burlap bags, 

oe eanvas, window 

eotten material, harness, 

handbags, luggage, suitenses, belts, overshees, golf bags, 
feetballs, shoes, aute uphelstery, furniture and many 


EASY TO USE 


Just spread a thin coating with a paddle er knif 
plenee firmly together and allew to dry. ‘They will not 
er tear 


WATERPROOF 


Tehr-Greese will net leesen even when washed. Avail- 
able in conveniently sized containers. Write for trade 


VAL-A COMPANY 


Menefecterers of RUSTOFF 
700 W. Reot Chicago 9, Ill. 

















THE BEST SAW FOR THE JOB 


OHLEN-BISHOP circular saws are designed for every 
type of woodworking, for every type of machine. 
Recommend them carefully and you will always be 
assured of a satisfied customer. 

Consult our catalog No. 43—make sure you have the 
types and styles your customers want. Illustrated 
above left to right are: NO. 10 JOINTER; NO. C-6 
RIP; NO. C-5 CUT-OFF, 


OHLEN-BISHOP 


MFG. COMPANY 
901 Ingleside Ave. § 


4 . 











Fast-moving — Nationally Advertised — Franchised 


BUILD PROFITS FOR 1946 


LUMINALL 


It pays to sell the Luminall 
line of emulsion water- 
thinned paints. They are so 
easy to apply and so satit- 
factory to the user that they 
build good will in addition 
to profits. Nationally adver- 
tised since 1933. Protected 
by dealers’ franchise. Sell 


Luminall for high light reflection and low cost. Sell Ultra 
Luminall when washing is important. 


X-CELL-ALL 
REMOVER 


Made in the popular paste 
form as well as liquid. A 
fast-acting remover that 
does not raise the grain. 


X-CELL-ALL 
LIQUID 
BRUSH CLEANER 
Will renew brush caked 


with old paint without 
damage to bristles. 


Dealers and jobbers are invited 
to send for complete details. 


NATIONAL CHEMICAL & MFG. CO. 


3614 South May Street 


Chicago ? 























TTT TLL 
TLL 


WNL 


inn 
tual 


As manufactur- 
ers of Royal Gas 
Radiant Heaters 
we are supplying 
our distributors 
on a fair and 
equitable basis. 


PLEASE BE PATIENT—THEY ARE 
DOING THEIR BEST UNDER 
EXISTING CONDITIONS. 


CHATTANOOGA IMPLEMENT & MFG. CO. 


CHATTANOOGA 6, 


TENN. 


HARDWARE AGE 








anchised 


1, || TRUNK 
STRAPS 


DURABLE 
EXTRA STRONG SURPLUS GOVERNMENT WEBBING 
Luminall 
water- 
y are so 
io satit- 


hat they 
addition 
y adver- 





iene DUTE i 
P beunenr £) 


~~ 





rotected 





e. Sell 
ll Ultra 





a real 
profit item 
co. These popular-priced Junior 
hicago 9 Stilts sell like lightning 


wherever shown. Every child 
wants them —and they are 
priced to show you a hand- 
some profit. 

Made of hardwood, 6 ft. long, 
steps adjustable to different 
heights. Smart red top and 
bottom, black steps, attrac- 
tively varnished. Weight 414 

Ibs. per pair. Priced to t tad 
at $1.65 per pair. 


Jobbers: Send for CATALOGUE show- 
ing many popular items now available. 








NOCKONWOOD INDUSTRIES, LTD. 


Dept. H, Bloomfield, lowa 





GOOD LURES 


FOR BETTER FISHING! 


When you sell P & K Tested & Proved 
Lures & Fishing Accessories, you 
please your customers — for P & K 
Lures are GOOD, and they catch 
MORE fish. You also please your- 
self, for selling P & K Lures means 
more cash in your till. 

P & K advertises extensively in all the 
outdoor magazines — plus True, the 
Magazine for Men, Popular Mechan- 
ics, Popular Science, Boys Life, and 
Open Road for Boys — all bringing 
customers to YOUR store. 


Send today for P & K Dealer-Jobber 
Catalog. It’s a money-maker for you. 


PACHNER & KOLLER, Inc. 


3426 Archer Ave., Chicago 8, IIL 








gg ———_—— 


TESTED 0 PROVED LURES © FISHING ACCESSORIE 








factur- 

al Gas 

leaters 

plying Onide Finish 
ibutors = 

r and 

basis. 


Distributors 
JOHN H. GRAHAM & CO., Inc. 
105 Duane St., N. Y. City 
565 W. Wash. Bivd., Chicago 
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Ca fast cutting, easy operating tool, and 
other numbers in the Seymour Smith line 
of nationally known PRUNING AND TREE 
EQUIPMENT—available in limited quantities. 
Order only through your jobber; he can 
serve you best. 


SEYMOUR SMITH & SON, INC., 900A MAIN ST., OAKVILLE, CONN. 
Specialists in Garden Shears for Three Quarters of a Century “ 
saaeeneniiananill 

















RIXFORD TOOLS 


Famous Since 1812 


Rixford Scythe 


We have been manufacturing quality Scythes for 132 
years and have been producing Genuine Hand Forged 
and Hand Tempered Axes for 64 years. 


We are manufacturers of Axes, Scythes, Weed Cutters, Bush 
Hooks, Corn Knives and Grass Hooks and are Jobbers of Snaths 
and Axe Handles. Catalog and Prices on request. Hardware 
Dealers—Write for exclusive agency. 


RIXFORD MFG. CO.., East Highgate, Vt. 











DONT KILL YOUR OPERATOR 


Electrify Your Hand Elevator with this Power Unit 


“Lifts from 1000 te 3000 ibs. with ease."’ 


ELECTRIC ELEVATORS, HAND ROPE 
ELEVATORS 


DUMB WAITERS 


Davis & Newcomer Electric Elevator Co. 


Write for information and Prices. 














ASK YOUR DEALER 


SARPENTERS 


5 FNOOD 
. ea 
\ 22 "AND ALUMINUM 


ORIGINATED 1896 
MAYES GUARANTEES ACCURACY, SERVICE 
*AND DURABILITY = 


Ls Violets) te 


AND ALUMINUM 


° ‘ —_ 
— CATALOG FOR’: 
* ASRING 


Stoots MAYES BROS.TOOL MANUFACTURING CO. Inc. PorrAusrin, Mich.” 


MAYES TOOLS 





NOW AVAILABLE 
HANDY WIRE REEL 














Makes it easy to handle barbed 
wire. Mounts on pipe or shoft. 
After wire is reeled, rods are ad- 
justable to allow spool of wire 
te slip off easily. When using 
feel to pay-out wire, rods may 
be inserted in spaced openings 
to permit spool of wire to slip on easily even if 
it shrinks in storage. RETAILS FOR $5.95. Liberal 
discount to dealers. Write for details. 


ADORESS DEPT. A 
Sole Distributors 


DR. RINEHART'S HANDY HOG HOLDER CO. 
P. O. DRAWER NO. 191, GALESBURG, ILLINOIS 














When You Know 
The Trade-Name— 


of a certain product and want to know "Who Makes It?" 
look in the General Directory Section of the "Who Makes It?" 
Number of HARDWARE AGE for the trade-name. You'll find 
it listed alphabetically under the product heading of the item 
in question. Alongside the trade-name you will find the name 
of the manufacturer, also the address of the maker arranged 
alphatetically in the same list. Keep your "Who Makes it?" 
Number close at hand where it will serve your wants quickly. 


HARDWARE AGE 


100 East 42nd St. New York City 

















somce vara 
STANDARO 
HORSE NAIL CORPORATION 
mew OP cet Om Femme 


STEEL 


STAINLESS 
BRASS, ETC. 


PRODUCTS 


* 5 


featuring « « « 


MACHINE KEYS 


(ALL TYPES) 


ee 


SOLD BY 
JOBBERS 


SQUARE AND ROUND END FEATHER KEYS, TIT KEYS, SPECIAL SHAPES 








| «Stanho” /Ze8/ | Prod aets 


WOODRUFF KEYS, TAPER PINS 

STRAIGHT PINS, COTTER PINS 

——HORSESHOE NAILS——— 
“KOOLHEAD” FOUNDRY CHILL NAILS 








STANDARD HORSE NAIL CORPORATION 


MAince 1772, NEW BRIGHTON, PA. 


SINCE 1872 





200 


HARDWARE AGE 














PAINT ONC 
e ~ 
LS 
\ | 4 a " = ; > : — \>* = 
WW) — “4 | Um It costs no more to own the best. Buy RED DEVIL 
4 r (2 i _ i j modern-line Glass Cutters and painters’ and glaziers’ tools. 
— II ge “Ee te (’ 


3 RED DEVIL TOOLS 
Irvington, New Jersey, U. S. A. 


WARNER STOCK TANK HEATER | = 4 _ 7 


Electric! 


Economical! Easy to 
Demonstrate 


INDUSTRIAL Ti I Y/ THREE GOOD NAMES 
CASTE RS 5 i Hs . ~~ Engineering and Crafts- 


@ SPEED UP PRODUCTION BN hie wejh2 2—CHROMALOX Electric Heating 
@ SAVE MAN-HOURS S ial hs Units. 

@ MODERNIZE METHODS = A| Vor ; = 3—MINNEAPOLIS-HONEYWELL Au- 
@ BRING WORK TO WORKER a ys — tomatic Temperature Control — 


‘6 = = ombined in this fine Heater! 
@ PROTECT FLOORS . Pe = S nec ' 
write for particulars 24 et: = Write for folder W88, 


to 906 N. Summit St. 


~ 











FAULTLESS CASTER CORP. = 


Factory Evansville, Indiana 


Shatter Den Ame << << 


* MARSHALLTOWN TROWELS * 


MARSHALLTOWN TROWEL COMPANY * MARSHALLTOWN, IOWA 
































A PROFIT MAKER FISH: Gree Enamel 


for Over a Quarter Century POST: High carbon welded 


. steel tube. (Four times 
STOVOI I / stronger than common black 
‘ pipe.) 7 feet long x I'/z-inch 

‘ diameter. 


REMOVES RBS =e oe 
RUST ves SEN ; S space. 
PREVENTS A> <= ..:\ SS SOCKET: Hoary sto! bing 
RUST ON &. NS STE ARAN concrete. Black ename!l 
oe <. SENN By PACKED: Four ae aoe 
2%". wrapped in heavy waterproo 
Pg POLISHES —— 


“ ° WEIGHT: 56 Ibs. per set of 
ALL METALS Liberal discount el four posts. 
Ask your Jobber — or write | Imm late elvery ORDER vain YOUR WHOLESALER 
SUPERIOR LABORATORIES -- Grand Rapids 4, Mich. | CHENEY METAL PRODUCTS CO. Dept.H_ Trenton. N. J. 


— 


....AND FRANKLIN IS HIDE GLUE READY-TO-USE | 


(__. AND THIS LOOKS LIKE THE (THATS RIGHT, MAM. >) (tas GLUE IS {There's always more profit 
GLUE ADVERTISED INTHE OMIXING ORHEATING | |SWELL! ALWA , 
SATURDAYEVENING Post ./ ) | |-AND ITS USED BYFIN- |GET FRANKLIN Ja, ¢ § in REPEAT CUSTOMERS 

EST FURNITURE ao vant - » » make friends by i 
































recommending Ne 


FRANKLIN 
Liguia Aide 
Ks GLU E 


THE FRANKLIN GLUE CO. 
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Everything You Should Know About 
BUILDERS HARDWARE 


Easy to read and easy to understand in the only 
up-to-date and complete text book on all phases = 
of this important and profitable basic hardware line. a. 


r os i : “9 
“lho 


Oth 
2 §6©>ss BULLLDER 


apon 4. BROWNELE 


“TAKING THE MYSTERY OUT OF 
BUILDERS’ HARDWARE” 
WAS $3.—NOW ONLY $1.50. ORDER YOURS TODAY 


The Deluxe Cloth-Bound Edition, Which Originally Sold tor 
$3 Per Copy, Has Just Been Reduced in Price to Only $1.50 
—Just One-Half of Its Cost When First Issued. 


Also, A New Cardboard-Bound Edition Has Been Made Avail- 
able At Only $1 Per Copy. 


USE THE ORDER BLANK BELOW 


te and A 
a eunoee® Zanowant 


Pebtihad by MAROWaR AGE 








If you are one of the many hardware men who have always 





Here are some of the features and 
profitable ideas in this book that will 
mean more dollars for you! 


220 pages—page size 8'/: x Il‘ inches— 
sturdily bound to withstand hard usage. 

How to bring prospects into your store. 

Suggestions on making bids that will mean 
more sales and profits to you. 

How to cash in on the sale of replacements 
and “follow-up” items. 

A wealth of specific information on equip- 
ping public buildings. 

Nine comparative charts which show you 
how to match different items. 

A working Blue Print, size 25 x 112 inches, 
Glossary of more than 300 Technical 
Builders’ Hardware Terms, Cross Refer- 
ence Index, etc. 

Over 600 Illustrations, Charts and Diagrams. 

27 Illustrations of Different Builders’ Hard- 
ware Display Rooms. 








wanted to know more about Builders’ Hardware—and how to 
make more profit from its sale—but could not because of the lack 
of information on this subject—“TAKING THE MYSTERY OUT OF 
BUILDERS’ HARDWARE” is the book for you. 


You will get the benefits of the author's, Adon H. Brownell, life- 
time experience in successfully selling, buying and manufacturing 
Builders’ Hardware. You will be shown how to quickly and easily 
set up a Builders’ Hardware department capable of servicing all 
the needs of your community. 


You'll also be shown how to read blue prints, and to specify 
jobs; how to work with property owners, contractors and archi- 
tects; how to use Builders’ Hardware to increase sales in your 
other departments. 


The experienced architectural hardware consultant will want 
this book for its use as a handy reference work. The beginner will 
want it as a text book to use as the only complete home study 
course in this subject ever published. 


Your clerks, too, should have this new book. They will become 
more valuable to you and more valuable to themselves by read- 
ing and studying it. 


MAIL THIS COUPON TODAY! 


Hardware Age, 100 East 42nd St., New York 17, N. Y. 

Please send me .... copies of the Deluxe Cloth Bound Edition “Taking the Mystery Out of 
Builders’ Hardware” by Adon H. Brownell. I will pay the postman $1.50 each, plus a few cents post- 
age. (Canada and Foreign Countries $2.00). If you prefer the cardboard-bound edition, please check 
here ...., its price being $1 per copy, plus a few cents postage in the United States, and $1.50 per 
copy in Canada and Foreign Countries. 


(] Check here if you enclose payment, in which case we pay postage. 
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sam APM you 


It's the downright high quality . . . the ultra smart 
design . . . the precision operation .. . the long life 
and low cost of “General” Power Sickle and Tool 
Grinders that give consumer appeal to this nation- 
ally advertised line. To you that means Turnover 
and Profits! 


PGS-56 — Quality erformance, 
modernly designed, precision 
workmanship, superior construc- 
tion. Combination Sickle and 
Tool Grinder, babbitt bearings 
and wheel*guards, 


PGS-85 — Heavy duty, modern design, safe- 
ty construction, quality, performance and 
value. Combination Sickle and Tool Grind- 
ers, split babbitt bearings. 


SICKLE CONES 


General Sickle Cones are 
of the highest quality 
abrasive minerals. Elec- 
trically fused—true run- 
ning, sharp cutting. 


GEREN MMROMARE CO _ 
GENERAL : Wale 


PO Wwauee wists BEST JOBBERS EVERYWHERE 
for a complete catalog il - 


GENERAL HARDWARE COMPANY [Mtescqieceacar 


that will interest you and 
3618 W PIERCE STREET MILWAUKEE a2 WISCONSIN your customers. 


SOLD THROUGH THE 





BEAUTIFUL BOOKENDS IN EXQUISITE NATURAL COLORINGS 
ON BRONZE COLOR BACKS and BASES MADE OF COMPOSITION ... 








Race Horses 


Size of Duck: 
91/, inches to 
tip of wing. 
Weight: 
60 Ibs. per 


doz. pairs. 





Wild Ducks 


$36.00 


Per Doz. Pairs 


Packed: 
1/12 Doz. Pair In. 








No. 4713Z 


Size of Horses: 
8 inches high. 
Weight: 

60 Ibs. per 
doz. pairs. 











No. 4714Z 








CANARY THREE-PIECE PORCELAIN SALT & PEPPER SETS 
THAT ARE THE BEST SELLERS EVER! 


The Hand Colored Notes come in three different colors, Blue, Green and Red. The set consists 
of a twig, and the removable canary salt and pepper shakers, all three made of porcelain. 











No. 4367Z 











Size: 4 inches wide, 32 inches 
high. Weight, 5 Ibs. to the doz. 


LEO KAUL 


FEBRUARY 28, 1946 


$7.20 per doz. sets. 
Packed: !/> doz. sets in. 
(Assrt. colors). 


$6.60 per doz. Sets in 6 doz. lots. 


333 


CHICAGO 6, ILLINOIS 


@ and 335 SOUTH 
MARKET STREET 


IMPORTING 
AGENCY, iac 





No. 4570Z. The Same Number Put Up in 
Individual Gift Boxes. 

$8.00 per Doz. Sets. 

Packed: 2 Doz. Sets in Assorted Colors. 
$7.40 per Doz. Sets in 6 Doz. Lots. 








We carry a Tremendous Assortment of GIFT GOODS ranging 
in price from $1.80 to $90 per doz. Complete Set Z of illus- 
trated Price Lists mailed to any HARDWARE STORE on 
application. 











































The new Universal Minute-Savor Pressure 
Cooker is a masterpiece of engineering skill that 
makes it tops in the Pressure Cooker field for 
quick, certain, safe operation. It combines the 
beauty and efficiency of modern design with the 







HERES POT-LUCK’) 


FOR SALES! 





FAMOUS FEATURES! 


@ NEW STEAM-TITE COVER— 
You can’t remove it while the 
pressure is on. 


@ NEW COOL-GRIP HANDLES— 
Moulded bakelite easy-grip 
handles—never hot to the touch. 


@ VENT-WEIGHT— 
Maintains correct cooking 
pressure—also acts as a safety 
pressure release. 


OVER TEMPERATURE RELEASE— 
Provides complete safety auto- 
matically if customer fails to 
follow instructions. 


EASY -TO-CLEAN ALUMINUM 
BODY—Beoutiful lustrous— 
easily cleaned. 


COVER HOOK AND CATCH— 
Designed for one hand operation. 
A slight squeeze permits hook to 
swing free from catch or to fasten 
into place. 


tried and proven standards of Universal's tradi- 
tional craftsmanship. Once again Universal leader- 
ship sends your sales soaring with the Pressure, 
Cooker of them all — Minute-Savor — the cooker 
that sells as fast as it cooks. 


Backed by Large Scale National Color Advertising 












LANDERS, FRARY & CLARK 
‘e Universel Electrical Appliances distributed in Canoda 











“ane S UNIVERSAL Sig 


hie Fe! BRITAIN, ee ee 





y by Northern Electric Comp 






































LEADERSHIP THAT BUILDS YOUR DEALERSHIP! 
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NEVER BEFORE 


A HEATER LIKE THIS 


Streamlined, compact weighs only 
37 Ibs., measures 22" long, 1644" 
high, 8 wide, AC current, 


Designed for Quick Sales A-C-T-1l-O-N 


At last—a really lightweight heater that brings safe, comfort- 
able steam heat wherever needed! Easy to carry, compact 
luggage-styled, the new WITTIE is handsome as a piece of 
furniture. And economical to operate—because the heater 
features thermo-electric control; starts and stops fan and heat- 
ing current intermittently, keeping room at an even, just- 
right temperature. 


@® Works from any room outlet. Just plug it in and quickly, gently, 
steam heat circulates throughout entire living area of room. 


@ WITTIE uses no glowing exposed coils to cause possible fire or skin- 
burn. Cabinet has no sharp edges to injure child, and never becomes hot 
to the touch. Automatic shut-off provides additional safeguards. 


NATIONALLY ADVERTISED 
Good Housekeeping, Better Homes 
& Gardens, American Home, 
Popular Science Monthly and 
Electricity on the Farm. 


W ] T T | E M F G : 7 S A L E S Cc Oo General Offices & Plant: 1414 S. Wabash Avenue, Chicage, Illinois 


Branch Offices and Representatives in New York, Kansas City, Los Angeles and Detroit? 
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FOR TAKING THE 


pucn JOP 4 


STRIDE... 





@ Give a horse a shoe he can wear. 
Progressive farmers do . . . they know that 
long, hard work hours and tough jobs are 
taken in stride ... when work animals are 


properly shod. 


This watchful care of the work animal’s 
hoof and shoe needs insures profitable repeat 
business . . . for the dealer with a complete 


stock of good shoes: 


PHOENIX 
AND 


JUNIATA 
Horse and Mule Shoes 


Prepare for the busy season ahead 
... check your stock of Phoenix 
NOW... 


and if you’re short, order the 





and Juniata Shoes... 


needed sizes from your jobber. 


PHOENIX MANUFACTURING COMPANY 


LLINOIS 


JOLIET. I 



























HERE’S YOUR ANSWER... 


Now, in one package, you can sell a scientifically 
compounded all purpose super-spray that will 
satisfy your customers pis make your cash 
register ring profits. It’s Knox-Out, a powerful air 
spray with strong ingredients for immediate 
knock down plus the full 5% of DDT recom- 

mended by the U.S. Department 

of Agriculture for residual surface 

action. It deals “double death” 
. by its double action. 


1. KILLS IN THE AIR 


99% knock down and kill when sprayed 
in the air. 


2. KILLS ON SURFACES 


Sprayed properly on screens, woodwork, 
etc., the DDT coating kills bugs for weeks 
afterwards when they light or crawl. 


Stock this double-action spray to 
end all this confusion about DDT 
and bug killers. Knox-Out is no ordinary insecti- 
cide. Its super quality is proved by super results 
and it will bring super sales to the dealers who 
have it. 





This powerful sales story will be told to the public 
this summer with hard hitting ads in The Saturday 
Evening Post, in big newspapers, over the radio, 
in store displays, with booklets and leaflets. 


Pints, Quarts, Gallons in cases. 














% AND STOCK 


Knox-Out Powder 
in the cylinder 
blower package— 
10% DDT for bugs 
in cracks, ants, 
roaches, bedbugs, 
silverfish, poultry 
lice, dog fleas. 








Double-Action SUPER Insect Spray 











MAN F TURING C PANY 


ay PENNSYLVANIA SALT 


1000 WIDENER BUILDING, PHILADELPHIA 7, PA. 


New York e Chicago e St. Louis © Pittsburgh e Cincinnati e Minneapolis e Wyandotte e Tacoma 
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ANOTHER 


EXCLUSIVE 


buyer approval. 





Milwaukee 1, 


Name or Firm 
Address...... 
City.. 





SMiTHway STOKER 


DESIGNED TO INCREASE YOUR VOLUME AND PROFITS 


@ At first glance you see the superior 


styling, the greater eye appeal that is 
skillfully engineered into the SMITH- 


way Stoker. Here at last is true func- 


new engineering strides. 


replaced in less than four minutes. 


Wisconsin 


out of the élass of clumsy basement equipment. 


Nor is SMITHway Stoker beauty “skin deep.” 


tional stoker beauty that captures customer interest, wins 


Smart appearance lifts “America’s Outstanding Stoker” 


It ac- 


tually adds to the appearance of the furnace room. 


Be- 


neath its smooth flowing lines lie the results of vast 


Consider, for example, the 


famed A. O. Smith Corporation. 


Yes, I want further information on the SMITHway Stoker 


and its 24 exclusive features. No obligation, of course. 


Zone... State, 
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Packaged Unit-Drive, which combines the motor, fan and 
transmission in a single unit that is quickly and easily 
And Packaged Unit- 
Drive is just one of the 24 exclusive SMITHway Stoker 


features developed by the engineering staff of the world- 


Pee Seseeeoepeee ee eee ees Sg 
A. O. SMITH Corporation, Dept. H-3-46 












SEE US AT THE CHICAGO HOUSEWARES SHOW + ROOM 757 + PALMER HOUSE DEC. 30-JAN. 5 





TSADE MARE AEG 
Styled for the future... available today, 
Vaculator is nationally advertised to 
millions. Protected profits with National 
Fair-Trading. “Pyrex” branded glass is 
your assurance of highest quality. ..equip- 
ped with the Dutch clothless filter, the 
greatest sales feature in modern coffee 
makers... exclusive with Vaculator. 





” Sparkling China 

ole more” No cloth « No paper 

ont Snaps in easily 
te Cannot pop-up or fall out 
Fits all standard makes 


TRADE mane RIG 


PROFIT SALES BUILDERS 


6 HEAT—2 BURNER ELECTRIC TABLE STOVE DE LUXE 2 HEAT HOT PLATE 
Designed by Vaculator with many advanced features An electric coffee maker stove that incorporates 
...heavy duty construction . .. full generous size... quality, design and performance. Top is chrome plated 
“hammered-effect” finish ... it’s “tops” in quality and ... base is black plastic with two-heat brew and warm 
«performance. List price $15.75 switch. List price 
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When Bett Cnocksn talks about 
RESSURE COOKING 


millions of women will listen! 








Before long, millions of homemakers will be getting 
from Betty Crocker the latest, most authoritative 
information about a better, faster meal-making 
method—pressure cooking. Betty Crocker tested 
pressure cooking recipes will be the most exciting 
cooking news in years...and naturally they’Il help you 
sell the new General Mills Pressurequick Saucepan. 


It’s a new kind of pressure cooking device. It has 
two truly amazing features which eliminate much 
of the “pot watching” and guesswork that can 
complicate pressure cooking . . . the Automatic 
Magic Metal Cover that vents and seals the 
saucepan at the proper moment without attention 
and the exclusive Cooking Control that gives 
homemakers simpler, surer control over the entire 
pressure cooking operation. 


And when women hear the wonderful news about 
the new General Mills Pressurequick Saucepan— 
there’ll be action . . . buying action . . . because 
American women know and trust Betty Crocker 
as the world’s most helpful home service authority. 
They’ll want the pressure saucepan she sponsors 
... just as they now want—and buy—hundreds 
of millions of packages of other General Mills 
products recommended by Betty Crocker. 





Bett Crocker 


How the Magic Metal Cover works 


When the cover is placed on the General Mills 
Pressurequick Saucepan, it still remains unsealed 
until all the air has been forced out of the cooking 
chamber. Then the heated steam inside causes a 
flexing action in the Magic Metal Cover which 
clamps it tightly against the rim of the vessel and 
creates a pressure-tight seal—automatically. 









BETTY CROCKQR IS A REGISTERED TRADE MARK OF GENERAL MILLS, INCs 


GENERAL MILLS, INC., HOME APPLIANCE DEPARTMENT «© MINNEAPOLIS 13, MINNESOTA 
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husky 
accurate 


A new low-cost 
18” drill press that 


can really take it 


This New Duro 18” Drill Press has been de- 
signed and built to handle a much heavier 
load continuously than ordinary low-priced 
units. Has many new features including: spe- 
cial design for quick-changing of belts; head 
casting slotted to provide take-up when wear 
develops from movement of quill; six-spline 
telescopic self-aligning spindle that reduces 
play; heavy ribbed cast iron table and base 
with large machined surface and grooves for 
collecting coolant; base provided with "T” 
slots for bolting jigs; improved simplified 
depth gauge. Efficient production foot feed 
available. Specifications include: %4” ca- 
pacity. No. 2 Morse Taper. 4 New Depar- 
ture Ball Bearings. Speed range 425 to 
2030 R.P.M. Spindle travel—5”. Drills to 
center of 18” circle. Maximum distance from 
base to spindle—49”, Maximum distance 
from table to spindle—19”. Overall Height 
—68". Size of overall base—18” x 2814”. Send for Catalog—showing low-cost single and multi- 


Diameter of column—3 12". Weight of Model spindle Drill Presses, Metal-Cutting Band Saws, Circular 

‘ Saws, Jointers, Routers, Shapers, Grinders, Lathes, Scroll 
A3088 (as illustrated) less motor, 350 Ibs. Saws, Flexible Shaft Units, and Portable Electric Drills. Gives 
Also available in bench model. full specifications and prices. 


DURO OOS 


MACHINE TOOL ‘DIVISION 


DURO METAL PRODUCTS CO., 2678 N. KILDARE AVE., CHICAGO 39, ILL. 


ALSO MAKERS OF DURO HAND FOOLS 
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heck the CONGRESS Display Assortment 
—THEN COMPARE ITS Profits 
RESS V-BELT PULLEY ASSORTMENT FOR “A” BELT 
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For HARDWARE, 


“HOBBY SHOP AND FARM 


EQUIPMENT DEALERS! 


Progressive dealers everywhere are building pulley 
profits with this business getting, three color, dis- 
play card and the famous CONGRESS 50 pulley 
display assortment—the assortment that provides 
a complete pulley stock of the 27 most popular 
sizes with diameters ranging from 114” to 5”, each 
individually wrapped in an attractive three color, 
dust free box—at an investment of only $15.00 
which returns a profit of $11.40. 

Pulley users choose CONGRESS pulleys for their 
better performance and design. Label yourself 
a progressive dealer—stock, display and sell 
CONGRESS pulleys. 


CONGRESS Pulleys are 


Nationally Advertised... 


CONGRESS is building sales for you with national 
advertising in Popular Mechanics—Popular Sci- 
ence and such industrial publications as: Indus- 
trial Equipment News—New Equipment Digest 
—lIndustrial Bulletin and Modern Industry. All 
reach the actual pulley user—building sales and 
profits to you. 
If your dealer cannot supply, order direct 
and send jobber’s name 
DIE CASTING 


CONGRES DIVISION 


DETROIT 12, MICHIGAN 
























assified Advertising Rates 

















Help Wanted, Accounts Wanted 
Business Opportunities 
Representatives Wanted, etc. 


Allow Seven Words for Keyed Address 
or Your Address 








*BOXED DISPLAY RATES 
| $8.00 Per Column Inch 








Set solid, maximum, 50 words....... $5.00 : 
Each additional word..... nin oll Cuts or special borders not allowed. 
*DISCOUNTS FOR BOXED DISPLAY ADS 
Positions Wanted 5% discount for 4 or more consecutive 
Special R lid insertions. 
(Specia ate) set solid, maximum, No Agency Commission allowed on Classified 
50 words Coeecesesesecseseoseses® . $2.00 Advertising 
Each additional word...... eens |) | ae 


REMITTANCE MUST ACCOMPANY ORDER 
Send check or money order, 
not currency or stamps. 


Samples of Merchandise, Literature, Catalogs, 
etc., will not be forwarded to box number 
advertisers unless accompanied by sufficient 
postage for remailing. 


HARDWARE AGE is published every other 
Thursday. Classified forms close 15 days 
previous to date of publication. 


Address your correspondence and replies to 


HARDWARE AGE 


Classified Opportunities Dept. 
100 East 42nd St., New York 17, N. Y. 








WELL ESTABLISHED TRAVELING 
SALESMAN 16 years selling the wholesale and 
major hardware dealers from Pittsburgh West 
to Denver and all through the Middlewest desires 
correspondence with a manufacturer in need of 
the experience offered. Address Box K-500, care 


of Harpware Ace, 100 E. 42nd Street, New 
York 17, N. Y 

VETERAN, 10 YEARS, HARDWARE 
SALES EXPERIENCE Desires Manufacturers’ 


Excellent contacts among 
hardware, mill supply and lumber dealers. Com- 
mission basis. Address Box K-498, care of 
Harpware Ace, 100 East 42nd St., New York, 
17, N. ¥ 

FACTORY REPRESENTATION. 15 YEARS 
CONTACTING New England Hardware Trade, 
Wholesale and Major Hardware Dealers, desires 
Connection with Manufacturer Mechanics Tools 


Lines for New Jersey. 





preferred. Have no other lines. Close coverage, 
systematic and and aggressive Follow-up has 
been the methed employed in these contacts. A-1 
reference. Address Box K-506, care of Harp- 
=e Ace, 100 East 42nd St., New York 17, 





POSITION WANTED: Have had 26 years of 


Direct Purchasing from Hardware and Paint 
Manufacturers Now emploved by the U. S. Gov- 
ernment Purchasing for Air Supply. Air Sea 


Rescue, Ordnance and Medical. Would like to con- 
nect with a Live Hardware Company in Purchas- 
ing Capacity. preference South Eastern Territory 
Address Box K-486, care of Haenware Acre 100 
East 42nd St.. New York 17, N. ¥ " 


VETERAN II WANTS TO REPRESENT 
WHOLESALER OR MANUFACTURER in 
Massachusetts and Rhode Island. 22 years’ ex- 
perience in wholesale hardware selling builders’ 
supplies, tools, paints, etc. Best references. Ad- 
dress Box 728, 316 Huntington Avenue, Boston 
15, Mass 


NORTHERN CALIFORNIA SALES REP- 
RESENTATIVE AVAILABLE to Established 
Reliable Manufacturer on salary and expense 
basis. Experienced sales executive: age 38. re 
sponsible gentile family man. Offer sincere effort 
for permanence and reasonable return: please 
outline proposition. Address Box K-473. care of 
ee Ace, 100 East 42nd St., New York 











SALES EXECUTIVE SEEKS CONNEC. 
TION IN CHICAGO AREA. 18 sian aed 
ence handling problems related to developing 
dealer Jobber distribution i.e. Sales Promotion 
Advertising, Sales Development, Sales Training 
Pregrams, Sales Schools, Organization, Super- 
vision, and Plenty of Successful Selling. Let me 


build your volume. 
Harpwar 
17. N. ¥ 


EX - ARMY OFFICER 
THREE, with twelve years’. 
baliding. and shelf hardware. 

anufacturer or Jobber as Full Ti 
North i South Carolina py Minh Ba 
care o ARDWARE Ace, 100 Ez y 
a GE, 100 East 42nd St., New 


MANUFACTURERS ATTENTION: 
AGENCY ORGANIZED BY VETERANS C> 
perienced, complete and faithful coverages; large 
following in New Jersey, desires Lines on commis- 
sion basis. Will consider carrying stock. Ad- 
dress Box K-499, care of Harpware Acz, 100 
East 42nd St., New York 17, N. Y. ; 


DANISH AGENCY AND 
FIRM in Hardware Wants Ay -; pom 
Manufacturers and Exporters for Denmark— 
possible , buy. for own account. Please write 
Hoveco” Weber & Sorensens, Reklame-Bureau, 
Aarhus, Denmark. 


Address Box K-487, c: f 
® Ace, 100 East 42nd St., New York 





AGE THIRTY- 
experience in paint. 
desires Position with 
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WANTED—EXPERIENCED RETAIL 
HARDWARE SALESMAN with Builders Hard- 


ware Experience. Must able to mer se 
hardware department, contact contractors and 
architects. Write H. Ray Myers, Secretary, 


Morehouse & Wells Company, Decatur, Illinois. 





WANTED BROKERS AND DISTRIBUTORS 
FOR QUALITY LINE OF CLEANERS AND 
INSECTICIDES. Many Exclusive Features. 
Priced Right. NORTHERN LABORATORIES, 
MANITOWOC, WISCONSIN. 





AGGRESSIVE, EXPERIENCED HARD- 
WARE MAN, ESTABLISHED IN Texas, Okla- 
homa and Louisiana for ten years, calling on 
hardware jobbers, dealers, mill supply and syn- 
dicate buyers, wishes to contact reliable manufac- 
turers. Only exclusive representation considered, 
on a commission basis. Address Box K-508, care 
of Harpware Ace, 100 East 42nd St., New York 
a 





SALESMEN WANTED CALLING ON POP- 
ULAR HOMECRAFT SUPPLY DEALERS 
and Paint Stores to sell Beam Compasses, retails 
for $3.50, Stencil Knives, retails for 25 cents, 
also All Metal Pencil and Knife Combination re 
tails for $1.25 for Draftsmen, Patternmakers and 
Photographers. Exclusive territory and liberal 
commission. Apply Mark Specialty Co., Dept. 
H. A. 28, 406 Temple Building, Rochester 4, 
ms Be , 





SALESMEN NOW SELLING HARDWARE 
TRADE to Open Accounts with retailers on a 
big line of 10c items. Widely advertised. Liberal 
commission on a very attractive deal with steady 
repeats. Address Box K-493, care of HARDWARE 
Ace, 100 East 42nd St., New York 17, N. Y. 





SALESMEN WANTED. EXCELLENT OP- 
PORTUNITY FOR EXPERIENCED SALES- 
MEN Selling Industrial Plants, Complete Na- 
tionally Known Manufacturers’ Lines, Mill Sup- 
plies and Machinery. Territories: New York 
Metropolitan District and New Jersey. Address 
3ox K-489, care of Harpware Ace, 100 East 
42nd St.. New York }7. N. Y. 


EXPERIENCED HARDWARE AND SPORT- 
ING GOODS SALESMAN Desires Reputable 
Manufacturers Lines with merit to sell in Indiana 








and Kentucky on stright commission basis. Can 
also handle Builders Supply Line. Have excel- 
lent following in Indiana having represented 
three jobbers over period of seventeen years. Ad- 
dress Box K-496, care of Harpware Acer, 100 
East 42nd St., New York 17, N. Y. 

SALES MANAGER WANTED by Well 


Established Eastern Whoiesaler of Hardware and 
Electrical Appliances. Also a few @ terri- 
tories open for good salesmen. Give full details 
in your letter. Address Box K-476. care of 
Mangtas Acz, 100 East 42nd St., New York 
17, 





MANUFACTURERS’ REPRESENTATIVE 
COVERING NEW YORK STATE, Metropoli- 
tan New York and Northern New Jersey for past 
25 vears. calling on hardware, mill and contrac- 
tors’ supply distributors, Desires One More Good 
Line. Best trade and financial references. Write 
Box K-485, care of Harpware Ace, 100 East 
42nd St.. New York 17, N. ¥. 


SALESMAN WANTS ADDITIONAL 
LINES. Have Established Route Northern New 
Tersey and New York State Selling Rope and 
Twine to hardware stores, feed stores and lum- 
ber yards. Address Box K-490, care of Harp- 
Ace, 100 East 42nd St.. New York 17, 








HARDWARE STORE WANTED: Hardware, 
Paint, Houseware Store Wanted. Good Going 
Business, established, sales between $25,000 to 
$50,000 annually, anywhere in New York, New 
Jersey or New England States. Immediate cash" 
purchase by two experienced veterans if price 
is right. Please give all details. Address Box 
K-503, care of Harpware Ace, 100 East 42nd 
St.. New York 17, N. Y¥ 


HARDWARE STORE WANTED. AN 
ESTABLISHED RETAIL BUSINESS in a 
small city or town. Virginia, W. Virginia, Ken- 
tucky or surrounding territory preferred. All 
information given will held strictly confi- 
dential. Will consider buying property with busi- 
ness. Address Box K-507, care of HARDWARE 
Acz, 100 East 42nd St., New York 17, N. Y. 


WELL ESTABLISHED PHILIPPINE 
AGENCY DESIRES MANUFACTURERS 
REPRESENTATIONS in hardware and asso- 
ciated lines. Tools, electrical appliances, sporting 
goods, and home conveniences of all kinds. Be 
the first to get started in this new territory and 
become firmly established on the ground floor. 
Address Replies to I. H. Moses, c/o Perry 
Moses & Son, Sumter, S. C. 


MILL — INDUSTRIAL SUPPLIES — CON- 
STRUCTION EQUIPMENT Executive Inter- 
ested in New Connection. Twenty years’ experi- 
ence covers purchasing and sales, manufacturing 
and distribution. Prefer purchasing position but 
will consider other types and will locate any- 
where. Address Box K-481, care of HarDWARE 
Ace, 100 East 42nd St., New York 17, N. Y. 














FOR ST. LOUIS DISTRICT AND MIS- 
SOURI. New Manufacturers’ Agent seeks Whole- 
sale Hardware, Mill Supply and Railway Items. 
Will represent reputable manufacturers only. 
Commission basis. Twenty-five years’ successful 
sales activity. Sales Manager of AAA-1 concern 
until Jan. 1, 1946. Forming sales organization. 
Write S. Jordan, 4617 Pope Ave., St. Louis 15, 
Missouri. 


MANUFACTURERS LINES WANTED. Sell- 
ing Direct to Dealers and Mill Suppliers for past 
23 years, Hardware. Electrical and Cutlery Lines. 
Have a large following in New Jersey and New 
York. Carry some stock. Address Box K-479, 
care of Harpware Ace, 100 East 42nd St., 
New York 17, N. Y. 








ATTENTION MANUFACTURERS — DIS- 
TRIBUTION OF YOUR PRODUCTS for ex- 
port. We specialize in hardware and houseware 
items through active agents in 36 foreign coun- 
tries. Representation on commission basis, or we 
warehouse your merchandise. Payments regular 
domestic terms. Planning now for the future 
realizing present shortage. Write Box K-491. 
care of Harpware Ace, 100 East 42nd St., New 
York 17, N. Y. 





MANUFACTURER’S REPRESENTATIVE 
CALLING ON’ JOBBERS, Retailers and the 
Lumber Trade in North and South Carolina and 
Augusta, Ga. area wants Accounts ef Manufac- 
turers of hardware, builders supplies and special- 
ties. Address Frank Barnes, P. O. Box 1163, 
Greenville, S. C. 





SALES REPRESENTATIVE OR DISTRICT 


MANAGER AVAILABLE ffor Southeastern 
States headauartering in Atlanta. Thoroughly 
familiar with hardware, paint, department store 


merchandising and purchasing agents. Can pro- 
duce sales or develop your sales organization in 
the South on full time basis. Resume furnished 
on inquiry. Address Box K-492, care of Harp- 





te Acz, 100 East 42nd St.. New York 17. 


HARDWARE AGE 
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Ace, 100 East 42nd St., New York 17, N. Y. 


desires Substantial 


-CLASSIFIED OPPORTUNITIES 


ATTENTION MANUFACTURERS: EAST- 
ERN REPRESENTATIVE : 
Hardware and Electrical Lines for the jobbers, 
chains, department stores and independents of 
Pennsylvania, Delaware, Maryland and New 
Jersey. Address Box K-494, care of HaRDWARE 


LINES WANTED FOR NEW ENGLAND 
ANU NEW YORK STATE By Experienced 
Sales Organization. Well Acqyainted with 
Hardware Automotive, Electric Supply Jobbers 
and Chains. Boston Showroom and Warehouse. 
Dun and Bradstreet rated. Address Perkins 
Sales Co., 610 Newbury St., Boston 15. Mass 





in Wholesale, 


SALESMAN — HOUSEWARES, HARD- 
WARE, DRUG, ELECTRICAL EXPERIENCE 
Syndicate and Department Store 


Trade. Covered thoroughly East of Kansas City 


and North of Louisville. 
Line or Attractive Short Lines for 


d 


elivery. Now concentrating on Indiana, Michi- 


gan and Ohio. Plenty of Sales, Sales Promotion 
and Field Sales Administration Background. Will 
consider only exclusive territory, commission deal. 
Available 15-30 days. Address Box K-482, care 


of 


1 


oo 





SOUTHEASTERN MANUFACTURER'S 


REPRESENTATIVE NEEDS TWO MORE 


HARDWARE LINES for North Carolina, South 
Carolina, Georgia, Alabama and Florida. 
and aggressive coverage. 


experience in sales training, thoroughly familiar 


with the south. Address Box K-457, care of 
=e eT Acz, 100 East 42nd St., New York 





Distribution—Present and Postwar 
éeahiliah Ralichi Aggressive 
Selling Agents 
ANCO CORPORATION, Pittsburgh, Pa. 
Branch Offices 
New York - Phitadelphia - Detroit - Chicage - Cleveland - Louisville 
Covering ali ciasses of jobbers. We will carry the 
accounts or you cen bill direct. 
Write for further information and references 











FIRM OF MANUFACTURERS’ REPRESENTA- 
TIVES IN COLOMBIA, SOUTH AMERICA, 
WISHES TO SECURE AGENCIES 
for Colombia on a Commission Basis for 
U. S. Manufacturers of Hardware and Ma- 
chinery, and Similar Products. Unimpeach- 

able Standing. Excellent references. 


Interested please write 
Capps & Parra Ltda., Apartado Aereo 4754 
Bogota, Colombia, South America 








HOUSEWARE & TOY BUYER 


With Wholesale Experience. Must Have Wide Ac- 
quaintance amoag manufacturers. Good Opportunity 
to right man. Submit detailed information, including 
age, employers during past 10 yrs., salaries earned, 
ete. All information treated in strict confidence. 
Opening is with large wholesalé firm in Calif. 


Apply Box K-509, care of wanewane aes 
100 East 42nd St., New York 17, N. 





Seeks Full Time Single 
immediate 


. . Ace, 100 East 42nd St., New York 


Complete 
Regular contacts, wide 


COLOMBIA AND PANAMA MARKETS.— 
Manufacturers’ Agent with United States refer- 
ences offers complete Sales representation for 
Colombia and Panama Republics, commission 
basis. to manufacturers of household hardware. 
furniture and builders’ hardware, screws, hinges. 
all kind of wires, tools and hardware specialties. 
kerosene oil stoves, cutlery, ume. . toys 
and the general line of hard goods. Air 
mail address: LUIS FERNANDO PRADA. 
Carrera 52, No. 70-220, BARRANQUILLA 
Colombia Republic. South America. 





MR. MANUFACTURER 
DO YOU WANT VOLUME SALES? 

We are Manufacturers Representatives calling on the 
Wholesale and Retail Hardware, Lumber and Building 
Material Dealers and Can Produce Volume. We are 
able to place New Items of Merit. Write at once to 

Box K-467, care of HARDWARE AGE 

100 East 42nd St., New York 17, N. Y. 








Manufacturer's Representative 


os Organization Covering Texas, Louisiana, Okla- 
and Arkansas with Excellent Contacts among 

y— ¥. Wholesale Hardware 1 Mill Supply Jobbers 

Needs One or Two More Line: 

We Now Represent Old Betablished Manufacturers 

and Can Give You Representation You Need 

Address Box K-483, care of HARDWARE AGE 

100 East 42nd St., New York 17, N. Y. 








DETROIT REPRESENTATIVE 


With City's Largest Dealer Following 
Wants Reliable Line. Have Represented 
Major Lock Manufacturer here for past 
twenty-three years. 


Address Box K-497, care of HARDWARE AGE 
100 East 42nd St., New York 17, N. Y. 














SALESMEN WANTED 


Full Time or Side Line Men Calling on 
Hardware, Variety and Department 
Stores for Complete Line of Leather Dog 
Furnishings and Paint Brushes. All 
territories open. State full particulars. 


Address Box K 450, care of HARDWARE AGE 
100 East 42nd St., New York 17, N. Y. 





| SALES REPRESENTATIVES WANTED 


Covering Paint and Hardware Jobbers. All 
Territories Except New England, New 
York, New Jersey and Pennsylvania. We 
Manufacture A New Item with Large Vol- 


ume Possibilities, Already Meeting with 
Wide Aeclaim. Do Not Overlook This 
Opportunity. 


Address Box K-504, care of reg aes 
100 East 42nd St., New York 17, N. Y. 











Announcing the Organization of the 


CRANDALL-RICKER 
SALES CORPORATION 


incorporated under the laws of the State 
of Missouri to represent manufacturers in 
Central and Mid-Western States. 


MANUFACTURERS 
LINES SOLICITED 


Address: 1302 Paul Brown Building 
St. Louis, Missouri 


MANUFACTURERS AGENT 


Twenty-five years selling experience with large steel 
Manufacturer, Seeks Lines for Hardware, Mill Supply 
and Building Supply Jobbers, Steel Warehouses and 
Chain Stores. Territory—Metropolitan New York, 
New York State, New Jersey, Eastern Pennsylvania 
and Connecticut. Well acquainted with trade. Best 
references. 
Address Box K-505, care of ye ace 
100 East 42nd St, New York 17, N. 











ATTENTION 


PORTABLE ELECTRIC 
TOOL MANUFACTURERS 


Our experience of over 2 dec- 
ades selling to the best hard- 
ware, automotive, electrical, mill 
supply, and farm equipment job- 
bers in the six New England 
states is available. 


We travel seven men; can offer 
warehouse, service, institutional 
work with jobbers salesmen, and 
account carrying facilities. 


Please send complete details. 


SERVICE SALES CORP. 
52-54 Brookline Avenue 
Boston 15, Massachusetts 

Tel. KEN 0339 - 0340 








SECTION 

DIRECT MANUFACTURERS REPRESEN- 
TATIVE WANTS LINES of Kitchen Tools, 
Household Enamel Ware, Aluminum, and Steel 
Cooking Utensils for the jobbers and department 
stores in the North West. Address Box K-495, 
care of HARDWARE Aceg, 100 East 42nd St., New 

Y 


York 17, 

SALESMEN WANTED-—-CHROME CABI- 
NET HARDWARE FOR PROMPT SHIP- 
MENT. RETAIL HARDWARE AND 
LUMBER DEALERS. MEN MUST HAVE 
GOOD ACQUAINTANCE WITH THIS 
TRADE. TERRITORY OPEN MINNESOTA, 
NEBRASKA, NEW YORK, NEW ENGLAND. 
IMPORTANT TO STATE EXACT TERRI- 
TORY NOW COVERED, FOR HOW LONG, 
AND LINES NOW CARRIED. ADDRESS 
BOX K-464, CARE OF HARDWARE AGE, 
100 EAST 42ND ST., NEW YORK 17, N. Y. 

MANUFACTURER LAMPS, NOVELTY 
RADIOS, ETC., now nationally distributed fur- 
niture and department stores Has Openings for 
Resident Salesmen covering Hardware Trade in 
their own State. All territories open. Give full 
particulars, experience, territory covered. Our 
representatives know of this advertisement. Ad- 
dress Box K-502, care of Haxnware Ace, 100 
East 42nd St.. New York 17, N. V¥ 


REPRESENTATION OFFERED 
Representation Incorporating Outstanding 
Name and Exceptionally Successful Expe- 
rience Is Now Available to Manufacturers 
Desiring Complete Coverage of OHIO, 


MICHIGAN & INDIANA. 
Address Box K-480, care of HARDWARE AGE 
100 East 42nd St., New York 17, 

















Export Distributor to Philippine Islands 


30 Years Merchandising Experience at Manila Han- 
ling National Lines to Hardware Trade 
Now Established in Los Angeles 
With Old Established Selling Organization at Manila 
Interested Exclusive Selling Rights, Reliable Manu- 
facturers Hardware, Building Materials, Electrical 
Supplies and Household Lines 


C.A. GARDINER COMPANY, 3833 Wilshire Boulevard 
Los Angeles 5, Calif. Cable “‘Clifgard”’ 








CATALOGS? 
FOR JOBBERS OR wong tie tng 
New Chicago C Speciali 
Making Your Book a ‘Selling aie 
instead of an Unwelcome ee 
Write for details 


Bex K-488, care of HARDWARE 4 
100 East 42nd St., New York 17, N. 











22 SHORT CARTRIDGES WANTED 
Also A Few 16 Shot 22 Rifles 
Pumps and Automatics. 

Will Pay A Good Price 
JESSE NORWOOD 


" 417 Lynch Street, Jack ippi 











WILL PURCHASE FOR CASH 
ENTIRE STOCKS 
HARDWARE — PAINT — TOOLS 
We also buy and sell Hardware Fixtures. 


WILLIAM BROUDY 
72 Sumner Ave., Brooklyn, N. Y. 
Tel. Evergreen 86-2547, 86-1729 














WANTED AT ONCE! 


Firm or Individual to Buy 
Hardware on Commis- 
sion Basis for Large 
Canadian Store. 


Write Box K-469, care of HARDWARE AGE 
100 East 42nd St., New York 17, N. Y. 


Stating References and Rates of 
Commission 
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Be a PLASTIC SUPPLY DEALER 


The public demand for plastic materials is tre- 
mendous, and interest in plastic work, for pleasure 
or profit, is growing every day. 

This is an opportunity for progressive retailers 
to keep in tune with the times, by making plastic 
materials and supplies available to their cus- 
tomers NOW. 


Write for complete details. 





BARNETT SPECIALTY COMPANY 


5104 Hollywood Bivd., Hollywood 27, Calif. 














5 
RNER BRACES 


FOR SPRING! 





© Always in demand for both old 
and new screens and other frames. 
For rigid joints without mortising. 


Write for Free Kees Catalog today. 






F. D. KEES MFG. CO. 


Box K-38 Beatrice, Nebraska 








FINE TOOLS 


DD... 






MAYHEW “Ambertuf” 
Screw Drivers are designed by 
Toolmakers who will produce only 

the best. Larger, tougher handles, blades of 

fine steel fully polished. A leader with MAYHEW 
Chisels, Punches, Nail Sets and MAYDOLE Hammers they 
create user admiration and full profit satisfaction to Dealer. 


“Ask your Jobber Salesman” 


MAYHEW STEEL PRODUCTS, 


Shelburne Falls, Mass. 


Inc. 














Ondex SJo 


Adwentinerr 





A 





i nuint DOMES SI LENCE 


SLIDE S/ILENTLY - SOFTLY - SMOOTHLY 





& FLOORS - CREATE QUIET 


Look for name 
“Domes of Silence"’ 










Domes of Sil — | 





lated Cushion Glides 
For Tile, Marble, Cement and Bathroom Fleors. 


Noiseless. Sizes for metal beds, wood beds, large 
chairs and all furniture. 


Ask your Jobber j ec rite %o 


MES of SILENCE, Inc., 35 Pear St, NLY. 
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nr 
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Adirondack Chair Co. 182 
Admiral Corp. ; 143 
Agricultural Leborateries . 193 
Air Express Div. sevetied Express 
Agency) Resddsthenncsegeues 71 
Aiabama Manufacturing Co. 82 
Aluminum Company of America 
Aluminum Paint Div. ............ 8! 
Roofing Div. adaware 
Aluminum Goods Mfg. Co. ; <a 
American Chain & Cable Co. 9 
American Cord & Witieing Co., 
me. ..; 199 
American Floor Surfacing Mach. 
American Fork & Hoe Co. , 
American Gas Machine Co. 160 
American Grease Stick Co. 191 
American Mfg. Co. ..... ! 
American Measuring Instruments 
ME” “adap tbe uasesacend 8! 
| American Safety Razor Corp. 137 
American Shearer Mfg. Co. . 182 
| American Sponge & Chamois Co. 184 
Arvey Corp. 156 
Atlas-Ansonia Co. 70 
Austin Manufacturing Co. 180 
Automatic Washer Co. 145 
B 
Barcalo Mfg. Co 7 
Barnett Specialty Co. 214 
Bengal Co. 192 
Bird & Son, Inc. ....... 24 
Blackstone Corp. ... 59 
Blaisdell Pencil Co. 194 
Bommer Spring Hinge Co. 62 
Boss Manufacturing Co. ... 184 
Boston Woven Hose & Rubber Co. 169 
Bruno Tools 63 
Buckeye Aluminum Co. ...... 155 
Buffalo Bolt Co. ... 15! 
Burgess Battery Co. ona 131 
Burpee Co., W. Atlee ..... 78 
Bushman Saw Div. ane Steel 
Warehouse) ‘ 70 
c 
California Shipbuilding Corp. .... 33 
Camfield Mfg. Co. . anes 85 
Camillus Cutlery Co. ........ 141 
Carbola Chemical Co., Inc. 197 
Cascade Mfg. Co. 86 
Champion Hardware Co. ... . & 
Chattanooga weeeneoene & Mig. 
Co. 198 
Chefford Master Mfg. Co., Ine. 29 
Cheney Metal Products Co. . 201 
Chicago Die Casting Mfg. Co. ... 195 
Chicago Lock Co. ..... incase eee 
Chicago Spring Hinge Co. . 183 
Cleveland Chain & Mfg. Co. 118 
Cleveland Quarries Co. ......... 140 
Columbi ee 
Congress Die Casting Div. . . 
Consumers Glue Co. ............. 18s 
Corbin Screw Corp. ............. 133 
Cox Corporation, R. C. ...... 173 
Crescent Bronze Powder Co. .... 163 
I GS, cdennceanatdsdbecdenks 21 
Cross & Co., Inc., W. W . 182 
D 
Davis & Newcomer Elec. Elevator 
BU. dxkaniencundweekan wat teeescaee 200 
Dayton Pump & Mfg. Co. ........ 144 
Dazey Corp. phase 134 
Dearborn Monroe Co. osen 
ES GI pucndoteesaccescas aN 
Detroit Lubricator Co. ........... 28 
Dietz Co., The R. E. . 35-36 
Dobeckmun Company, The ....... 122 
BS Oe THUNED oc ceikks ciecccscs 214 
Dunbar Glass Corp. ............. 115 
Durham Co., Donald ............ 182 
Duro Metal Products Co. ........ 20 





Eclipse Moulded Products Co. ... 14 
Economics Laboratory, Inc. ..... 42 
Ekeo Products Co. ..............4 5 
Embury Manufacturing Co. ...... 174 
Empire Brush Works ............. 40 
F 

Faultiess Caster Corp. ........... 201 
Federal Tool Corp. .............. 48 
Florence Products Corporation ... 185 
Franco-American Hygenic Com- 

BED cvcccccccccnscccccceseceuce 193 
Franklin Glue Co. ............... 20! 
Freeport Machine Works .......... 173 
Frick-Gallagher Mfg. Co., The... 188 

SG 
General Electric Co. 

Bldg. Material & Wiring Div. .. 117 

Heating Devices sead 
General Hardware Co. ........... 203 
General Mills, Inc. .............- 209 
General Steel Warehouse Co. 

(Bushman Saw Div.) ............ 70 
Gibson Good Tools, Inc. ........ 182 
8 eee errs 166 
Goldweber, Barnard ............. 1% 
Grand Specialties Ce. ........... 180 
GD BGI dss ccniccndesece 167 
ee PM, i ckpedtccorecdcuce 26 

H 

H. M. P. Products Co. ..........-. 136 
BD I Sek ckbececisceceseca 60 
Hall Line Corp., The ............ 191 
Hammond Paint & Chemical Co. 184 
Hand-E Manufacturing Co. ..... 189 
Hanover Wire Cloth Co. ........ 74 
Hardware Age: 

Builders Hardwore ............. 202 
Hartford Element Co. ............ 157 
Hartwell Engineering Co. ........ 130 
Heller Company ...............- 187 
Hill-Shaw Company .........-.--- 208 
Pee TN Tock cctcadicss 193 
Hodgman Rubber £[e. ...... epee 10 
Horrocks-Ibbotson Company . 1h 
Hoyt & Worthen Tanning Corp... 182 
Huenefeld Company, The . 218 

1 
Ideal Novelty & Toy Co........... 38 
Ideal Rubber Co. ................ 52 
Independent Lock Co. ..........- 93 
Interstate Electric Supply Co. ... 68 
J 
Saece Pump Ce. ...-cccccscccce 148 
K 
K-D Manufacturing Co. .......... 181 


Kau! Importing Agency, Inc., Leo 203 


Kay-Tite Company ............+++ 69 
Keating Associates, C. S. .......- 49 
Kees Mfg. Co., F. D. ..........+. 214 
Kellogg Brush Mfg. Co. ......... 75 
PD x cncncccccaccestecssocss 27 
Keuffel & Esser Co. ...........--- 66 
Keystone Steel & Wire Co. ...... 123 
Kreusinger Co., C. ...........000- 215 
RD GA. c cccccccscdccaccsase 15 
L 
take Chemical Co. ....ccccc..ce 192 
Landen Putty Works ...........- 192 
Lenders, Frary & Clark .......... 204 
Lavelle Rubber Co. ...........++- 2 
BO TI, I cies Sec ccccssccces 190 
Raton Bite, Ges cocccccccecccecce 197 
Lewis Superheaters Co. ......... 192 
Leyse Aluminum Co. ...........++ 68 
Liberty Distributors ............... 87 
Lilly Co., Charles H. ........... 216 
Lindstrom & Associates, John L... 82 
BORIS TE GG cawsccccccsscces 78 








HARDWARE AGE 
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M Rixford Mfg. Co.................. 200 
Maine Industries Co. ............. 180 | Rolyan Metal Products ........... 180 
I Nediienisnskodecdivccs 189} Rome Mfg. Co. Div............... 135 
Make-A-Lite Div. ................ 29 | Rovan Products, Inc. ............ 189 
Makinen Tackle Co. ............ SEINE. GR. eck civecscasennad 50-51 
Manning, Bowman & Ce. ........ 2 cae, Burdsall & Ward Bolt Nut 
Marshall Mfg. Co. ............... ZIG] Oe osc creee eececcccccccceoes 
Marshalitown Trowel Co. ......... 201 canons & Son, Inc., Jos. T....... 175 
ore 9 
Master Lock Co. ................. 47 s 
Mayes Brothers Tool Mfg. Co., St. Louis Cordage Mills.......... ! 
Aa Eo ie Sani-Wax Company ..............- 129 
Mayhew Steel Products Co. ...... 214| Sav-U-Time Sales Company, Inc.. 82 
McGill Metal Products Co. ...... 175 | Savogran Co., The ............++ 200 
McKee Glass Co. ................ 19| Schalk Chemical Co. ............ 136 
McKinney Mfg. Co. ............... 46] Schartow Iron Products Co. ...... 215 
McRoberts & Tegtmeyer ......... 86| Schwartz Mfg. Co. .............. 31 
Merit-Made Products ......... .. 134] Sentinel Radio Corp. ............ 18 
Mid-States Steel & Wire Co...... 76| Sharon Bolt & Screw Co.......... 175 
Miller, Inc., Robert E........... . 214| Shelby Spring Hinge Co.......... 175 
Minute Mop Co. ........... .-. 178) Shelton Plane & Tool Mfg. Co..... 18! 
Modernistic Fixture Co............ 61 | Sherwin-Williams Company ...... 65 
WOE SIG) etisicninncissasisane 179 | Siebring Mfg. Co. ............... 180 
Moore Enameling & Mfg. Co..... 84| Simonds Abrasive Company ....16-17 
MONI Fig Oi Wis cccccccssscccss 194 | Slaymaker Lock Co. ............. a 
Multi-Kwik Co.—Div. Radiobar Ce. Smith Corp., A. O. (Stoker Div.). 207 
of America ................-. Smith & Son, Inc., Seymour. ..183, 199 
Myers & Bro. Co., F. E........... 30 Socony-Vacuum Oil Co., Inc....... 47 
re 174 | soidine Ne oe ea 80 
Sound Equipment Corp. ......... 9 
©... South Bend Toy Mfg. Co......... 1% 
National Chemical & Mfg. Co.... 198 Southington Hdwe. Mfg. Co., The.195 
eee Hardware Show, Inc... 71 Sporting Goods, Inc.............. 13 
jatvenal Ideal Co., The.......... 20! Standard Horsenail Corp......... 200 
National |) ee . 165 NE aie 6 
National Mfg. Co. .............. 72 Star Div. American Safety Razor 
National Metal Products Co. a MIR, Gaccdd xcs etthicuSenpedceaee 137 
National Milker Company........ 158 | Stevens Level Co., E. A.......... 185 
National Screw & Mfg. Co..... . 217 | Sunset Line & Twine Co.......... " 
Neatsiene Co. ............ 189 | Superior Laboratories ........... 20! 
Nelson Mfg. Co., L. R............ 195] Superior Paint & Varnish Co..... 23 
Nicholson File Co. ......... 88 | Swing-A-Way Steel Products Co... 48 
Nockonwood Industries, Ltd. .... 199 
Noma Electric Corp. ...........53-56 T 
Norcross & Sons, C. S.......... . 196| Taylor Co., David B. ........ .. 182 
Norris Stamping & Mfg. Co...... 49| Taylor Manufacturing Co........ 179 
Nouse Oil Company ..........+.. 130 | Templeton, Kenly & Co........... 180 
SN, WON sicasascotasinceaies 4| Tennessee Valley Associated 
NR ..d5 casvesdekacadascnses 193 
ie) Thomas Sanitary Products Co..... 147 
Ohlen Bishop Mfg. Co........... 19@ | Toxite Laboratories ............. 79 
Oster Mfg. Co., John ............ 177 | Tremco Mfg. Co.............seeeees 125 
Owosso Products Co. ............ 183} Triplex Screw Co. ..........-...-- 127 
eS ee 180 
P Tudor Products Corp. ............ 192 
Pachner & Koller, Inc............. 199] Twix Mfg. Co., Inc. ............- 182 
Park Metalware Co. ........ ‘sn 
ee U 
PIR bv bn.ns checcwtowicces 42| Union Hardware Co. ............ 52 
Patent Cereals Co. .............. 170| Union Steel Products Co......... 8 
Patent Specialties, Inc. ......... 153 | Utica Drop Forge & Tool Corp... 116 
Pennsylvania Salt Mfg. Co........ 206 
Perma-Jack Corp., The .......... 22 v 
Petroleum Solvents Corp. ........ 159| Vaco Products Co. ...........++- 76 
Phoenix Mfg. Co. ............... 206 | Val-A Company ........ eteeeeeee 198 
Ploneer Gen-E-Motor Corp........ 179 | Van Tilburg Co.,  sikecuvces 185 
Ploneer Rubber Co. ............. 46| Vaughan & Bushnell Mfg. Co..... 190 
Plant Products Co. .......... ... 179 | Vita Var Corp. .......-....ceseee 216 
SS ae _.. 3) Vichek Tool Co. ..............065 126 
Puritan Cordage Mills ........... a 
Ww 
R Walters Manufacturing Co. ..... 197 
Radiobar Co. of America (Multi- Wien Tee GODS © occ ccscdsccess % 
4 "=e Fea 39 | Washburn Co., The .............. 57 
Railway Express Agency (Air Ex- Waterbury Companies, Inc. ...... 1% 
press Div.) ..........-.0:20-20e: 17! | Waterman & Co., E. G.......... 40 
Red Devil Tools ................. 20! | Westfield Mfg. Co. .............. 38 
Reed & Prince Mfg. Co........... 7 | Wilson-Imperial Co. ............-. 80 
Reflecto Letters Co............. - 194] Wittie Mfg. & Sales Co. ........ 205 
Remington Arms Co., Inc......... 11) | Woester Rubber Co. ............. 187 
Revere Copper & Brass, Inc....... 135 
Reynolds International Pen Co.... 4! Y 
PN WU PS ckcavcdcensesancs 152 | Yale & Towne Mfg. Co. .......... 3 
Riegel Textile Co. ............... 197 
Rieger Mfg. Co. ............. 121 z 
Rineharts, Dr., Handy Hog beattae Zim Mfg. WM, wenidduansewsonsooas 172 
WG. Geax scbccmnchecceness 200 | Zippo Manufacturing Co. ........ 43 
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Wring Easy 
Here It Is! 

The new type self wringing Mop. 
Sold in all the leading stores. 
Mop head is Renewable. 

Immediate Delivery. 


C. KREUSINGER CO. 


Manufacturers 


WHITE HALL, MD. 


MARSHALL TRIPLE DUTY 
“All Steel’ ICE PICK 


Immediate Delivery 








Tremendous Jobber Response 


NOTE THE ADDED FEATURES 

@ ideal as an awl, carpenter's scriber or wood center 
punch. 

@ All steel hexagon handle for easier grip. Also can 
be used as an ice breaker. 

@ Made of 2 piece cold finished steel. Plated through- 
out. 
2 Sizes—6” and 8” long. 


Also manufacture other hardware specialties. 


MARSHALL MFG. CO. 























Pat. Pend. 1683 Milwaukee Ave. ° Chicago 47, Ill. 
Ball-Besring 
Center Drive 
Switeh In 
.  Twe Handles 
Long Teeth 2-2 
. dp ted Cutting Ed 
ty, . rate ng Eage 
14” Cutting Width , 
© Cuts wood like a hair clipper © Approved by nursery men and 
cuts hair; weighs only 6 Ibs. gardeners 
© Trims all shrubbery; shapes trees ®@ Built to last a lifetime 
© Cuts stems up to pencil-size © 25' cord furnished 


Write today for illustrated folder 
SCHARTOW IRON PRODUCTS CO., Dept. 106-B, RACINE, WISCONSIN 


SIPCO Llectric HEDGE TRIMMER 
GAT SPRAYERS 


AVAILABLE AGAIN! 












EASY to Display — to Sell__to Use 
Applies chemical fertilizers in liquid form without 
waste, work or worry. Sprayer fastens to garden 
hose. Freight prepaid on orders of 15 dozen or 
more. Write direct to 


THE CHAS. H. LILLY CO., Seattle 4, Wn. 


A FEW EXCLUSIVE JOBBER TERRITORIES STILL OPEN 
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The Whiter 
Synthetic Enamel 


Business is good with VITA-LUX dealers! 
VITA-LUX the synthetic Enamel is backed by 
consistent advertising, radio broadcasting and 
powerful, free display material. That brings 
REPEAT SALES of this fine, high-quality, whiter 


white enamel! It’s the Quality Leader! 


AVAILABLE IN GLOSS, SEMI-GLOSS AND FLAT FINISHES. 


Write today for details and descriptive folder! 


Rol Var CORPORATION 


PAINT ENGINEERS SINCE 1888 NEWARK, NEW JERSEY 








ALL EIGHT OF THE LEADING STAPLE FASTENERS 
MADE BY ONE DEPENDABLE MANUFACTURER 


Part of the Complete Naivond! Screw 
Quality Line Assuring faites: to Your Trade 


* i STOVE BOLT 


Oe ee ee | 


SEMI-FINISHED NUT i CARRIAGE 
BOLT LAG SCREW 





Here’s a picture of what builds customer satisfaction and good will— 
a picture of eight top quality staple fasteners made by National. 

National Screws are characterized by clean, well centered slots of 
proper depth, and well formed threads and points. Bolts have well 
shaped heads, smooth shanks, cleanly defined squares, with nuts 
that fit properly. Nuts have clean-cut, sharp corners, smooth sur- 
faces, smooth and uniform threads. 

To excellent workmanship, National adds its famous Laboratory- 
controlled Heat-treatment which assures the tensile strength and 
durability of the finished fastener. 





“1iod ab 








THE NATIONAL SCREW & MFG. CO., CLEVELAND 4, O. 











BOSS Kerosene Ranges excel in styie and modern fea- 
tures which afford convenience and economy. Glass in 
oven door for visible buking—saves food, fue! and worry. 
Convenient shelf splasher and utensi! compartment are 
el gon dlo[-to Mm MULT coll oolce-tlella milla tel} anioMkel(-tolaF 
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elrolay 


THE HUENEFELD CO. CINCINNATI (25) OHIO 


BOSS RANGES - STOVES - OVENS - HEATERS 





